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The ABC's of Electric Pipe Machines! 








MODEL—A 


With Force-Feed Oiling System 


Right-Hand Operation—lLike a lathe—chuck to left, tool 
mounting to right. All controls in front at your finger tips 

50% More Open Working Space—(Competitive 
have & in. Beaver Model-A has nearly 12-in. open 
space Model-B has 13 in 

Rack-and-Pinion-Feed— |’ rotected 
inverted—operated large hand 
machine. Hand wheel and carriage 


Full Range \% to 2 In. 


machines 
working 


because 
front of 
direction 
to 2-in. 


chips 
from 
same 


against 
starwheel 
move in 
Competitive machines, 


by 





Cuts Off Solid Bolt Rounds Up to 1 In.—Comipetitive 
machines cannot do this 

Helical All-gear Drive—No belts 

Greatest Power—W ill cut and thread 12-in. pipe with 
geared tools; thread 2-in. rods, coarse thread, in one cut 

Wheel or Knife Cutoff—Your choic: 

Floating Diehead—Mounted with sufficient float to com 
pensate tor out-ot round pipe 

Threading—Dicheads are quick-opening—not necessary to 
“back-off.” Fully adjustable for cutting standard, oversize or 
undersize threads. No tools required. All four die segments 

Model-C threads pipe, 





and thread up to & in, 
lor average 
voltage 
mmportant satety feature 
driving gear runs in 
il, reducing 
wear 





Those, 
Power 
minimum by 

and two rollet 
reduction. For 


five 


bench ot 
use 





hand tools, up to and including 
“Full-Width 


about 


2 in. with solid 

Dies” at a speed ot 

rpm. Threads bolts up to 1! 
in. Operates geared tools to cut 


and has 
plenty of reserve power to allow 
dull dies or low line 
Gears fully enclosed 


bath 
friction and 
loss reduced to a 
ball bearings 
bearings in gear 














MODEL-——B 


With Simplified Gravity Feed Oiling System 


move as unit insuring uniform adjustment and an even dis- 
tribution of cutting on all four segments. 
No “Hinge”—Diecheads of the “solid-ring” type. 
to get “fouled” with fine chips and turnings. 
Flexible Coupling—Connects motor to gear train. 
Full Range Reamer—', to 2 in. Not merely % 
Safety Shear Pin 
Safety— Automatic 
ger of accidents. 
Low Center of Gravity 
to upset 


No hinge 


to 2 in. 
Protects against overload. 

chuck wrench ejector eliminates dan- 
Top-heavy machines are likely 
when used with drive shaft to drive geared tools. 


Universal Motor—110 or 220 volts, optional. AC or DC, 
25 to 60 cycles, light line. Other motors available. 
Reversible at Switch—Switch protected against damage. 


Standard Geared Chuck—Using conventional 
locking chuck wrench. No slipping. 

Thread Length Indicator. 

Iron Housings 
support are 


positive 


All housings, body casting and carriage 
steel-iron insuring great strength and durability 





using 


»? 


Large 
ot 





stand 











Threading 8 In. with Model-C and No. 80-E Geared 
Threader. Threads 8 inches in 6 minutes 


EAVER PIPE IQDLS 


739 MILLS AVE. 


39 Years of Quality 


WARREN, OHIO 
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W-S Screw End A Steel Fittings— 
drop forged from open hearth steel—with a 
tensile strength of not less than 75,000 
pounds—are bored from the solid, have 
heavy bands, are accurately threaded, 
ane” assure tight joints. 


aya 
peaar 
FITTINGS 


To help you meet 
and solve your 
customers pipe 
line problems 
PROFITABLY. 





Both you and your customers can benefit 
with W-S Fittings—you make money in ren- 
dering a service which saves money in the 
plants of your customers—you profit by Sell- 
ing W-S Fittings wherever pipe lines carry 
steam, water, oil, gas or ammonia under high 






W-S Forged Steel Socket E s— 
welding Fins are , niet, Ses temperatures and pressures—your power 
grade esign § an construction as . . ° 
W-S Screw Fittings. Positive align - 
W-S Serew Fittings, Positive align- plant, chemical, hydraulic, refinery and refrig 


ee bore of pipe exactly. 


erating plant customers profit by the safety, 
long life and low maintenance of W-S Forged 
Steel Fittings. 


The liberal Watson-Stillman distributor pol- 
icy is worth your investigation because it 
EASY TO WELD 


assures profits in proportion to your sales 


_ Wah WS Forged Sat Wee efforts. Write today for details. The Watson- 
ing Fittings it's just a matter of 
slipping on and welding. Ample Stillman Company, Roselle, New Jersey. 


support at the socket end in- 
sures proper alignment. Position 
of weld is convenient. No spe- 
cial welding fixtures required. ® 


ATSON¢:¢STILLMAN 
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SHOW THEM LINK-BELT DEPENDABILITY 


@ Link-Belt Power Transmis- 
sion Equipment will work for 
you in terms of sales and bet- 
Engineering Date ter earnings if you get behind 
eteamee it, just as it is doing for others. 
The quality, the serviceability, 
the economy, and the all- 
around dependability of this 
line make steady Link-Belt nsenP. 40s BenigP iene 
users. To you it means repeat 
business; helping in a big way 





are teterentemndl ty th 


ann = toe 


“4 
frog 


to make the years pay you 
better. 

Send for this new book No. 
1600. It contains 272 pages of 
illustrations, dimensions, 
weights, list prices, engineer- 
ing information, cross-indexed 
for convenient use. Address 
the nearest office. 
LINK-BELT COMPANY 


Chicago Philadelphia Indianapolis 
Atlanta San Francisco Toronto 


Offices in Principal Cities 7797 





New York World’s Fair Exhibitor - Metals Bidg. 





MILL SUPPLIES ® JULY 10, 1939 








HRMSTRONG 


Larger in size, with 
handy quick reference 
index—the new C-39 
ARMSTRONG Catalog 
will bring you right up to the 
minute in industrial tools. 
Write today for this most 
complete, most authoritative 
manual of modern tools. 











ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People” 
305 N. FRANCISCO AVE. CHICAGO, U. S. A. 


Buy 
ARMSTRONG 
TOOLS from your 

Supply House 4 
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Original Goodyear rubber facings after 10 years’ 
service — hardwood lasted only 1 to 6 days. 


P in the Peninsula of Michigan some of the 

world’s longest and fastest mine hoist cables 
fleet over the sheaves and rollers pictured here. To 
give you an idea of the terrific load on this gear — 
the cables skyrocket 13-ton loaded skips from mile- 
deep levels to the surface in two minutes! 


To reduce wear and friction it has long been com- 
mon practice to employ hardwood rollers and to 
line the sheaves with hardwood segments in the 
cable groove. But in some locations hardwood 
rollers average only one day’s service; wooden 
sheave fillers three days to a week and that means 
continuous maintenance to prevent accidents. 


Not in all mines, however. Ten years ago the 
superintendent of one famous working wondered 
about rubber and called in the G.T.M.—Goodyear 
Technical Man. Between them they worked out 
the rubber roller and sheave facings illustrated. 
These original Goodyear installations have been 
in service ever since and show little sign of wear 
despite 3,650 days’ exposure to moisture, abrasion 
and exceptionally high cable speeds. 


Yes, rubber’s first cost is more. But on the basis of 
ten years’ service against one day to one week, the 
net saving is close to 99% — without figuring in 
elimination of maintenance. Perhaps you have an 
abrasion problem to meet where you can do it 
better with Goodyear rubber. Why not talk it over 
with the G.T.M.? Just write Goodyear, Akron, 
Ohio, or Los Angeles, California — or phone the 
nearest Goodyear Mechanical 
Rubber Goods Distributor. 





nial of Charles 
Goodyear's discovery 
of vulcanization. 


t Sommils Haba 


BUT RUBBER MAKES THESE MINE HOLST ROLLERS 


THE GREATEST NAME 
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YOU CAN DO IT BETTER 
WITH GOODYEAR RUBBER 


RUBBER 






IN RUBBER 





Special Process Finishing 


and Cabinet Papers 


ARMOUR’'S HT Garnet: The letters HT stand for heat treated. The nat- 
urally hard, sharp garnet abrasive is heat-treated by the Armour patented process, 
which amazingly improves lasting and cutting efficiency. HT Garnet Finishing 
Papers and Cabinet Papers will deliver wood finishing results beyond your cus- 
tomers’ greatest expectations. 


ARMOUR’S Electrocoated Garalun: This abrasive is a manufactured 
product of the electric furnace. It's long-lasting, clean-cutting, fast-cutting. The 
patented electrostatic process gives a uniform distribution of abrasive grains, sharp 
edge up. Your customers will find it exactly the type of abrasive they've looked for, 
but up to now never found. 


Write us for specifications, prices and details of dealer 
franchise. We'll gladly send complete informa- 
tion by return mail. No obligation to you, of course. 


ARMOUR SAND PAPER WORKS 
GE N ER A L OF FICES a= H 1 C A eRe) 


HIA 
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WE TAKE OFF OUR COLLAR 
To Make Clear An Important Point 


=a 


EASIEST OF ALL TO INSTALL 
OR REMOVE Nootherball bearing offers 


the easy, three-step installation made possible by 


the famous Fafnir Wide Inner Ring Ball Bearing 


with its exclusive self-locking collar. No threading, 
shaft-shoulders, lock nuts, adapter sleeves or other 
devices required. Furnish Fafnir Transmission 
Units for easy bearing installation and disassem- 


bly. The Fafnir Bearing Co., New Britain, Conn. 


> FAFNIR 


ye WIDE INNER RING 


INCORPORATED IN ALL FAFNIR POWER TRANSMISSION UNITS - PILLOW BLOCKS - CARTRIDGES 
HANGER BOXES - COUNTERSHAFT BOXES - BLOWER AND FAN BOXES - TAKE-UP UNITS 
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ate Valves 


1 Extra-value service advantages make your 
*=*" customers quickly appreciate the merits of 
Kennedy Products. For example, the Kennedy 
Standard Iron Body Wedge Gate Valve has 17 im- 
portant features which are not included in their 
entirety in any other wedge gate valve design. 


92 A consistent large-space advertising cam- 
* **" paign in industrial publications directs the 
attention of valve users in your territory to the dis- 
tinctive features of these Kennedy Valves. 


3 Effective concise bulletins, direct mail fold- 
*** ers, envelope enclosures and sales manual 
will help you impress your customers with the fea- 


tures and advantages of this Extra Value Kennedy 
product. 


4 The consistent Kennedy policy of selling to 
*** industrial plants through supply houses is 
definitely stated in each Kennedy advertisement. 


It will pay you to stock these Extra Value Kennedy 


Valves and you can safely recommend them to your 
trade. Complete information on request. 


Bulletins ... 
Folders... 
Sales Manual... 


These effective sales 
helps are available to 
assist you in explain- 
ing the advantageous 
features of the new 
Kennedy  Iron-Body 
Wedge Gate Valves. 


Write for Bulletins and Sales Helps 
The Kennedy Valve Mfg. Co., Elmira, N. Y. 


KENNEDY 
évtra Value in CVALVES 
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ATKINS MAKES HACKSAW 


a 


1925 
~ Atk; 
Power Bigine. logge ed 


New g Wes ~At high 








Atkins Super-Power Blades are 
available in two tooth spacings: 
No. 400 for rounds up to 5” or 
equivalent square stock; No. 500 
lent 8”, 

@ Constant research in a laboratory tucked away aasheeecaneecateenieieel 

at the heart of a big Atkins plant has produced another 

hacksaw sensation. Fourteen years ago the same metal- 

lurgists gave you the Silver Steel blades today asked 

for everywhere as ‘Atkins Blue Ends.”’ 


Atkins Super-Power Blades No. 400-500 now announced—just as 
revolutionary in 1939 as the amazing performance of Blue Ends 
in 1925. They have had every practical test and can be un- 
qualifiedly offered to cut longer and straighter than any other. 
In our tests on 3’’ round chrome nickel molybdenum steel bars 
so many cuts have been made as to wipe out all previous test 
records and examination of the blades shows there is plenty of 
cutting left in them yet. 


“Teeth That Bite’’ Take New “Chip” 
In this case the chip is really a shaving, voided easily by the 
new gullet design. The shavings quickly fall clear with no 
overloading of the gullet, and that’s why heavier feeds can 
be employed. Patented set permits a two-way clearance and a 
free cut without friction. e 


JOBBERS! Get the detailed specifications and 
* test data which sell this blade wher- 
ever demands are heavy. Order an initial stock. 


CERTIFIED SAWS, SAW TOOL: 
MACHINE KWIVES. ETC 
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NUCUT FILES 


MAKE YOUR BUSINESS GROW 


BIGGER AND BIGGER AND BIGGER! 


NUCUT FILES 


‘WAVY TEETH 


File users welcome NUCUT’S ability to 
stay sharp and cut clean. They like 
the way these “Wavy Teeth” files help 
in turning out more work in less time 
with less effort. 

Such satisfaction means more busi- 
ness for you—if you are the NUCUT 
distributor. For then you are backing 
a file that has the knack of winning 
over one user after another. You enjoy 
steadily increasing file sales and 
your reputation as a distributor of 
quality goods will put you ahead of 
competition. 

The HELLER NUCUT sales policy offers 
you opportunities in your territory that 
are worth looking into. Write us today 
for the complete story. No obligation 

all. 

Heller Brothers Company, Newark, 

J., Newcomerstown, Ohio. 


THE FILE OF TODAY, DESIGNED 
FOR THE WORLD OF TOMORROW 


At Heller's Exhibit, Metals Building, New York World's Fair 
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» « « » » MillSupplies» « * « » 


E. J. McOSKER and JOHN J.. WELCH, Editors 


Ol Man Reciprocity Gets 
A Kick in the Pants 


Reciprocity —that old bugbear—came in for 
frank, open discussion during the Bermuda 
cruise of the Triple Mill Supply Convention. 
The net result was the passing of a resolution 
by distributors and manufacturers jointly as- 
sembled, disapproving of reciprocity business 
where such business is done outside the distrib- 
utor’s natural trading area. The resolution was 
well conceived, and it is hoped that it will have 
a deterring influence on those who have been 
guilty of a bad practice and those others who 
are tempted to eat of the forbidden fruit. 

There can be no quarrel with the distributor 
who asks for a reasonable amount of business 
on a reciprocal basis from manufacturers he 
represents who have plants in the area he nor- 
mally serves. And it is logical and smart for 
the manufacturer to remember his distributor 
customers when placing orders for supplies, 
equipment and tools to be used in his plants 
where the plants,are in areas regularly covered 
by these distributor customers. 

But, as convention discussion brought out, it 
is unhealthy—it would become demoralizing if 
many did it—for a distributor to hold a club 
over the head of a manufacturer and, in effect, 
demand business from him on a reciprocity basis 
alone when the latter’s plant or plants are hun- 
dreds of miles away from the distributor’s nat- 
ural trading area. And, as an aside, the remark 


might be made that such a distributor is the 
same type of chap who would howl to high 


heaven if one of his manufacturers, located in 
his own territory, were to pass along orders to 
distributors in other areas. 

Just as unhealthy is the practice, recognized 
by the convention, of some manufacturers hold- 
ing out as bait to a distributor the promise of 
some of their own factory business—no matter 
where his establishment is—if he will take on 
their lines. 


The convention agreed that solicitation by 
distributors and voluntary awarding by manu- 
facturers of reciprocal business outside of dis- 
tributors’ natural trading areas has not yet 
reached alarming or even sizable portions, but 
that it is a germ which, if allowed to spread, 
might create chaotic conditions. And it was 
further agreed it is an evil which should be 
nipped in the bud right now. . 

If the three associations had done nothing 
more of consequence on the well planned and 
expertly handled Bermuda cruise than to take 
this crack at Old Man Reciprocity, the cruise 
would be well worth every penny spent on it 
—provided, of course, that distributors and 
manufacturers take the resolution to heart and 
adhere to its outspoken, unequivocal provisions 
religiously and fearlessly. 
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THE REPUBLIC 
5-POINT POLICY 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


* 


A quality of product uniformly 
good and capable of delivering 
service results that should reason- 
ably be expected. 


* 


A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


* 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


* 


Selling helps of reasonable a- 
mounts so that his sales force may 
be given the advantage of spe- 
cialized training and a knowledge 
of the product sold. 





¥* There are many different types 
of Distributor Franchises; but none is 
worth more than the paper it is written 
on unless it establishes a definite and 
completely desirable relationship be- 
tween the Supply House and the source 
of supply. It must clearly designate the 
just obligations of both companies and 
provide for maximum cooperation be- 
tween the two. 

Since the 5-Point Policy is a direct 
statement of Republic's distribution prin- 
ciples, it forms a natural basis for the 
Distributor Franchise. This means that 
each time-tested, economically sound 
element of the Policy . . . as successfully 
practiced during the establishment and 
growth of Republic’s highly organized 
Distributor system . . . is put into effect 
through the spirit of the Republic Fran- 
chise. The resulting relationship is es- 
pecially important as a profitable busi- 
ness foundation plus the added value of 
whole-hearted cooperation. 

Your request for further information 
will be gladly received and given im- 
mediate attention. Republic Rubber 
Division of Lee Rubber and Tire Corp- 
oration, Youngstown, Ohio. 


RUBBER 
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TALK OF THE TRADE 


et 
POST CONVENTION SPECIAL Yas 
LAND AHOY, MATES! We're back . . . the witness will ‘es » | 

raise his right hand and ask for a bolt of lightning if that wasn't € 11 
the grandest six-day boatload of merriment that ever put out to . 
sea .. . Thanks to Marsena Butts, we've been checked from 
breaking into poetry, the only form of description adequate for 
this job (see Marsena’s opus in our June 25 issue) . . . For 
once the product outdid the advertising . . . Rooms, food, service 
—everything exceeded pre-convention promises . . . Manufac- 
turers and distributors never made more headway in getting to 
understand each other (but we’re afraid in another week of it 
they’d all have linked arms and skipped back to Elbow Beach to 
spend the rest of their lives going native) . . . It was the experi- 
ence of a lifetime . . . If you were there, Congratulations, sailor! 


CREDIT (ABOUT TIME): Back of everything that attains Bermuda does that to you 
the success of this Convention Cruise there is always someone (=x 

with a strong back and unselfish heart who has shot the works (We y 

physically, mentally and financially to put the thing across {SI (A 
right .. . This time it was your retiring president of the American ( SS oad 
Association, Bill Purtell . . . Few know but all should appreciate » ) Yl . 
the year of tireless effort Bill put forth so that all cruise-goers . on gt 
would be not only satisfied but thrilled by their trip... Bill 
usually ducks laurel wreaths cast at his head, but credit’s due 

him... and doggone it, Bill, we just had to speak up. 


MOON, TOO—NO EXTRA CHARGE: Just the right touch 
of romance was added to our cruise cargo by the presence of two 
honeymoon couples: Mr. & Mrs. K. E. Harmon (Couch & 
Heyle, Peoria), and Mr. & Mrs. Jack Shields (Standard 


Pressed Steel) . . . Both boys did a nice job of selection. 


NICE GESTURE: Must have been a thrill for §. P. Brown- 
ing (Ohio Valley Pulley Works, division Browning Mfg. Co.) 
to get a radiogram from the boat, expressing greetings and good 
wishes of the American Association . . . He’s the oldest living 
ex-president of that body. 


WALTONITES: That was some shakes of a fish brought back 
to the boat one evening by fishermen Carl Davis (American 
Saw), Ed Stvan (Strong, Carlisle & Hammond), Charlie 
Chamberlain (Jenkins Bros.) and Tom Hyde (Henry G. 
Thompson & Sons) . . . Rockfish, they said . . . About 106 
pounds, they said (somebody else figured about 90 pounds, but 
let it pass) ... The point is, boys, next time make sure to remove Fresh from Fulton Street 
the price tags. 


FASHION IS SPINACH: It’s said to be fashionable to be =j—~ 

late, but Don Brisbin’s (Columbus McKinnon) party nearly 2 

overdid it by missing the last tender out of Hamilton before the ; 

Monarch sailed for home . . . They had to catch up in a speed- BS “y Ly 

boat and get hauled aboard in the captain's gig . . . No casualties EC ‘ Lig | 
fei ; ,| 4 BSA 


Marsena beat us to it 


\ 


~ 


ANYWAY, PARDNERS, we all contributed toward a worthy Na /\ es 
cause ... It'll do you no end of good to know that when the (\A\ | en, Cie 
Monarch docked, its chief bartender was met with his own 


limousine and liveried chauffeur. J.J.W. Gold in them bar bills 
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FOR THE RECORD—THE 1939 


NEW OFFICERS 


National Association Loc 
PRESIDENT—Charles E. Curtis, Western Iron Stores Co., Milwaukee : 
First Vick-Presipent—A. R. Smith, Boyer-Campbell Co., Detroit of the 
SeEcoND VicE-PresipeNt—H. V. Waterman, Hendrie & Bolthoff, Denver Good Ship 
"MONARCH" 





Southern Association 


PRESIDENT—Edward F. Stauss, Oliver H. Van Horn Co., New Orleans 
First V.-P.—John B. Crimmins, Mills & Lupton, Chattanooga 
Seconp V.-P.—J. M. Bates, Moore-Handley Hardware Co., Birming- 
ham THURSDAY, May 25—Clear, warm 
American Association 6:00 p.m.—Ship sailed from New York 
? FRIDAY, May 26—Weather clear, warm 
PRESIDENT—D. W. Northup, Henry G. Thompson & Sons Co., New Past Presidents’ dinner featured evening 
Haven SATURDAY, May 27—Weather Clear 
First V.-P.—H. K. Clark, Norton Co., Worcester, Mass. Millionaires’ party bit delegates with 
Seconp V.-P.—R. G. Thompson, Lufkin Rule Co., Saginaw, Mich. gambling bug 
SUNDAY, May 28—Weather clear, warm 
8:00 a.m.—Ship docked, Bermuda 
Shore excursions throughout day 
CONVENTION HIGHLIGHTS Tropic moon shone on gay party at 
Inverurie Club 
MONDAY, May 29—Weather clear, warm 
Annual golf tournament at Mid-Ocean 
Reciprocity caught it on all sides as both distributors and manufacturers Club won by A. E. Thornton, Skinner 
spoke, condemning the practice, and joint committee drafted strong formal Chuck Co. 
resolution of disapproval. = ste ae ~~ — 
=r sale ee — Oe ae Se 200 p.m.—Ship sailed from Grassy Bay 
Proposal for industry-wide cost study went back on its heels as investi- WEDNESDAY, May 31—Weather clear 
Delegates frolicked at annual ball 


THURSDAY, June |—Weather clear, hot 
Dallas, Texas, selected as site for 1940 convention. 8:00 a.m.—Ship docked, New York 





Attendance of about 600 went on record unanimously in declaring the 


cruise convention to be one of the richest experiences of a lifetime. 


gating committee reported difficulty of making progress and recom- 
mended committee be disbanded. 


Southern Association officers: J. M. 
Bates, second vice-president; Edward 
F. Stauss, president; John B. Crimmins, 
first vice-president 


National Association officers: Charles 

Curtis, president; A. R. Smith, first 

vice-president; H. V. Waterman, sec- 

ond vice-president Dan W. Northup, Henry G. 
Thompson & Sons Co., who was 
unable to attend the convention, 
was elected American Associa- 
tion president 


. Convention Pictorial Section 
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CONVENTION CRUISE IN STORY & PICTURE 





This review of activities at the 1939 convention represents an up-to-date summa- 


tion of thought on most of the important problems affecting distribution. . .Neces- 


sarily remarks and proceedings have been reduced to their briefest form, but every 


effort has been made to maintain the full essence of each statement 





OPERATING 


Volume or Profit? 


E. L. Reichle, Reichle Supply, Sagi- 
naw, Mich: “We consider the profit 
factor the most important one in con- 
nection with the operation of our busi- 
ness. We take on no lines that are 
foreign to the nature of our business. 
When we do take on a line we put in a 
full stock and concentrate on making it 
pay a profit. We have always worked 
toward the end of making sales out of 
stock.” 


Costing Invoices 


Cheston Carey, Carey Machinery & 
Supply, Baltimore: “Costing invoices 
takes about one-third more time than 
the ordinary procedure. But at the 
end of each day we can add up sales 
and cost all sales. The costing opera- 
tion is done at the same time the 
order is being written up. We consider 
this procedure an especially valuable 
one for us—would not be without it.” 


Presidents who alternated 
in conducting joint meet- 
ings: Jack B. Dale, South- 
ern; W. A. Purtell, Amer- 
ican; W. T. Ryan, National 


Southern Association 
group: J. M. Bates, how- 
ard Schramm, M. G. Mur- 
ray, Lloyd Mize, Edward 
Stauss, Alvin Smith, Jack 
Dale 


Begins on Page 41.» 


(Following Mr. Carey's remarks, 
made in a closed meeting for members 
of the National Association, this sub- 
ject developed some controversy. Said 
A. J. Glesener, San Francisco: In our 
associations on the West Coast we set 
a price, figured on costs, then we stick 
to this price. There is thus no need 
for our costing Another 
opinion was expressed by Chas. Curtis, 
Western Iron Stores, Milwaukee, who 
related the unsuccessful experience of 
his company with the procedure.) 


invoices. 


Budgets 


Tyler W. Carlisle, Strong, Carlisle & 
Hammond, Cleveland: “We have been 
operating on a budget for five or six 
months. Already we have found that 
successful operation under a_ budget 
requires some hard-boiled person in 
the organization to make everyone stay 
within the limits set for his depart- 
ment. It can be done but you 
must be strict about it. It may develop 
that it will be necessary to set the 
budget every three months instead of 
once a year. The budget is the best 
yardstick I know to measure business.” 


Perpetual Inventories 


The system as used by Root-Neal 
Co., Buffalo, was described in detail 
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by H. M. Pritchard. “The perpetual 
inventory,” he said, “gives information 
as to the number of customers on a 
given item . . is helpful in determin- 
ing how many quantities to buy 

saves time in answering customer in- 
quiries and eliminates the head- 
aches of dead and obsolete stock.” 


Before You Leap 


Tackling the question, “What facts 
should a distributor obtain before tak- 
ing on a line,” H. E. Torrell, Syracuse 
(N.Y.) Supply Co., suggested that ull 
members might well give thought to 
suggested questions that might be asked 
of the manufacturer. By putting these 
questions together, he said, a practical 
questionnaire would be formed for pre- 
sentation to the manufacturer. “The 
questions themselves are more import- 
ant than the answers,” he declared, 
“for they stimulate a man to think.” 


Data for the Boss 


Asked to outline the most important 
figures an executive should get each 
month, Gustavus Sickles, Stulz-Sickles, 
Newark, listed these: 1. Cash position 
—accounts receivable, due and_ past 
due. 2. Gross sales. 3. Gross profit. 
4. Purchases, and their ratio to sales. 
5. Expenses—payroll and others. 6. 
Ratio of expenses to sales. 7. Number 
of invoices and amount in dollars and 
cents. 8 Net profit. 9. Total sales 
for each salesman. 10. Returned mer- 
chandise. 11. Profit on each man’s 
sales. 


Bonus System 


T. B. Mooré, Detroit Ball Bearing 
Co.: “Our bonus system began origin- 
ally as a Christmas gift. Later we 
issued quarterly bonuses, then semi- 
annually, on June 30 and December 15. 
In some cases the bonus is a_ per- 
centage of salary, in others it is based 
on years of service with the company. 
Roughly we try to set aside about one- 
third of the firm’s profit for bonuses. 
The merits of this plan are numerous. 
It enables us to establish base salaries 
that require little changing. It has 
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Past Presidents’ Dinner: Lou Knouse, Bill Todd, Hes Kuhn, Irving Lemaux, J. Harvey Williams, H. F. Seymour, Alvin Smith, Don Brisbin, 
Bob Page, Russ Duncan, George Halpin, Dave Jones, Carl Krueger, Bill Given, Percy Ridings, Bud" Hansen, Bert Ackles, Harry Rinehart 





stabilized our organization, with small 
turnover of personnel. And a distinct 
spirit of cooperation is evident through- 
out the company.” 


Net Prices 


L. F. Mau, Mau Sherwood Supply 
Co., Cleveland, orally weighed the ad- 
vantages of list and discounts versus 


net prices. “Because of the character 
of this industry,” he concluded, “it is 
probably impossible for us ever to go 
to a complete system of net prices. 
It is an idealist’s dream to think of 
pricing everything net. It would in- 
deed be wonderful . . . but considering 
our complexities we must confine the 
idea to such items as lend themselves 
to it.” 


DISTRIBUTOR ADVERTISING 


Committee Report 


Progress of the group named by 
three associations to promote 
advertising activity is reported 
by Charles C. Chamberlain, 
Jenkins Bros. 





The joint committee on sales promotion 
literature has made extensive efforts 
during the last year to answer the 
four most common questions of dis- 
tributors 

l. Does it pay to advertise? 

2. How can we use manufacturers’ 
literature to increase sales? 

3. How much money should be spent 
by the distributor on advertising ? 

4. What equipment is needed, and 
what does it cost? 

Mr. -Chamberlain’s report described 
the four publications which have been 
issued by the committee, and outlined 
the results of a survey made among 
distributors to determine their interest 
in advertising. In this survey, it was 


revealed that 60 per cent of reporting 
distributors either have advertising 
departments or an organized method of 
distributing literature, with a plan and 
a fixed responsibility. Thirty per cent 
make some effort to distribute manu- 
facturers’ literature in outgoing mail 
and through salesmen. Less than 10 
per cent doubted the value of broadcast 
mailings. 

Experiences of those distributors 
who make an organized effort to reach 
their trade through advertising were 
cited. Future aims of the committee 
were outlined by Mr. Chamberlain: 

1. Further efforts to improve the 
quality of manufacturers’ literature and 
its adaptability to the distributors’ 
needs. 

2. Further effort to concentrate such 
literature in the two sizes most popular 
with distributors—small envelop stuffer 
size and 8) x 11 letter size. 

3. Cooperative study with technicians 
of the paper industry to find or develop 
lighter weight and less bulky paper 
for catalog use, without sacrifice of 
good printing quality. 

4. Further study of practical means 
of classifying distributors’ customers 
by industries or by commodities. 

5. Display of literature (intended for 
distributor use) to be entered by manu- 
facturers and shown at a future con- 
vention. 

6. Similar contest open to distribu- 
tors for demonstrations of practical 
and effective advertising departments. 
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Planning a Campaign 


Practical pointers in conducting 
sales efforts by mail are given 
by A. J. Williams, whose com- 
pany (Chandler-Boyd, Pittsburgh) 
is greatly active in this field 


A direct mail campaign is a mass 
selling tool that carries a sales mes- 
sage to all customers and prospects 
simultaneously and supplements the 
salesman’s personal call. 

In planning the campaign, three fact- 
ors must be kept in mind: 

1. Customers and prospects are of 
many different kinds. A_ sales-letter 
that appeals equally to all customers is 
rare. 

2. The direct mail campaign should 
be synchronized with the efforts of the 
salesman. 

3. A campaign should be timed seas- 
onally. 

Like any other science, the planning 
of a direct mail campaign requires 
classified knowledge before conclusions 
can be reached. 

1. Whom shall we try to sell on this 
particular commodity? 

2. What kind of mailing pieces shall 
we use? 

(a) What commodity do we wish 
to select as the sales item? 

(b) How can we best interest the 
prospect in the selected commodity ? 

(c) What are the quality attrib- 
utes of this commodity and which qual- 
ity shall we emphasize? 

(d) What shall we say which will 
make the prospect purchase, specify or 
become sufficiently interested to in- 
quire? 

The mailing list is the backbone of 
the campaign. You must first deter- 
mine which customers are prospects 
for what you are going to push. The 
quickest and best source of information 
is to have each salesman analyze his 
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customers, ascertaining and selecting 
those men whom it is first necessary to 
sell on the commodity involved to 
initiate an order or inquiry. This type 
of information is never static, but 
changes constantly and is the never 
ending job of a sales promotion clerk 
or department. 

The preparation of a mailing piece is 
not as difficult as it sounds. The manu- 
facturer in many cases will be glad to 
furnish you with mailing pieces, or he 
will probably furnish any cuts or pho- 
tographs which you might select from 
his catalog or other standard pieces of 
literature. These, combined with a 
few photographs of your offices, ware- 
house and transportation equipment, 
will give you the nucleus of a mailing 
piece, which your printer can make up. 

The efficiency of direct mail sales 
promotion cannot be gauged by a single 
mailing. To secure best results, it will 
take repeated communications to build 
up confidence on the part of the buyer, 
and these repeated calls will also have 
an accumulative effect. 

A direct-mail campaign should be 
regarded as a legitimate part of your 
sales program. Therefore, it should be 
tied in definitely with your sales organ- 
ization’s __ efforts. Mailing should 
always be merchandised to the sales- 
men so that they know what is being 
mailed, on what product, and to whom. 
They should be urged to follow up the 
direct mail effort, on their personal 
calls immediately after the mailing has 
gone out, while the subject is fresh in 
the minds of the prospects or 
tomers. 

(Mr. Williams described in detail a 
sales promotion campaign involving 
successive pieces of direct mail tied in 
with a contest that appealed both to 
salesmen and customer. This case his- 
tory will be reported in a later issue 
of Mitt Supp ies.) 


cus- 


Catalogs 


Problems of preparing selling in- 
formation that will be used by 
the distributor's salesman are 
told by George B. Allen, Mason 
Neilan Co. 





How can we be assured that on every 
call the distributor sales man makes 
he is in a position to “talk our line” 


Begins on Page 41_, 


(1!) Heller (Heller Bros.) and Mrs. Ruth Turner): 
Ward; (2) the M. G. Murrays and J. A. 


Davidsons (Columbus Iron Works); (3) 
Brink (Ellis W. Morse Co.); Carey (Walker 





(4) Davis (Continental 
Ducommun (Ducommun Metals & Supply): 
(5) the Dave Jones’ (Lunkenheimer): (6) 
Tresler (Black & Decker): Laib (Laib Co.) 


Screw); 





as our own men would talk it had we 


been working the distributor’s terri- 
tory? 
In an earnest desire to furnish our 


distributors with illustrative material 
of our line and the necessary informa- 
tion for selling it, we sent out a 
circular letter with a copy of a sug- 
gested loose-leaf catalog to all of our 
distributors in the country. It was 
commented on with great favor and as 
a result all distributor salesmen active 
in soliciting sales of our equipment in 
the various territories were supplied 
with copies of this binder. 

\ further study after a year’s time 
indicated that the sales manuals were 
still in very high favor among the dis- 
tributors, but only a small percentage 


were being used for the purpose 
intended. 

One salesman in the middle west 
who was as desirous of selling our 


line as any distributor salesman I had 
ever come in contact with said to me 
one day as we were walking up to the 
fourth floor of a certain factory in his 
territory to interview the master 
mechanic, “Can you picture me carry- 
ing twelve or fifteen manufacturers’ 
catalogs in addition to this one (point- 
ing to his master jobber catalog) up 
four flights of iron stairs and back 
again?” 
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was the answer in a_ few 
These loose-leaf sales manuals 
are now still serving a definite purpose 
but under the classification of a 
“reference manual”, Our next step 
was the furnishing of reprints of our 
general catalog for installation in the 
distributor’s master catalog. 

In the letter survey, the distributors 
who suggested the use of inserts in 
several cases, brought out the point of 
“as few pages as and “an 
arrangement as compact and brief as 
the line or item would permit.” 

In boiling down all of the various 
comments, it would that the 
solution would be that of reprint or 
planograph of the information many 
manufacturers now show in such cata- 


There 
words. 


pt yssible” 


seem 


logs as Sweets. In this catalog our 
company shows several pages all of 
which have _been arranged in very 


attractive form and include information 
pertaining to uses of the equipment, 
operation details, pictures, and, in some 
capacity data. No prices are 
shown. By furnishing a few pages 
showing only items which the 
distributor will be called upon for 
information, planographs are reprinted 
on light weight paper of the recognized 
standard form of 84 by 11, to be in- 
serted in the distributor salesmen’s 
catalog, we could feel confident 


cases, 


those 


that, 
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on all calls made by our distributor 
salesmen, our line would travel with 
him. 


Case Histories 


Incidents which proved the value 
of having an advertising depart- 
ment in the supply house . . . as 
told by J. H. Ruddell, Central 
Rubber & Supply Co. 





The value to any distributor, large or 
small, of having an advertising depart- 
ment was strongly recommended by 
Mr. Ruddell before a meeting of mem- 
bers of the three associations. While, 
in many cases, the results of sales pro- 
motion cannot be traced directly, he 
gave examples of campaigns in which 
the results had been fairly well de- 
termined : 

1. Sent a letter on rubber bands to 

all banks in the territory. Orders were 
received from almost 30 per cent of 
prospects receiving the letter. 
2. Letter on endless rubber belting 
was sent out around Christmas time, 
featuring a picture of Santa Claus. 
Immediate orders and inquiries as a 
result of this letter were fairly good 
However, unusual definite evidence of 
the campaign's effectiveness was 
received 13 months later in a letter 
saying, “Send me one of those Santa 
Claus belts.” 

“Results of direct mail efforts con- 
tinue to come in for a long time to 
come,” said Mr. Ruddell. “It is ad- 
visable to use direct mail to supple- 


ment the efforts of salesmen. The job 
can be done without heavy expense. 
Penny-saver envelopes are perfectly 


satisfactory when personally addressed. 
Central Rubber has sent some mailings 
to a total of 3,000 prospects at a cost 
as low as $49.” 

Before members of the National 
Association Mr. Ruddell later gave this 
as his answer to “What should sales 
letters say ?”: 

“A sales letter is intended to make 
the person want to buy. The letter 
should therefore contain those points 
about the product that will stimulate 
the prospect to such action. People 
buy for benefits—to save money or 
time, or because the product will last 
longer, will protect, or improve appear- 
ance. Dig out those points before at- 


tempting to write a letter. Remember 
that prospects are less familiar with 
the product than we are it is 


not safe to assume that they can infer 
these benefits for themselves.” 
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Distributor's Obligation 


“Manufacturers spend thousands of 
dollars on preparing promotion mate- 
rial for us . . . we have an obligation, 
too,” said Ed Stvan, Strong, Carlisle 
& Hammond Co. “We keep waste to a 
minimum by maintaining an efficient 
filing system and by storing material in 


DISTRIBUTOR’ 


Preparedness Business 


While industry is a good advo- 
cate of peace, the current arma- 
ment program with its profitable 
business may turn the tide for 
private enterprise to go ahead 
with its expansion program, says 
Hartley W. Barkley, Editor, Mi// 
& Factory 


The major powers of the world today 
are engaged in-the greatest headlong, 
spectacular race for arms that man 
has ever known. More than two billion 
dollars will unquestionably go into the 


(1) Admen White (Rickard) and Noyes 
Larchar-Horton); (2) Boston group; Chase 
(Chase-Parker); Ryan (Cutter, Wood & 
Sanderson); Sheldon (Chase-Parker); (3) 
Clark (Jacobs Chuck) and Blackmore 
(Standard Pressed Steel) in deck sports: 
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a cupboard built for that purpose. The 
stock quantity of stuffers for a mailing 
is 1,000. We order immediately when 
out. An advance book is made up for 
each salesman. The men are asked to 
check the list for individuals before a 
mailing. A return postcard is always 
enclosed to aid in checking the effec- 
tiveness of the mailing. 


S POTENTIAL 


present American preparedness pro- 
gram. There is a profitable form of 
business in the purchasing of supplies 
and materials by the primary manufac- 
turers. Standard stock items, a large 
portion of which are purchased by the 
primary manufacturer from distribu- 
tors, constitute profitable business. 

It was estimated that if the total 
appropriations by the United States 
amount to two billion dollars, and dis- 
tributors receive approximately 4.5 per 
cent of the total, the industry can ex- 
pect to receive’ $90,000,000 additional 
business in orders which would not 
exist if there were no rearmament pro- 
gram. To visualize what this means, 





(4) the Bill Mayers’ (Industrial Tape); (5) 
Sheldon (Chase-Parker); Butts (Butts & 
Ordway); Hedner (Yale & Towne); (6) 
Swartz (Linear Packing); Auerbacher (Jones 
& Auerbacher) taking life easy on comfort- 
able deck chairs 
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let us assume that there are 90 dis- 
tributing centers in which this volume 
will be distributed. That would mean 
an additional $1,000,000 of profitable 
business in each center for distributors 
from secondary requirements of the 
United States armament program. 
When we add to this total, 45 per 
cent of the total expenditures from 
other sources we can see how an im- 
pressive addition to distribution is 
being added on the profit side of the 
ledger. 

It is entirely possible that while 
America may not see itself involved in 
war for many years, the awakening of 
the administration to the critical con- 
dition of our national industrial plant, 
as a result of surveys for possible war 
production, may have turned the tide 
for private enterprise so that American 
industry can go ahead on the path of 
peace, building for a more useful and 
profitable future for the nation in 
carrying out its logical expansion and 
progress under the American system. 


Facts and Figures 


Analysis of his own company's 
(Minnesota Mining) habits pro- 
jected on national scale gives 
George Halpin estimate of 3!/, 
billion potential for supply dis- 
tributor 





The industrial consumer’s requirements 
should be classified under two head- 
ings: Productive materials and non- 
productive materials. 

Productive materials..are those con- 
sumed in the production of the finished 
article. Non-productive materials are 
those consumed broadly for mainte- 
nance and repair usage. 


Pipe, valves and fittings, for instance, . 


consumed. as productive materials in 
the production of a finished article, a 
washing machine, for instance, are 
totally unrelated to the same or similar 
materials used in plant maintenance. 

It is beyond consideration for the 
distributor to expect the same or a 
similar margin on productive materials 
of this nature as against non-productive 
materials of the same nature. 

Let us here take a look at what the 
industrial supply distributor is getting 
today. 

For the purpose of this analysis, our 
company took a million dollars of day- 
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to-day supply purchases, productive 
and nonproductive. We broke down 
item by item those goods bought direct 
from manufacturers and those goods 
bought through supply jobbers, and the 
result was: 

Bought direct from manu- 


ee, OTE Tere $841,000 
Bought from supply jobbers 159,000 
ers es $1,000,000 


In other words, the supply distribu- 
tor’s potential is approximately 16% 
of the manufacturer’s spending dollar. 
But this does not quite tell the story. 
Industrial supplies strictly, accounted 
for less than one-half of these total 
supply jobber purchases. 

The total value of all industrial plant 
production in the United States for 
1935 amounted to 70 billion dollars, at 
selling price. Assuming that 50% of 
this represented cost of materials, we 
arrive at 35 billion dollars cost of mate- 
rials. Assuming again that 8 per cent 
of this material cost represented indus- 
trial supplies, we finally arrive at 2 
billion 700 million as the value of 
industrial supplies sold annually in the 
United States. 


RESALE 


Why Prices Break 


Ten factors that govern whether 
or not manufacturers’ resale 
prices are adhered to are cited 


by Robert D. Black, Black & 
Decker Mfg. Co. 
1. Sales policy of the manufacturer. 
If a manufacturer has a _ clean-cut 


resale policy, is sincerely interested in 
having it respected, he can accomplish 
his end to a very satisfactory degree— 
but not absolutely. 

2. Policy of the disiributor. I am not 
at all convinced that distributors gen- 
erally feel that a 100 per cent adher- 
ence to a manufacturer’s resale policy 
is sound business judgment. 

3. The competitive situation 


among 
distributors. In trading areas where 
distributors get together regularly, 


know each other and frankly discuss 
their problems, you will find manu- 
facturers’ policies are adhered to. 

4. The competitive situation between 
distributors and direct-sellers. 

5. The branch plant problem. One 
of the most disturbing influences in 
maintaining resale prices is where the 
local plant of a national organization 
secures prices from local distributors, 
then sends these prices to the main 
office, ordinarily in a large city, where 
the central purchasing department 
starts to shop and often finds a better 
price. 

6. Overstocks in distributors’ ware- 
houses. The distributor must not be 
placed in the position where he must 
resort to lack of adherence to resale 
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Therefore, the industrial supply dis- 
tributor’s annual potential is between 
2 billion 700 million and 34 billion 
dollars—not so bad. 

And all of this, mind you, is what 
I choose to call non-productive mate- 
rials. 

What about the so-called productive 
materials which constitute 85% of my 
own company’s spending dollar? 

This was made up mainly of the 
following products: Raw paper and 
cloth and other backing materials, 
chemicals and solvents, raw rubber, 
resins and waxes, abrasive grains, 
glues, fuel oil and coal, cans, pails, 
drums, cartons and all other packing 
and shipping supplies. 

All of this, mind you, bought direct 
from the manufacturer, and I ask you 
reasonably, isn’t this as it should be? 
Where possibly could a supply distribu- 
tor of any description hope to fit into 
purchases of this kind? 

Therefore my distributor friends, be 
reasonable in admitting that on pro- 
ductive supplies to industry as a whole, 
your services are of limited value, that 
your major field is that which I have 
chosen to call non-productive supplies. 


POLICIES 


schedules in order to correct an over- 
stock condition. 

7. Competitive bids. In many cases 
the distributors feel that special con- 
sideration should be given such bids. 
Perhaps the direct seller is the biggest 
fly in the ointment here. 

8. Lack of recognition of quantity 
buyers. A number of distributors are 
in favor of such recognition. Others 
are directly opposed. The big threat is 
that, lacking a resale policy recogniz- 
ing quantity buying aids the direct 
seller. 

9. Duplication of lines. Another ob- 
vious instance where it is necessary for 
the distributor to cooperate whole- 
heartedly with the manufacturer. A 
manufacturer is a lot more conscien- 
tious in his relationship with a distrib- 
utor handling his line exclusively than 
he is with the distributor who dupli- 
cates his line with a competitve one. 

10. Trade-ins. Different distributors 
may place widely different values on 
a used product. 


Whose Responsibility? 


Prices can be maintained in an 
orderly way only when both 
manufacturer and distributor 
combine in determination to 
stand firm, says H. F. Seymour, 
Columbian Vise Co. 


In my opinion, manufacturers of indus- 
trial supplies should assume a greater 
responsibility for the maintenance of 
their individual resale prices. I am 


not relieving the distributor of his part 
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either in 


maintaining or policing a 
manufacturer's resale price. It is the 
manufacturer's responsibility to make 
his own prices and it is his responsibil- 
ity to maintain them—100% his respon- 
sibility. His responsibility does not 
stop just because he has taken the first 
step of making his own price to the 
distributor. The second step involving 
the resale price is equally as important, 
and the entire responsibility for its 
maintenance is his. 

We might consider that a_ resale 
price is similar to a law. The best 
law in the world is only as good as 
its administration. We all know of 
certain products the resale prices of 
which are never cut by any distributor 
in any part of the country, yet the 
same distributors do cut resale prices 
on other products. They are the same 
distributors, but back of different prod- 
ucts are different manufacturers. It 
(price-cutting) is most discouraging 
when it happens. It is then when a 
manufacturer must think straight and 
act straight, and when distributors, 
generally, must support him in_ his 
position. It is not easy for a manu- 


facturer and his distributor to sit tight 


and watch a fine order go to competi- 
tors who at best were weak though 
possibly honest. 

I have talked of the manufacturer's 
responsibility for his resale price main- 
tenance but have not suggested how 
he can control his resale price. The 
law is on his side if it is used properly. 
Mr. Felix Levy, attorney for our asso- 
ciation, refers to certain decisions by 
the Supreme Court and says: 

“They made it clear that a seller had 
the right to announce in advance that 
he would refuse to make sales to any 
customer who did not sell the seller’s 
goods at the price which the seller 
fixed for their resale.” 

I am amazed to find how many 
manufacturers and_ distributors  un- 
doubtedly know this but are loose in 
their correspondence on the subject. 

In conclusion—this whole matter is 
one of confidence: 

1. Confidence in the product; 

2. Confidence in price; 

3. Confidence in our distributors and 
manufacturers, as the case may be; 

4. Confidence in ourselves ; 

5. (Incidentally, 
competitors. ) 


confidence in our 


TEAMWORK 


Distributor Study 


The manufacturer who studies 
distributor activities as diligently 
as he does direct sales work will 
help his distributor do a better 
job, declares L. S. Greenleaf, Jr., 
Behr-Manning 





\ manufacturer must know who his 
distributors are, what they are doing, 
how they are doing it, and how much 
they are being paid. How could he 
have any other attitude toward his 
distributors if he looks on them as 
sales outlets and not as customers? 

I admit there are a great many dis- 
tributors on whom I have little or no 
data beyond whether or not they pay 
their bills and whether or not they 
turn in a respectable volume of busi- 
ness. I still further admit that I know 
even less about distributors represent- 
ing our competitors. 

I think that we might help distribut- 
ors do a better job with a complete 
knowledge of their setup and activities, 
and would be in a far better position 
when attempting to select new dis- 
tributors for our products. 
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In our own direct sales work we 
try to have as good an idea as we 
can get as to how many competitive 
salesmen we have to battle against in 
every territory. We have to learn this 
purely through field observation. If 
that sort of information is desirable to 
have about direct sales effort in our 
field, why is it not many times more 
valuable information with respect to the 
industrial distributors ? 

In the American Supply & Machin- 
ery Manufacturers Association we have 
all the machinery necessary, with the 
exception perhaps of a field man or 
two to do the necessary investigation. 

There is this primary rule that would 
have to be scrupulously observed in 
any activity of this type which our As- 
sociation might undertake. It should, 
in order to be absolutely fair to the 
distributor and also to insure being 
entirely within the law, supply facts, 
and facts only. I further think that 
these facts should be supplied only on 
specific inquiry from a specific manu- 
facturer in regard to a 
distributor. 

As to the kind of facts to be sup- 
plied, here are a few that occur to me: 
Names and titles of executives, other 
afhliations of executives, detailed in- 
formation as to location of premises, 
floor space available, etc. Do they 
issue a catalog, list of branches, exact 
territory covered, number of salesmen 
traveled? Do they have any specialty 
salesmen? Who are their chief com- 
petitors ? 

These are just ratidom thoughts that 
occur to me. You will notice that in 
the partial list I suggest, I say noth- 
ing about credit. That is an inten- 


specific 
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tional omission as in my opinion there 
are plenty of sources for credit in- 
formation without making a credit 
bureau out of our association. 


Territory Agreements 


Manufacturer and distributor 
can establish a mutual program 
on which to build up a profitable 
partnership — W. H. Gebhart, 
Henry Disston & Sons, Inc., 
Philadelphia 





It is possible to establish a dis- 
tributor relationship under the provi- 
sions of the following program in any 
section of the domestic market. Flexi- 
ble in its provisions, part or all of it 
can be included in any program which 
might be adopted and participated in 
by a member of the distributing indus- 
try. It works because it is based on 
the principles : 

PROMISE and REQUEST 
OFFER and ACCEPTANCE 
GIVE and RECEIVE 


When these opposite factors are kept 
in balance you have a working pro- 
gram which will produce exactly in 
proportion to that which is invested. 

This program provides that the 
manufacturer give direct sales help to 
the distributor in return for functional 
performance. The distributor, in turn, 
agrees to develop and put into effect 
with the cooperation of the manufac- 
turer's representatives, a plan to edu- 
cate their salesmen in the technique of 
selling the manufacturer's products. 

The manufacturer agrees to keep 
the distributor informed regarding all 
orders and inquiries from consumers 
within an assigned geographical area in 
which the distributor naturally must be 
located. To balance this, the dis- 
tributor agrees to supply the manu- 
facturer with the names and addresses 
of prospects and customers so that each 
year a series of direct-by-mail litera- 
ture can be sent to them. Distributor 
to pay postage but manufacturer to 
bear all other expenses. 

Compensation will be paid to the 
appointed distributor if for any reason 
the manufacturer sells a distributor’s 
consumer direct. Amount of compen- 
sation to be the difference between the 
published distributor prices and the con- 
sumer prices. The distributor, in turn, 
agrees to promote vigorously and con- 
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(1) the “Doc” Titgemeyers (Osborn Brush); 
(2) Parker (Cling Surface); Hayden, the 


L. D. Bigelows and Mrs. Hayden (all of 
Hewitt Rubber); (3) the H. B. Bradleys and 


Meister 


{Allen 
Thayer (MILL SUPPLIES); Mrs. Dewey: (5) 
Krueger (San Antonio Machinery & Sup- 
ply); Holmgreen (Alamo Iron Works); (6) 


Mfg. Co.); 


Courtney} : 





Thos. Murray (Plymouth Cordage); (4) Alberter (Somers, Fitler & Todd): Arm- 
Dewey (Yale & Towne); Smith (Smith- strong (Armstrong Bros.) 

scientiously the sale of the manufac- maintain in the territory a stock of 
turer’s products in his territory. “resale items” and “stock items”. 


Manufacturer will not sell to more 
than one distributor in the same trad- 
ing area, the lines being sold by the 
distributor, unless experience proves 
that the distributor cannot satisfactorily 
serve the territory. However, the dis- 
tributor is expected to purchase and 


Definite territories are assigned to 
the appointed distributor by negotiation 
based on a definite knowledge of the 
area by the manufacturer. Prices, dis- 
counts and terms as well as a clarifi- 
cation of items to be 


MISSIONARY MEN 


Both Sides 


Harold D. Holden, Silliter-Hol- 
den, Inc., Hartford, Conn., says 
the question of making calls with 
manufacturers’ men entails many 
conflicting elements, then weighs 
the advantages and disadvan- 
tages to the distributor 


Speaking as a distributor, let us first 
consider the advantages of making our 
call with a manufacturer’s man. We get: 

1. Specialized knowledge of the line 
that he can offer. 

2. Extra emphasis on 


this line in 


Begins on Page 44.5 





sold direct are 
included in this arrangement. 
the mind of the purchasing agent 


which often leads to an interview or 
demonstration “with some key man in 
the factory. 

3. Education on the line which may 
be derived by the distributor's man 
in listening to the factory man present 
his story. 

4. Experience that may be derived 
from solution of practical problems that 
arise during a series of calls. 

5. A closer tie-up for the distributor 
with the manufacturer’s line. 

6. The satisfaction of being able to 
give the manufacturer’s man the bene- 
fit of our personal contacts with the 
right parties in order that he may lose 
no time in doing a selling job. 

Against these advantages, let us list 

a few objections: 
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1. A great many buyers do not like 
to be confronted with two salesmen; 
in other words, being ‘ganged up’ on. 

2. Unless the line’ is brand new or 
of particular interest, buyers begrudge 
the time in listening to a story they 
have heard many times and 
probably from competitors as well. 

3. The distributor's salesman who 
too often makes a practice of calling 
with a manufacturer's man lays him- 
self open to the criticism of not being 
able to sell anything on his own. 

4. Many buyers feel that the distri 
butors should know enough about the 
lines they handle, special or 
highly technical, to be able to present 
them intelligently without having to 
bring in a manufacturer’s man, 

5. Many times the distributor's man 
has item that he wishes to 
check on. Also the buyer may have 
someting pending to take up with the 
salesman which he either forgets or 
dislikes to bring up with a third party 
present. 

To recapitulate them, it would seem 
that no sales manager of either a dis- 
tributing house or a manufacturer’s 
could lay down any hard and fast rules 
for their men to make calls together. 


before 


unless 


another 


Divided Opinion 


Manufacturers are divided into 
two schools of thought on the 
question of whether or not their 
representatives should accom- 
pany distributors’ salesmen on 
customer calls. By contacting 
many manufacturers, W. C. 
Titgemeyer, Osborn Mfg. Co., 
Cleveland, was able to present 
both sides of this problem 





I have made it a point to check with 
a few outstanding manufacturers who 
distribute their lines through distribu- 
tors. In talking with one manufac- 
turer, he advised it was strictly against 
the policy of their company for their 
salesmen to make any calls on a dis- 
tributor’s customers without being ac- 
companied by the distributor’s sales- 
man. Their idea being that: The 
manufacturer’s representative was able 
to learn just how the distributor's 
salesman was presentmg their line, and 
it gave them a real opportunity to edu- 
cate the distributor’s- salesmen. 

I further had an opportunity of talk- 
ing with one of this manufacturer’s 


distributors, who was in thorough ac- 
which 


cord with the manner in this 
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manufacturer's salesmen were working 
with his salesmen. 

In talking over this problem with 
still another manufacturer, he advised 
me that it is their very definite policy 
to have their salesmen call on the dis- 
tributor’s customers unaccompanied by 
the distributor’s salesmen. First, in very 
large industrial areas where they have 
more than one distributor the manu- 
facturer’s salesman saves embarrass- 
ment for himself, as well as the dis- 
tributor’s salesman, by simply asking 
the distributor’s customers through 
whom they would like to place the 
order. Second, the manufacturer’s 
salesman calling on a company is often 
able to get information regarding their 
own product, as well as competitive 
products, which he would not be able 
to get if he were working with the 
distributor’s man. Third, this particu- 
lar manufacturer feels that a great 
amount of time is saved on the part 
of the manufacturer's representative in 
making his calls alone for the reason 
that in making them with a distribu- 
tor’s salesman many times he has to 
wait while the distributor’s salesman 
is discussing lines other than this manu- 
facturer’s with the buyer. 

I have also had the opportunity to 
discuss this matter with two quite out- 
standing distributors of industrial sup- 
plies, and it was their opinion that, in 
the main, it was more constructive for 
the manufacturer's salesmen to make 
their calls alone, after the distributor’s 
salesmen had become _ thoroughly 
familiar and educated with the manu- 
facturer’s line. 


(Following this talk by “Doc” Titge 
meyer, there ensued a lively discussion 
from the floor hinging around which is 
better: For manufacturer’s representa- 
tives to make calls with distributors’ 
salesmen or to make calls on distribu- 


(1) Gaillard (MILL SUPPLIES); Gould and 
the Roger Tewksburys [all of Oster Mfg.j; 
(2) the Sam Priors (Fafnir); (3) Wagner 
{Belmont Packing); Carey (Walker Turner); 








(4) the Pat Atkins’ (E. C. Atkins & Co.); 
(5) Mr. & Mrs. Fred Hess 
Hdwe.); (6) the Ben Reuthers (New York 
Belting & Packing) 


(Vonnegut 





tors’ customers alone, but, of course, 
with the consent of the distributor. 
30th methods came in for considerable 
support, with manufacturers realizing 
that the individual distributor’s policies 
and methods must be taken into con- 
sideration at all times.) 


INDUSTRIAL MARKET RESEARCH 


Industry Study 


Comprehensive report on a sur- 
vey to determine the status of 
the distributor in his competitive 
battle with direct sellers is given 
the convention by Jim Channon, 


Manager, MILL SUPPLIES 





» 
Using a series of descriptive charts 
to illustrate his points, Mr. Channon 


kept all delegates interested for more 
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than an hour in a joint session as he 
cited new facts shedding light on the 
distributor’s standing with industrial 
customers. This data was gleaned from 
a survey made by Mitt Suppties in a 
large, typical industrial city. (See 
May 10 and June 10 issues.) 

“The first evidence shown by this 
study,” said Mr. Channon, “is that, by 
and large, industrial buyers prefer to 
buy locally from distributors. In spite 
of this fact, there is considerable di- 
rect buying, done mostly in the larger 
plants. Several reasons are given for 
this direct buying, the most important 
of which is price.” 

It was shown that plants actually 
carry a greater amount of stock-on- 
hand on items bought direct, yet they 
still carry fairly heavy stocks on items 
bought from the distributor, duplicating 
the distributor’s stock. 

“This brings up the question of how 
well the ‘buy it as needed from your 
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distributor’ idea has been sold,” ex- 
plained the speaker. 

A deeper analysis probed into the 
business practices and activities of those 
houses in the surveyed territory who 
are given a preferred rating by the 
interviewed buyers, the conclusion be- 
ing that these practices, in whole or in 
part, may be the means by which these 
distributors have attained their present 
favorable position. 

Comments of purchasing agents gave 
actual evidence concerning the reasons 
why distributors and their salesmen are 
patronized, as well as points which could 
be improved upon. 

Line-by-line analysis of existing con- 
ditions served to reveal additional in- 
formation of keen interest explaining 
why distributors are or are not able 
to do a good job of selling various 
types of industrial products to industry. 

The speaker left with delegates these 
suggestions: That further studies of 
this character might be made in other 
cities; a comprehensive study of the 
cost of handling individual lines; local 
“clearing sponsored by mill 
supply clubs for figures on sales, stocks, 
shipments from stock and costs; re- 
newed effort to sell industrial buyers 
on the cost-saving characteristics of 
buying-as-needed from distributors. 


houses” 
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Not too Often 


Ways for the manufacturer to 
be more sure of a return on his 
investment are outlined by D. W. 
McAllen, SKF Industries 





Every time you exhibit in a show 
you invest money and time and you 
are entitled to a return on your in- 
vestment. But how are you to know 
whether or not a show will be profita- 
ble to you? 

The American Association has been 
working on this problem for the past 
three years, gathering facts before and 
after a show a member reports to head- 
quarters that he has been asked to 
exhibit. The replies are tabulated and 
a report is sent to all members from 
which can be determined the amount 
of interest in that exhibit. Our mem- 
bers have informed us that these re- 
ports are of real value in determining 
whether or not they should exhibit. 

With the increase in the number 
of local exhibits, in which distributors 
take space, the problem is growing 
more acute. Distributors who exhibit 
can help us solve this problem and we 
are asking for cooperation. It is only 
natural, when an industrial show is 
proposed in your city, for you to want 
to exhibit the products of the manufac- 
turers you represent. However, before 
committing yourself for space why not 
try to determine whether or not the 
show is worthwhile? 

It is my suggestion that you exercise 
judgment when it is suggested that a 
show be repeated every year. It was 
found after careful study that the Na- 
tional Power Show in New York was 
being held too often and they finally 
decided to hold it every two years. 
The machine tool industry went through 
the same experience. Some of you may 
disagree but I firmly believe that a 
three-day local show should not be re 
peated more often than every three 
years. A local show held more often 
than every three years may have as 
large attendance but what of the qual- 
ity of attendance? Are they people 
who specify and buy your products or 
are they just 


catalogs ? 


sightseers gathering 


Begins on Page 41, 





EXHIBITS 


In addition to pre-analyses of shows 
we hope to make post-analyses also to 
get a cross section of opinion of all 
exhibitors. The facts we want to deter- 
mine are: 

1. Quality of attendance 

2. Appearance of exhibits 

3. Indication of support for the next 
show 

4. An expression as to when the next 
show should be held. 


Practical Plan 


Procedure for the distributor 
holding an industrial show is re- 
lated by R. H. Barr, Reilly Bros. 
& Raub, Lancaster, Pa.—Mr. 
Barr's knowledge is based on his 
own experience in running a suc- 
cessful show 


Industrial exhibits are conceded to 
be among the best methods of sales 
promotion by aggressive industrial dis- 
tributors. In planning for one of these 
exhibits, the most careful preparation is 
necessary, making sure that no small 
detail is missed. With this in mind, a 
copy of the resolution on industrial 
exhibits as approved by the Executive 
Committee of the American Associa- 
tion should be carefully noted. A copy 
of the bulletin prepared by our own 


National Association, which covers 
industrial exhibits, should also be 
studied. 


A questionnaire sent to the manufac- 
turers by the distributor concerning 
size of booth required; amount of power 
needed ; decoration of booths and names 
of representatives expected to be in 
attendance, will be a big help in set 
tling a number of questions which the 
distributor must know early in his 
preparation. Since a good attendance 
is absolutely essential, every means 
should be employed to get to the exhibit 
everyone in the trading area covered. 

It is well to have everything in 
readiness at least three days before 
the exhibit opens so that early arrivals 
will have an opportunity to set up 
their displays. Sufficient space should 
be provided for empty cases in which 
exhibition material is shipped and after 
they are unpacked, these cases should 
be marked and charted, showing their 
exact location for a quick pickup after 
the exhibit is closed. 

Proper lighting, without glare, is ex 
tremely essential and I have found 
that a most satisfactory type of shade 
can be provided by means of cylindrical 
shades made from corrugated paper, 
long enough to entirely hide the lamps 
and covered at the top. A power line 
with a separate meter and extra heavy 
fuses with two outlets in each booth 
should be furnished. A few handy men 


or carpenters should be available to 


(Continued on page 110) 
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(1) Green (Delta File) and Currier (Chand- 
ler-Farquhar) with a day's catch; (2) Mrs. 
Fred Stout (Heller Bros.); (3) Mrs. Lew 
Williams (Bond Foundry); (4) E. L. Reichle 
(Reichle Supply) 





DALLAS 
SPRUCES FOR 


'40 CONVENTION 


There's a one-man chamber of 
commerce known as Jack Dale 
who has undertaken a year's 
task to see that the hospitality 
for which his city is famous 
becomes super-hospitality by 
the time our industry gathers 
there next May . . . Below is 
Jack's 


progress report on 


preparations to date, plus 
some “things you never knew 


till now" about Dallas, Texas 
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Modern hotels, fine restaurants and excellent amusement facilities are available 
in metropolitan Dallas, a city well accustomed to playing host 


A YEAR AHEAD of time, Dallas is 
already making big plans for the 
1940 Triple Mill Supply conven- 
tion, which is tentatively scheduled 
for May, immediately preceding 
the Tulsa Oil World Exposition. 
Many members of the three asso- 
ciations will want to attend the 
Tulsa show afterward. 
Convention visitors are assured 
a good time in Dallas, and unex- 
celled accommodations. The city 
ranks among America’s foremost 
convention centers and its hotels, 
restaurants and amusements have 
had practical experience in serving 
conventionites. Dallas has enter- 
tained such conventions as those 
of the American Petroleum Insti- 
tute, Rotary International, Ameri- 
can Medical 
\merican 
\merican Dental 
\merican Chemical 
many others. 


Association, Pan 
Medical Congress, 
Association, 
Society and 
In a recent survey 
by the magazine “Sales Manage- 
ment,” Dallas was ranked first in 
the South and Southwest as a con- 
vention center, receiving 25 per 
cent of all votes cast by convention 
goers on preferred cities in this 
geographical division. 

A city of 370,000, Dallas is cos- 
mopolitan, 
vigorous. 


young, growing and 
It is the manufacturing, 
distributing and banking center of 
the Southwest. Of particular in- 
terest to this joint convention is 
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“comes 


the data on the city’s industrial 
activities. It is the world’s largest 
manufacturing center for cotton 
gins and ginning machinery, for 
cotton oil mill machinery and sup- 
plies. It ranks among the three 
largest distribution centers for 
farm machinery and equipment, 
and one of the principal manufac- 
turing and distributing centers for 
oil well machinery and supplies. 
Both Oil Well Supply Co. and 
Continental Supply Co., two of the 
three biggest in their field, have 
headquarters in Dallas. Oil, of 
course, is the most important factor 
in this territory. Seventy-three per 
cent of America’s oil production 
from the Mid Continent 
fields of which Dallas is virtually 
the geographic center, as well as 
the center of production density. 
The world’s greatest oil producing 
area, the East Texas field with 
26,000 wells, is only two or three 
hours from Dallas by automobile. 

Its central location makes Dallas 
the ideal headquarters city from 
which to explore the famed scenic 
attractions of the Southwest. These 
range from mountains to seashore, 
from pine forests to cattle ranches. 
Dallas is on the Pan American 
highway, and also offers good air- 
line and railroad connections for 
post convention trips to Mexico 
City and other romantic points 
south of the Rio Grande. 











Boiler plants are refurbish- 
ing—so use boiler fittings 
as an entering wedge for 


accessory sales 


J. TANGERMAN 


BY FE. 


TECH NICAL EDITOR 


Sunnybrook Distillery has this 
neat boiler-room. See the 
switches and control boxes, pip- 
fittings, pillow 
blocks, gages, motor and motor 
base, grease and oil cups and 
pressure fittings, chain, and so 
on, ad infinitum? There's real 
potential here! 


ing, valves, 


COMES THE TIME when eggs fry on 
the sidewalk and you don’t even 
need heat under the baby’s bottle. 
That’s the time of year when many 
plants are not busy, and plant engi- 
neers feel safe enough to pull key 
Loilers off the line to fix up the 
weak spots. Meaning cash in the 
till for industrial distributors. 

First, there are such things as 
refractories and refractory cements 
for the boiler setting, insulation for 
the breeching and for the pipes 
that got bumped last winter, new 
lengths of pipe here and there, and 
maybe a couple of feet of copper 
tubing to a gage. Steam hose needs 
replacement, too, as does the water 
hose, and a new blast tip would 
go well on the air hose. Several 
lines of piping need tees instead of 
ells (threaded or welded, as the 
case may be). The air compressor 
needs a new head gasket and the 
feed pump needs repacking. 

The boiler itself probably needs 
its insulation cleaned up in spots, 
too, as well as a new high-tempera- 
ture gasket here and there. How 
about boiler tubes, staybolts, and 
the like? 

So now we come to the real 
boiler fittings. You will have to 


look around in the particular power 





RFOR SUMMER SLUMP 


plant to see what is needed. In 


cluded are such items as water 
gages, compression gage cocks, pop 
safety valves, combination pressure 
and relief valves, boiler draw-off 
cocks, fusible plugs, and tempera- 
ture and pressure relief valves. 
Every one of these must be de- 
signed to meet the specifications of 
the American Society of Mechani- 
cal Engineers and the state boiler 
code, if there is one; while any- 
thing to go on a marine power 
plant must also meet the require- 
ments of the Steamboat Inspection 
Service of the United States De- 
partment of Commerce. The 
manufacturer of the particular 
equipment can tell you whether or 
not his boiler fittings meet these 
national and local requirements. 


Sell General Items Too 


Of course, in addition to the 
strictly boiler fittings, there are also 
a number of items which are sold 
both for the boiler and for other 
power plant equipment, such as 
valves and fittings for handling 
steam, water, air and gas; lubrica- 
tors, oil cups, grease cups, oil and 
grease pressure guns and fittings, 
and similar small parts. Also, if 
vou handle them, there is a_ big 
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market here for draft gages, pres- 
sure gages of all types, tank indi- 
cator gages and portable Orsats. 
There are also a variety of drafting 
controls and a number of replace- 
ment elements which you keep in 
stock ; typical examples being gage 
glasses and operating chains for 
valves and dampers. 

In any power plant you visit, 
don't forget to look around for ap- 
plications of the general line of in- 
dustrial supplies . 
nuts, washers, screws, bar stock, 
pipe, hand tools, machinist’s tools 
and all the rest of the items that 
mean profits for you on the visit. 

Every power plant has a chief 
engineer, who in the building, hos- 
pital, institutional or small utility 
plant is the buying authority. In 
the typical industrial plant, the man 
who does the buying for the power 
plant may carry the title of chief 
engineer, or his title instead may be 
plant engineer or master mechanic. 
in the big utility power plants, 
there is usually a complete purchas- 
ing department to deal with. In any 
case get in there and sell, because 
this is the time of the year when the 
boiler plants the country over be- 
gin to think about getting ready for 
another power and lighting season. 


. . bolts, rivets, 
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ALLAS 


SPRUCES FOR 
‘40 CONVENTION 


There's a one-man chamber of 
commerce known as Jack Dale 
who has undertaken a year's 
task to see that the hospitality 
for which his city is famous 
becomes super-hospitality by 
the time our industry gathers 
there next May . . . Below is 
Jack's 


progress report on 


preparations to date, plus 
some “things you never knew 


till now" about Dallas, Texas 


Vw 


Modern hotels, fine restaurants and excellent amusement facilities are available 
in metropolitan Dallas, a city well accustomed to playing host 


A YEAR AHEAD of time, Dallas is 
already making big plans for the 
1940 Triple Mill Supply conven- 
tion, which is tentatively scheduled 
for May, immediately preceding 
the Tulsa Oil World Exposition. 
Many members of the three asso- 
ciations will want to attend the 
Tulsa show afterward. 
Convention visitors are assured 
a good time in Dallas, and unex- 
celled accommodations. The city 
ranks among America’s foremost 
convention centers and its hotels, 
restaurants and amusements have 
had practical experience in serving 
conventionites. Dallas has enter- 
tained such conventions as those 
of the American Petroleum Insti- 
tute, Rotary International, Ameri- 
can Medical 
\merican 


Association, Pan 
Medical Congress, 
American Dental Association, 
American Chemical Society and 
many others. In a recent survey 
by the magazine “Sales Manage- 
ment,” Dallas was ranked first in 
the South and Southwest as a con- 
vention center, receiving 25 per 
cent of all votes cast by convention 
goers on preferred cities in this 
geographical division. 

A city of 370,000, Dallas is cos- 
mopolitan, young, growing and 
It is the manufacturing, 
distributing and banking center of 
the Southwest. Of particular in- 
terest to this joint convention is 


vigorous. 
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“comes 


the data on the city’s industrial 
activities. It is the world’s largest 
manufacturing center for cotton 
gins and ginning machinery, for 
cotton oil mill machinery and sup- 
plies. It ranks among the three 
largest distribution centers for 
farm machinery and equipment, 
and one of the principal manufac- 
turing and distributing centers for 
oil well machinery and supplies. 
Both Oil Well Supply Co. and 
Continental Supply Co., two of the 
three biggest in their field, have 
headquarters in Dallas. Oil, of 
course, is the most important factor 
in this territory. Seventy-three per 
cent of America’s oil production 
from the Mid Continent 
fields of which Dallas is virtually 
the geographic center, as well as 
the center of production density. 
The world’s greatest oil producing 
area, the East Texas field with 
26,000 wells, is only two or three 
hours from Dallas by automobile. 

Its central location makes Dallas 
the ideal headquarters city from 
which to explore the famed scenic 
attractions of the Southwest. These 
range from mountains to seashore, 
from pine forests to cattle ranches. 
Dallas is on the Pan American 
highway, and also offers good air- 
line and railroad connections for 
post convention trips to Mexico 
City and other romantic points 
south of the Rio Grande. 
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Boiler plants are refurbish- 
ing—so use boiler fittings 
as an entering wedge for 


accessory sales 


EK. J. TANGERMAN 


TECH NICAL EDITOR 


Sunnybrook Distillery has this 
neat boiler-room. See the 
switches and control boxes, pip- 
ing, valves, fittings, pillow 
blocks, gages, motor and motor 
base, grease and oil cups and 
pressure fittings, chain, and so 
on, ad infinitum? There's real 
potential here! 


CoMES THE TIME when eggs fry on 
the sidewalk and you don’t even 
need heat under the baby’s bottle. 
That’s the time of year when many 
plants are not busy, and plant engi- 
neers feel safe enough to pull key 
boilers off the line to fix up the 
weak spots. Meaning cash in the 
till for industrial distributors. 

First, there are such things as 
refractories and refractory cements 
for the boiler setting, insulation for 
the breeching and for the pipes 
that got bumped last winter, new 
lengths of pipe here and there, and 
maybe a couple of feet of copper 
tubing to a gage. Steam hose needs 
replacement, too, as does the water 
hose, and a new blast tip would 
go well on the air hose. Several 
lines of piping need tees instead of 
ells (threaded or welded, as the 
case may be). The air compressor 
needs a new head gasket and the 
feed pump needs repacking. 

The boiler itself probably needs 
its insulation cleaned up in spots, 
too, as well as a new high-tempera- 
ture gasket here and there. How 
about boiler tubes, staybolts, and 
the like? 

So now we come to the rea! 
boiler fittings. You will have ‘o 
look around in the particular power 


plant to see what is needed. In- 
cluded are such items as water 
gages, compression gage cocks, pop 
safety valves, combination pressure 
and relief valves, boiler draw-off 
cocks, fusible plugs, and tempera- 
ture and pressure relief valves. 
Every one of these must be de- 
signed to meet the specifications of 
the American Society of Mechani- 
cal Engineers and the state boiler 
code, if there is one; while any- 
thing to go on a marine power 
plant must also meet the require- 
ments of the Steamboat Inspection 
Service of the United States De- 
partment of Commerce. The 
manufacturer of the particular 
equipment can tell you whether or 
not his boiler fittings meet these 


national and local requirements. 


Sell General Items Too 


Of course, in addition to the 
strictly boiler fittings, there are also 
a number of items which are sold 
both for the boiler and for other 
power plant equipment, such as 
valves and fittings for handling 
steam, water, air and gas; lubrica- 
tors, oil cups, grease cups, oil and 
grease pressure guns and fittings, 
and similar small parts. Also, if 
vou handle them, there is a_ big 
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market here for draft gages, pres- 
sure gages of all types, tank indi- 
cator gages and portable Orsats. 
There are also a variety of drafting 
controls and a number of replace- 
ment elements which you keep in 
stock ; typical examples being gage 
glasses and operating chains for 
valves and dampers. 

In any power plant you visit, 
don't forget to look around for ap- 
plications of the general line of in- 
dustrial supplies . . . bolts, rivets, 
nuts, washers, screws, bar stock, 
pipe, hand tools, machinist’s tools 
and all the rest of the items that 
mean profits for you on the visit. 

Every power plant has a chief 
engineer, who in the building, hos- 
pital, institutional or small utility 
plant is the buying, authority. In 
the typical industrial plant, the man 
who does the buying for the power 
plant may carry the title of chief 
engineer, or his title instead may be 
plant engineer or master mechanic. 
In the big utility power plants, 
there is usually a complete purchas- 
ing department to deal with. In any 
case get in there and sell, because 
this is the time of the year when the 
boiler plants the country over be- 
gin to think about getting ready for 
another power and lighting season. 
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able feature of his firm's hacksaw blades 


IVe think Tom Hyde (Henry G. Thompson & Sons Co.) 
would make a good magician the way he holds the interest 
of this group. Actually he’s demonstrating the unbreak- 


Looks like horseplay! B. S. Meade (left), Charles Parker 
Co., goes into action for Bill Molchan, Joe Burns and 
Tom Gleason who came over from Perth Amboy Hard- 
ware Co., Perth Amboy, N. J., 





to look over the show 


TRENTON SHOW DEFEATS HEAT 


While the mercury rose, mem- 
bers of Wiley-Hughes Supply 
Co., Trenton, N. J., and its 
manufacturer representatives 
rolled up their sleeves to put 
across a three-day industrial 
show that drew some 1,200 


DoING A NEAT JOB in veteran fash- 
ion, members of Wiley-Hughes 
Supply Co., Trenton, N. J., turned 
in a finished performance on the 
firm’s first industrial show which 
ran three days, June 7-9. 

Chief driving power of the firm’s 
first effort was C. E. Coleman, 
sales manager, who went the whole 
way in making the event the suc- 
cess it was. 

\t the end of the third day 
1.200 people had put their John 
Hancock on attendance cards which 
entitled them to a chance at one 
of the prizes. Not only did the 
show draw active interest from 
plant men on the company’s cus- 
tomer list but technical schools in 
the vicinity attended the afternoon 
sessions. — 

\t the conclusion of the show 
manufacturers’ representatives pre- 
sented a gift to Mr. Coleman in 
appreciation of his etforts. 
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Visitor, left, listens to 
words of wisdom from 
Johns-Manville’s H. E. 
Nixon while J. S. 
Charles, also of J-M 
does a little demon- 
strating with a piece 
of asbestos rock 








G. L. Dannehower, 
Walker Turner Co., 
gives the cameraman 
the eye after finishing 
a wood cutting demon- 
stration with one of 
his power saws 
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C. E. Coleman (right), 
sales manager, Wiley- 
Hughes Supply Co., 
stops by the booth of 
Charles Fuhrer, Dia- 
mond Expansion Bolt 
Co., and gets treated 
to a fine exhibition 





















g YOU 


KNOW? 


All About Jacks 


1. For what other things besides 
lifting can a jack be used? 

2. Where are jacks most com- 
monly used, in cars and trucks? 

3. How many types of 
mechanism are there? 

4. How many kinds of jacks? 

5. Which industries make great- 
est use of jacks? 


jack 


6. How does a hydraulic jack 
operate ? 

7. Do you know the principle 
of the lever jack? 

&. What is one common use of 
the screw jack, and how does it 
operate ? 

9. The modern car is equipped 
with what type of jack? 

10. What is the maximum 
weight that can be lifted by a 
standard jack ? 

Hl. is it dig a 
trench to lay water or gas pipe? 

12. What kind of jacks are used 
in cemeteries ? 

13. What kind of jack is used 
by power, street car, telephone, 
mining and construction companies 
to tighten cable and wire? 

14. What kind of jacks are used 
by machinists ? 

15. What kind of jack is used to 
stretch and hold belts for lacing ? 

16. What kind of jack is used to 
pull plate, webbed and spoked 
wheels and gears and pulleys? 

17. Do airplanes use jacks? 

18. Is there a single industry 
that does not use jacks? 


necessary to 


19. Which industry uses the 
widest variety of jacks? 

20. Why does most fire-fighting 
equipment include a jack? 

21. Is there a single engineering 
project in the construction of which 
jacks were not used? 


2 


22. Can a man lift or move a 


ground single-handed. 


wired telephone pole out of the 


(Answers on page 124) 


Sam Supplier Girdles the Earth 


“Y'know, Pop,” said Sam jun 
ior, just home from college, “that 
strapiron you're cutting reminds 
me of a swell problem we had in 
geometry. If you could take one 
long strip of that iron and girdle 
the earth, and a shorter strip to 
girdle an orange, then add a foot 
to each strip, which ring will stand 
out farthest from the object it’s 


around, and. how much will the 
larger band project from the 


earth?” 

“From the orange!” velled Sam, 
as soon as he got the problem 
straight. “And the distance on 
the band around the earth would 
be so little you couldn’t see it.” 

“Wrong!” promptly answered 
Junior. 

Deciding there’s no use arguing 
with a college man, Sam thought 
at least five minutes, and then gave 
a new answer. What was it? 

(Turn to page 125) 
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"You look great, Mr. Clark Gable—now let's get this shipment 
of shovels off” 
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UPPER RIGHT—A_ small double 
sling with grab hooks used for hotst 
ing tote boxes full of foundry speci 
mens up into the lab 

TOP CENTER—A&A sling 
chain with grab hook is adjustable 
to fit odd loads like this 5-ton roll 


of strip steel 


single 


LEFT—Sometimes slings are made 
with removable spectal hooks. This 
sling handles mold covers and heavy 


die parts 
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A SLING 





TO SUIT THE JOB 


Put your foot in the door by specifying the right 


equipment .. . after that, chain sales come easy 


TIME WAS WHEN every plant had 
two kinds of slings for hoisting 
chain and cable. Most of 
‘em were the former, welded up 
by the plant blacksmith im his 
spare time and equipped with 
hand-forged hooks. Nobody knew 
how much load they'd take—if the 
links pulled so out of shape that 
the chain stood stiff or the sling 
broke, it had been overloaded. 
But no more. Now most plants 
buy pretested slings of chain or 
cable, and the cranemen and hook- 
ers know exactly how much load 
they'll stand. Materials vary to 
meet the job, sling types to meet 
the particular work or load. 
Let's consider chain slings for 
Materials available in- 


loads 


example. 
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clude wrought iron in several 
grades, low-carbon and _high- 
carbon steels, nickel-steel alloy, 


stainless steel, monel, and bronze. 
Wrought iron is commonly used 
because it is ductile, so that elon- 
gation of links gives warning that 
it is being overloaded. It also has 
high shock loads. 
“Trade” sizes run from 3 to 14 in., 
roughly the diameter of the bar 
from which the links are made. 
The 3 chain runs 11 to 12 links 
per foot, weighs 160 to 175 Ib. 
per 100 ft. and is “proof-tested” 
at loads about 10% over its safe 
working loads of 2,700 to 3,000 Ib. 
The 14-in. size runs about 3 links 
to the foot, weighs 2,300 to 2,500 
(Continued on page 125) 


resistance to 








Because of space limitations, most items appearing in 
this department have been reduced to their elemental 
facts through digesting. Where the reader's interest 
is particularly great, we recommend that the article 
be sought out and read in detail in the paper where it 


originally appeared. 


Eliminating Dust 
When Drilling in Concrete 


Shown in the sketch is a very 
satisfactory method of collecting 
rock-drilling dust. If an ordinary 
paper box, through which a hole has 

















been punched for the drill, is placed 
over the hole being drilled, it will 
confine the dust, which can be drawn 
off through a hose into a vacuum 
cleaner.—Power, May, 1939. 


Prizes Before the Contest 
Even Starts 


John Lucas & Co., Philadelphia 
paint maker, put extra umph into 
its April sales contest by mailing the 
prize money to all salesmen before 
the contest started. 

True, the checks 
cashed until they'd been officially 
“won” but what man with money 
right in his hand wouldn’t work 
like fury to keep it there, instead of 
having to give it back. A 25 per 
cent increase in business over last 
year was scored and it was consid- 


couldn’t be 


SALES TIPS 


FROM THE TRADE PRESS 








one-month 


ered the most successful 
contest ever staged. 

First, increased 
up for each 
branch office. With each contest 
announcement went two prizes: One 
for achieving the regular quota and 
a second for making the additional 
deficit quota. 

As these quotas were reached by 
individual salesmen they were ad- 
vised by the home office that they 
could cash their checks. Bonus 
prizes were awarded branch mana- 
when the branch as a_ whole 
made its regular and deficit quota.— 
Sales Management, May 15, 1939. 


were set 
and each 


quotas 
salesman 


gers 


Let the Buyers’ Interests 
Predominate Your Selling 


‘A brilliant salesmen interests a 
buyer: an enthusiastic one can talk 
him 


down; a clever one inspires 
him; but a sympathetic one wins 
him.” The quotation is from the 


“Verkaufs-Dienst,.” a 
published in Thalwil, Switzerland. 

Nothing new about it, but when 
we try to find out why a genuinely 
sympathetic attitude in human con- 


sales service 


tacts is so rare, the answer also 
shows the reason why it is so vitally 
needed. The truth is that each of 
us, in every station of life is con 


stantly beset by his own problems 
and difficulties, and absorbed by his 
own hopes and ambitions. The race 
of life is run against time. It is 
natural —appallingly natural — that 
to each of us our own interests seem 
more important than anything else 
in the world. 

The interests of the 
traditionally contrasted 
to those of the buyer, and yet when 
we look sympathetically at the buy- 
er’s needs and sell him something 
that really suits his purpose best, 
both interests are served. One hesi- 
tates to add another to the many 


seller 
as opposite 


are 


maxims impressed on salesmen but 
it might help to put a salesman in 
the right frame of mind in approach- 
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ing a prospect if he were to ask 
himself the question, “How can | 
perform my function as salesman in 
such a way as to help this custom- 


er’s business toward success?” — 
United Business Service. 
Photographs an 
Aid to Sales 
Exhibiting photographs of jobs 


which you have actually done is one 
of the best means of convincing a 
prospective customer that his partic- 
ular job should be done a certain 
way. Such pictures are ready proof 
that you have successfully performed 
similar work and are therefore cap- 
able of handling the particular job 
for which you are bidding. The in- 
creased business that good pictures 
will help bring you should more than 
repay you for the effort spent in 
obtaining them. 

Gathering together an effective 
set of photographs for sales purposes 
need not be costly. Today photo- 
graphy has been so simplified that 
with a little practice, almost any- 
one can take excellent pictures. 

To strengthen your sales talk, it 
is a good plan to include in your 
photographic album important infor- 
mation about each job illustrated. 
You will be pleasantly surprised to 
find how simple it really is to obtain 
photographs which can be invaluable 
in selling your — services.—O.ry- 
Acetylene Tips, May, 1939. 


Enclosed Drive Best Solution 
for Belt Troubles 


In several places about the plant 
where leather belts are used, trouble 
has been caused by dusty conditions. 
Dressing used on belts makes dust 
stick to both faces. It is easy enough 
to wipe off the outer surface when 
the belt is in motion. On the inner 
surface, dust accumulates and gradu- 
ally builds up on the pulley in a 
sticky, tarry-like mass. If this dirt 
is allowed to accumulate, bumps 
form that have a tendency to cause 
the belt to vibrate, or in extreme 
cases the belt may be caused to run 
partially off the pulley under the 
load. This tarry substance can easily 
be scraped off the pulley with an 
ordinary pocket knife. 

On one drive where the pulley had 
to be scraped at least once a week, 
an enclosure was built around the 
belt and pulley, after which the belt 
seldom needed attention. Dust not 
only causes trouble by building up on 
the pulley, but when allowed to stay 
on the belt acts as a sponge to suck 
out the dressing —by K. B. Hum- 
phrey im Power, May, 1939 
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SUPPLY SALES 


May industrial supply volume touched a level not 
seen since November 1937 as the Sales Indicator 
climbed to 112. 


states, registered gains. Orders per day went up 8 


All territories, except the Western 


to 102, while a slight increase in dollar value per 
order was also registered. 


DOLLAR VALUE. AVERAGE ORDER ORDERS PER WORKING DAY 
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WASTING 77; Zane! 
BUT HE DOESNT know rr, 


U | wasriva rvte7ouee! 
BUT HE KNOWS /7; 


~—_ EB 
A DULL TOOL STOPS HIM A“DULL” BRUSH SLOWS HIM 
How many wage dollars are wasted in YOUR plant 
by workers handicapped with worn brushes? 


@ Whew wow!” says the chap trying to work 


AILOSBORN BRUSHES (and that includes 
with a worn hacksaw blade. His 


STANDARD Osborn Brushes) are ENGI 


tell him | 
time in getting a good » 

It's the same with most tools, excepting 
BRUSHES. Many a worker unknowingly 
wastes time working with cither a badly 
worn or inferior brush 

WHY? Probably because it's just as easy 


to waste ime with a poor brush as it is to 


NERRED TO THEIR Jobs 
That makes Osborn Brushes work better, 
last longer, SAVE TIME and CUT COSTS! 
Put Osborn Brushes to work for YOU 
Osborn and the Osborn Distributor near 
you can help. tsh about i 


Tne Ose0RN MANUFACTURING COMPANY 
$000 SemeLTEN aenen « 
ee tiine Gates s Genk. > tae 


SAVE TIME WITH 4 GOOD BRUSH! 


PROTECT THOSE HOURS SPENT WITH BRUSHES 


MORE SALES FROM PRESENT CUSTOMERS 


All companies are “wage conscious.” Few are “brush conscious.” A payroll shows how 
much a worker is paid. But it doesn’t show how much a worker is paid for time wasted un- 
necessarily by using a badly worn or inferior brush. 


There’s YOUR clue to convince YOUR customers that the cost of several new Osborn 
Brushes can be wasted in a few days by a worker whose efficiency is reduced appreciably 
by his continued use of a badly worn brush. 


Make YOUR customers “brush conscious” of this fact and watch your repeat business 
increase in frequency. To help you do this, the Osborn full page advertisement, reproduced 
in miniature above, appears in current 
issues of leading industrial publications. 
READ IT and use the idea when talk- 
ing with YOUR customers. 


THE OSBORN MANUFACTURING COMPANY 


5401 HAMILTON AVENUE « CLEVELAND, OHIO 
Sales Offices: New York « Detroit « Chicago e 


SD Onn. 


San Francisco 


% 
> 


tant 


i 


T EXTENSIVE LINE OF INDUS™P BRUSHES SERVING all INDUSTRIES 
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THESE INDUSTRIES ARE RIPE FOR YOUR SPECIAL ATTENTION 


Cast-[Ron Pipe: This is top month 
for these plants—has been for years. 
If yours is a pipe-making town, see 
about molding tools, brushes, pattern 
letters, threading equipment, belts 
and pulleys for molding machines, 
conveyor belting, etc. 


Stoves, RANGES: Just because it’s 
hot weather, don’t forget these plants. 
They're fixing up the weak spots 
now, to be ready for their last-quar- 
ter peak. They buy files, drive screws, 
stove bolts, sheet-metal tools, mold- 
foundry equipment and 
various forms of steel. 


ing tools, 


STRUCTURAL AND ORNAMENTAI 
MeTALWorK: August and Septembe1 
ire the annual peak months here 
They use sheet-metal working ma 
chinery and parts, tinsmiths’ tools 
(snips, hammers, chisels), hacksaws, 
electric polishers and buffers, grind- 


ing and polishing wheels, lacquer- 
sprays—and in many cases  black- 
smith tools, drills, reamers, rivets, 


welding equipment, ete 


Tin CANS AND OTHER TINWARE: 


Here’s another group that is getting 


so 


ready for an August and September 
peak, when the canning season hits 
full blast. Those plants with die 
shops need the whole line of machin- 
ists’ tools and machine-tool acces- 
sories. All plants need usual shop 
supplies, plus solder, brushes, me- 
chanical-transmission elements, and 
conveyor belting. 


RADIOS AND PHONOGRAPHS: These 
plants are starting on the way up 
for the fall and winter, the peak 
coming in October. With television 
as a new sales item, they ought to be 
in the market for tools with which 
to equip new production lines and 
make new dies, plus woodworking 
and electricians’ tools. 


Jewetry: The rest of the year is 
the top for makers. Al- 
though many of them are small shops, 
they need soldering equipment and 


jewelry 


solder, silver solder, metal for molds 
and dies, (as well as the tools with 
which to make ’em) ete. 


LUMBER AND MILLWoRK: Septem- 
ber is top month for these plants. 
They need bandsaw and _ circular- 


saw blades, planer knives, sander 
belts, belts and pulleys, brushes, air 
hose, electric glue pots, nails, cor- 
rugated fasteners, carpenters’ tools, 
braces and bits, screwdrivers, and 
supplies in general. 


SawMiILts: Also tops in the Au- 
gust-October quarter, calling for big 
circular and bandsaws, planer knives, 


sanding supplies, small and hand 
tools. 
Fett Hats: When late August 


rolls around, everybody begins to 
think about a warmer topper. These 
plants provide ‘em, using hand tools 
and many special items. 


Knit Goons: October is the month 
for these plants, as well as for many 
other clothes makers. Drop around 
and see if they aren't beginning to 
get ready. 

CANNING, PRESERVING, Foops: 
Busy season for these fellows, be- 
cause crops are coming in. Needs 
vary with plant, but a visit will 
show you what they need. 


SALESMAN’S HOROSCOPE 
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BLACKHAWK HYDRAULICS 


O4% EFFICIENT ‘s 


SCREW TYPE JACKS 
1230% EFFICIENT 














One man easily 
and safely lifts 75 
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t (East U.S.). sneeic J cK 


WORLD’S LARGEST MANUFACTURER OF HYDRAULIC JACKS 
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TEN YEARS AGO IN MILL SUPPLIES 
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IN THREE SHORT YEARS, A.W.LILLON & B.H. CURRY {CAREFULLY ANALYSING THE MARKET THROUGH LOCAL 
OF THE PACIFIC TOOL AND SUPPLY COMPANY, OAKLAND,} SURVEYS, THEN SPECIALIZING ON STAPLES THAT HAD A 
CALIFORNIA HAD BUILT A PROFITABLE BUSINESS BY-}YEAR-ROUND DEMAND. MR. CURRY IS NOW PRESIDENT 
OF THE COMPANY. 





1 y ee Sen 

TO DO AREAL SELLING JOB, AVERY EASTER, E.C. ATKINS: 2 ita net in opera 
AND COMPANY, INCORPORATED, THEN IN THE SUPPLY sxczttand secdet 2 Sitios nate 
BUSINESS IN MEMPHIS, ADVISED SALESMEN TO- “STUDY 
YOUR CATALOG, HAVE CONFIDENCE IN YOUR LINES, YOUR 
HOUSE AND YOUR CUSTOMERS, AND GET INSIDE THE 
FACTORY, WHERE YOU CAN TALK WITH THE MEN 

WHO USE THE GOODS YOU SELL” 


(O20. WAG THE Lice ane Vong; T0.GET RID OF SURPLUS STOCKS OF SLOW MOVING ITEMS, THE WooDBUR 
OF F. W.SWANSON, PRESIDENT AND WHEELER COMPANY, PORTLAND, OREGON. NOW WOODBURY & @MPANY, 
AND GENERAL MANAGER Glope ISSUED SURPLUS STOCK LISTS, GIVING COMPLETE INFORMATION AND 
MACHINERY ND GERSGLOBE OFFERING THE MERCHANDISE AT PRICES LOW ENQUGH TO 


MAKE THE BUYER KEEP THE LIST AND GO OUT OF HIS 
COMPANY, DES MOINES IOWA. REGULAR ROUTINE TO SELECT FROM IT. 





Model 6515 Air-Operated 
Alemite Power Gun 


Holds 40 pounds vis- 
cous, fibrous, or plastic 
lubricant; develops 33 
times air pressure used. 
Easily portable; exclu- 
sive helix arm and worm 
prevents air pockets; 
comes complete with 
10-ft hose and adapters. 


fr 
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Model 6700 Alemite High ¢ 


Pressure Pneumatic 
Barrel Pump 


Screws directly into bung 
hole of 400-lb. grease 
drum; designed for vol- 
ume high pressure lubri- 
cation of large bearings. 
Available in different 
piston ratios for 600 to 
7000 Ibs. pressure. 


Model 6524 Alemite Elec- 
tric “Rock Crusher” 


Exclusive patented helix 
arm and worm positivel 
prevents air pockets 
Holds 40 Ibs. lubrican 
—fibrous, plastic, or vis 
cous; develops pressuré 
of 5000 Ibs. per sq. inch 
Easily portable. 








NEWS 


National Association 
Urges 44-hour Week 


\ copy of a speech delivered in 
the House of Representatives by 
Representative Darrow urging favor 
able action on his amendment to 
the Fair Labor Standards Act of 
1938 which would permit employees 
of wholesalers and distributors to 
continue to work 44 hours is now 
being sent to all members of the 
National Supply and Machinery Dis- 
tributors’ Association by Harry 
Rinehart, secretary-treasurer. 

Mr. Darrow emphasizes the need 
for a 44-hour week in the whole- 
saling and distributing trades, and 
cities the hardships which will result 
if the present law is not amended. 
The National Association urges dis- 
tributors ‘to communicate with their 
congressman asking for adoption of 
the Darrow Amendment. 


Mrs. H. S. Demarest, President 
Greene, Tweed, Retires 


Mrs. H. S. Demarest, who has 
been president of Greene, Tweed & 
Co., New York City since the death 
her husband in 1937 has announced 
her retirement from office and from 
active participation in business. 

Announcement has also been made 
by the firm of the appointment of 
Eugene F. Bohack as Mid-Western 
representative. Mr. Bohack’s head- 
quarters will be at 163 E. Walton 
Place, Chicago. This vacancy was 
created through the resignation of 


V. B. Nickerson. 


| 





Dave Ajax, veteran and star salesman of 
the Corinth Machinery Co., Corinth, Miss., 
about to hop out on a call. He keeps the 
younger members stepping 
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4EiR BEST 


OPERATION 





Exhibit of the A. J. Glesener Co., San Francisco, at the seventeenth Inform-a-Show held 
in conjunction with the twenty-fourth annual N. A. P. A. convention in San Francisco. 
Five Glesener men were in attendance at all times to demonstrate equipment 





Joe, the old accordion man, wheezes out "For He's a Jolly Good Fellow” at one of the 
recent outings of the W. S. Wilson Corp., New York City. Bill Green of L. S. Starrett 
Co. scored a scoop by providing caps for the occasion 


The temperature soared into the nineties, but that didn't keep away the crowds from 
the Wiley-Hughes Show in Trenton. E. H. Goodby, left, of American Screw Co., Provi- 
dence, didn't even have time to take off his coat. See page 28 for the complete story 
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“We are more than pleased with 
the service we get out of HEWITT 
hose and belts. HEWITT usually 


gets specified on our requisitions.” 
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€) 1939, SKF INDUSTRIES, INC. 


oakF 
RED SEAL BEARINGS 


THE STOP SIGNAL 
FOR DIRT 


Patent Applied For 





~~ Oo WU S&S |W PD 





Made to standard single row SAE dimensions with races 
flush on both sides. 


Assures perfect sealing and retention of grease over great 
range of speeds. 


Provides for large area of felt fibre contact, yet within the 
standard width. 


Frictional drag is kept at a minimum, sealing by felt fibre 
contact on polished grooves instead of by compression. 


Sealing ability is constant. Will not glaze. The resiliency of 
felt provides automatic correction for wear. 


Provides the same lubricant space as in most off-standard 
bearings. 


Simplifies design because of standard dimensions, saves 
space. 


BEARINGS 


SKF INDUSTRIES, INC., FRONT STREET & ERIE AVE., PHILADELPHIA, PA. 


4388 
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CONVENTION PICTORIAL 


A camera record of the indus- 
try's finest outing ... the gay 
sailing . . . work and play 
aboard the "Monarch"... Fun 
and frolic on the carefree coral 
island of beauteous Bermuda 
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ALL ASHORE 
t's Going Ashore 
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CAST IN 
SAE 64 


NATIONWIDE COPPER - 80 


PREFERENCE 


ohusou 







Tae «+ « «= 10 
LEAD - 10 
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6 POINT 
DISTRIBUTOR 
POLICY 





Cieeve BEARING HEADQUARTERS x 
535 SOUTH MILL STREET ¢« NEW CASTLE, PA. 


Browze 


SK any group of representative industrial dis- 

tributors what line of Bearing Bronze they prefer 

to sell—and Johnson UNIVERSAL will rank first. 

This decided preference is not limited to any area — 
but nationwide in scope. 


And there’s good reason for this preference. The quality 
of the bronze, the alloy, the complete machining — all 
make UNIVERSAL first choice with the user. The 
wide and constant margin between cost and selling 
price makes the line a leader in profits for the dis- 
tributor. Then, too, the six point policy clearly defines 
the status of the distributor. 


A great opportunity exists in your territory for bronze. 
No other line offers you the advantages of Johnson 
UNIVERSAL — and there is no obligation involved 
in securing complete details — so, write today. 
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Flat-Belt Drives... 


the modern’ answer 
to power economies 







Here are the facts— 
Flat-Belt Drives Are Most Efficient 


On long and medium centers their high 
efficiency has never been questioned. 
Same efficiency now possible on short 
centers with ‘“American’’ Tension Control 
Motor Base. 


Flat-Belt Drives Cost Less to Maintain 


There are fewer wearing parts, no lubrica- 
tion problems, and maintenance requires 
less skill. 


Flat-Belt Drives Cost Less to Operate 
On long centers, grouping of drives re- 
duces total connected horsepower one- 
third. On short centers, with ‘‘American”’ 
Motor Base, overall efficiency is higher 
than for any other type of belt drive. 


Flat-Beilt Drives Cost Less to Buy 


The original investment is lower than for 
other types of drives, as are maintenance 
and replacement charges. 


Flat-Belt Drives Have Wide Application 


Installations where flat-belt pulleys may 
be used most advantageously represent 
all but a small part of the total horse- 
power consumed by industry. 


The American Pulley Company are specialists in power trans- 
mission engineering. Recognizing modern industry's need for 


“i ° “a e ee : 
American’ Tension Control Motor Bases greatest economy and efficiency, we are producing steel- 


wipe split pulleys which fully capitalize all the potentialities of 
No other method produces such high efficiency properly engineered flat-belt drives. Because of the com- 


in short center drives. It automatically compen- pleteness of our line of transmission equipment, we and our 

sates for belt stretch and changes belt tension distributors are equipped to make impartial recommenda- 

to match load requirements. It eliminates all tions to meet any particular problem. 

manual adjustments and will repay its entire Many of the newest and most up-to-date plants are principally 

cost quickly in reduced power consumption flat-belt driven. These progressive companies investigated all 
’ 


types, selected flat-belt drives, and are saving money. These 


increased belt and bearing life orders represent profitable business for Mill Supply Distribu- 
‘ tors. Write for booklet describing one of these complete 
installations in detail. 


MERICAN 


PULLEY COMPANY 


4200 WISSAHICKON AVENUE PHILADELPHIA, PA. 








OVER THE 
BOUNDING MAIN 


(1) 
(2) Ed B 
(3) Hu 
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SEVEN MEN WIN PRIZES! 


JUDGES ADMIT IT 
WAS 4 TOUGH ign 


When the four Judges sat down for their 


7oth Anniversar Veteran Valve Conte st, the 


made as qualified and distinguished a group as 
could be found an 
It was nip-and-tuck judging all the way—and 
to say that the Judges had their eyes opened is 
y v ithusias is 
t through readin ‘ 
long | low maint 
nan ind tou servi 
| t Ss it your en 
tries ealed | 





1 t f this con s ul ver some | 
] isa s and t sands Jenkins | 
| 
\ ily | | il its 
u ib] e du And facts it | 
! 1 
nn n s or rather all th tric 
turned up certainly proved the case. But 
. Mill Supplies Magazine: Harvey Conover, 
IS i thi prizes awarded—and_thos« Editor of Plumbing and Heating Journal; 


added to the Board of Judges, due 


s are all real winners! 
. . — mitted in the contest. 


Your entries weren't just given the once-over | 





ey were read through to the last period - aces 
rudicd et gue cael eA THE WINNERS! 
studied, analyzed, verified and compared. Un- | 

tunately some had to x ut for violat 

' | 1. ATLANTA AREA 

he rule MR. WM. G. ARCHER 

———_—______— Supply ( 
. is | = 

Our engineers found from their old 2. BOSTON AREA 

records, pattern markings, etc., that MR. MALCOLM CURRY 

the installation date — although sub- Bros. Oil Co. B 

mitted in good faith — was actually s CHICAGO (EAST) AREA 

more recent than stated on several of MR. ALLEN STRAUB 

the entries. | e Mill Supply Co. Louisy 


| t. CHICAGO CWEST) AREA 


rt very vuly got tl fairest k t thes 
But everybe v rT aire break that these MR. JOHN M. HOLLAND 








. ‘ 1 ] 
four judges could give them. Every entry Hendrie & Bolthoff M. & S. ¢ Denv 
stood on its own merits. There was healthy _ 
liscussiot som 5. NEW YORK AREA 
the fine points—but th MR. 1B, CUSHMAN 
| 1] & Creelman M. & P. S.C R 
judge all unison 
it he end 
6 PHILADELPHIA AREA 
MR. F. GREANER 
S : itul s of the judges Met 
ind scl s. Our I; 
‘ie 3 : 7. METROPOLITAN NEW YORK CITY AREA 
S al l Ss 
MR. WM. A. FREITAG 
; : 1 — tha - ves ¢ 1, : LG ( \ 
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, they were taken quite by surprise wh 


Fortune Smiles on 7 Distributors for 
_| Reports on Veteran Jenkins Valves 





JENKINS VETERAN VALVE CONTEST JUDGES IN ACTION — Left to right: Jim Channon, Manager of 
Publisher of Mill & Factory Magazine: T. F. J. Moffett, 
and Phil Swain, Editor of Power Magazine. Mr. Moffett was 
ge number of plumbing and heating installations sub- 


ngenuity plus a genuine enthusiasm f 


enkins Valves was the combination that w 
ill-expenses-paid yacation for the sev 
men listed in the column at the left. Needless 


if Jenkins Bros. informed them tha 


outstanding valve reports had won priz 
Jenkins Veteran Valve Contest. 

of the World's Fair Trip winners will 
arrive in New York on Monday, Jul 

Metropolitan Area winner will sail W 

19th on the Duchess 


\tholl for a nine-day “\ &@ 


to Quebec and 


itreal. Best wishes 


happy holiday to oe 
them. 4 
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Unusual Service 
Reeords Found 
in All ¢ Areas 
By H. B. Safford, Contest Manager 


Photo 
won the unanimous vote of the Contest Judges 


Veteran Valves 


at right shows the actual reports which 


n Jenkins 73th Anniversary 


Contest. 


resume the information whiucl 


Below 1s a 


hese reports disclosed. 


I. Atlanta Area 


Installation at Piedmont 
Georgia. 4° Jenkins Tron 
with ( 


Mill, 
(sloln 
omposition Disc installed on 
boiler Has 
and closed an average of 3 times per 
was installed in 1899, 


Egan 
\ alve 
lin 


been pened 


Cotton 
Bo ly 

steam 
to 


trom steam pump. 


day since 


Practically no maintenance —only parts re- 
placed were gaskets. Valve disc was retaced 
with a lathe once and reversed once. 

neer Paul F. Waller, in the employ of thi 





1900, confirmed this information that 
constant 


Mill SINCE 
Wt 
urs 


ve has been unde 


even during shut-downs, t 


press 
every day main 
tain pressure in case of fire. 


2. Boston Area 


at City of Salem Pumping Station 
Mass. 5” Jenkins Cast Steel ¢ 
with Bronze Seat, installed) on = main 
m line fror 
en opened and closed twice a day 


1915. 


1 superheater to turbine 
sinc 
vas installed in 
Practically no maintenance—only replacement 
he packing, 4 times in 24 years. 


4 


Engineer Ralph Dutton, who has used Jenkins 
Ives for 48 years, confirmed the information 
still tight after 24 vy 

k, 24 a dav service 
I steam at 660° F. 


wat this valve ts ars o 


nstant, 7 davs a wee hours 
| 


andling superheate: 


3. Chicago (East) Area 


nsi Heats 1 at's ‘5 


| 





Jenkins Veteran Valve Conte 


DETAILS OF PRIZE WINNERS 


| 


wer & Co., Abbatotr, Louis 
Ky i” Jenkins Bronze Globe Valve 
Composition Disc, in water column blow 
( service. Opened and closed at least once | 
ida r 60 years. | 


tically no maintenance—only replacement 


anew disc every 3 or 4 years. 
John Schneider, with the company 
13 years, confirm 1 tl aut yt this installa 
he actual workit essure—I100 Ib. and 
i il maintenance cost a 


1. Chicago (West) Area 


it Public Service Co. of Col 


rf on main boiler 
ypened once an hour, 
was installed 


lh Composition Dise servin 





feed lin Closed and 
9 months of every year since it 
in 1X89 


Phe only maintenance has been a dise replace- 
ment about nee a vea 
Engineer A. W. Ridley who actually made this 
installation, confirmed the age of the valve and 
heheves that it is good for many more vears 
‘ f service, 

o. New York Area 
Installation of the Todd Co., Manufacturer 
Bank Supplies, Rochester, N. Yo 14” Jenkins 


Iron Body Globe Valve with Bronze Dise Seat 
installed boiler ste header. Main shut 
off valve, opened and closed twice a year sinc: 
he power plant was built in 1903. 


on am 


This valve has never been serviced in any wa 
it was installed 


SINCE 


Engineer George Fisher confirmed the infor 


mation that this valve is 


sull going strong 
after 36 years of service on 125 Ib. steam 
Without one cent for maintenance. 


6. Philadelphia Area 


Installation at Maclin, Zimmer, MeGill 11 
haceco Co., Petersburg, Va. 114” Jenkins Bronz 


Globe Valve with Bronze Disc Seat, installed 
in the boiler room on steam injector. s 
Opened and closed six times daily—s« day 

it week—continuous operation since it was in 
talled im 1887 

\verage ann ] t in¢ st lias I less 
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Engineer S. H. Williamson confirmed the ag 
of this installation—the working steam pres 
sure, 90 Ibs.--and offered the opinion that no 
other make of valve would have given this 
service, 


7. Metro. New York City Area 


Installation at Lord & Taylor 
Store, New York City iz 
Valve installed 1913 on the 


the pump for hydraulic clevators. 


Department 
Body Cacate 


suction 


Iron 


in end of 


These clevators the store’s 


are carrying cus 
tomers up and down every business day of the 
vear. The valve is under constant) pressim 


which fluctuates from 75 Ibs. to 175 Ibs. wit! 
each trip of the elevators. 


Engineer W. A. Greenlow confirmed the s 


verity of this service—and that the valve has 
required no attention whatever, Since it was 
installed. He also pointed out other Jenkins 


Valves to 


original installation. 


rom 1IX”—all a part of the 





Contest Sidelights 
It is estimated that the sum total valve-years for 
Veteran Valve ibmitt-d in this contest ex. 
led 300 centr t 
I r | 1 Ste Pygmie ‘ 
G t Gates, G ‘ und “YY ill t 
Jenkin \ ‘ Land sub 
t judges’ « | 
Ne I 1 f 1 
2 t kt ed t ( 
| ( M ' 
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protection 


4 





Prestige—“Yankee” Tools are the first choice 

of discriminating users—this preference is r 4 
fully warranted by unexcelled performance. a "YANKEE-Ne 993 
Nationally Advertised Ever Since 1909. . - 





Protection— “Yankee” Tool distribution 
provides full protection against competition 
of non-stocking jobber. Distributors’ prices 
are extended only to houses that maintain 
stock and take an active interest in the line. 


Profits—“Yankee” Tool sales thru recognized 
channels of distribution are your strongest 
guarantee of fair profits. 


9 


oof i 


MFG. CO., PHILADELPHIA, U.S.A. 
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No End to 
Sizes and 


Grinding wheels are essential throughout all industry. On countless 
grinding jobs, Macklin meets all demands with grinding wheels suitable 
in grain, grade, structure, size and shape for every grinding purpose. 
Macklin wheels cut cool and fast, hold their shape, and give long life. 


An experienced Macklin Sales Engineer will be glad to assist your 
customer in the selection of the correct wheel to give most efficient 
and economical results on any particular job. 


Protect Your Customers’ Production with Macklin Grinding Wheels .. . 
uniform quality . . . dependable service. 


MACKLIN COMPANY 


Manufacturers of Grinding Wheels 
JACKSON, MICHIGAN, U.S.A. 


Distributors in principal cities 


Sales offices:—Chicago, New York, Detroit, Pittsburgh, Cleveland, 
Cincinnati, Milwaukee, Philadelphia 


a: (9) Anders 


(10) Taxi? (11) Ladds (Notior 

1): (13) Charley Veit (W 

» Ferd d: (14) the f 
nd Mrs. Er 
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today, is for HOLO-KROME 


: Socket Screw 
| Products 


H-K Distributors are “cashing-in'' on the readybuilt 
acceptance for Holo-Krome Products and the constantly 
new markets being created because of the Quality, 
Unfailing Performance and smart looking Finish of Holo- 
Krome Socket Screw Products. 


FIBRO FORGED SOCKET SCREWS 
ARE STRONGER ~ THEY HAVE CONTINUOUS FIBRES 


Distributor Salesmen too, like the Selling Features of the 
H-K line, the assistance given them by H-K factory 
trained representatives plus the forceful promotional 





COMPLETLY Cold Forged work done by Holo-Krome national advertising among 
' users and prospects for Socket Screws. 











MILL SUPPLIES @ JULY 10, 1939 





BON VOYAGE DINNER 


When you've been doing good business for 75 years it's time to celebrate. 


Jenkins Bros. did by honoring its distributor friends 


MILL SUPPLIES @ JULY 


10, 


1939 


COMMEMORATING its 75 years. of 
manufacturing progress, Jenkins 
Bros. held a bon voyage dinner for 
convention-going members of the 
Southern and National associations 
and their wives at the Waldorf 
\storia Hotel June 24. 


Following a reception and cock- 


tails, the 125 guests were served 
g 


dinner in the Jade room. Farnham 
Yardley, president of the Jenkins 
organization, welcomed the group 
and expressed his pleasure in being 
surrounded by members of two as 
sociations who have had friendly 
relations with his firm for many 
vears. Mr. Yardley pointed out 
that although Jenkins Bros. could 
boast of 73 vears in business, sev- 
eral distributors present were con- 
nected with companies that had been 
in existence for an even longer time. 

Guest of honor was Colonel Wil 
lard Chevalier, vice-president — of 
MeGraw-Hill) Publishing Co. and 
publisher of “Business Week.” Ina 
brief talk, Col. Chevalier emphasized 
the importance of closer manufac 
turer-distributor relationship. 

\fter the dinner 90 of the guest 
were taken by private bus 


New York World's Fair. 





\SIT THE 7\| Seo 


les of progressive manufacturers 
S oy SCREWS 


WHEN YOU V 


‘II see many examP 
AMERICAN PLU 





THE exhibitors who are showing America the shape of things 
to come ... at the New York and San Francisco Fairs ... use 
American PLUS Phillips Screws on many screw-fastened products. 
Without a doubt, American Industry is rapidly accepting Ameri- 
can PLUS Phillips Screws for faster assemblies, stronger assem- 
blies, more attractive assemblies. 

That means business for the distributor salesman who pushes 

American PLUS Phillips Screws. 

Are you equipped with complete selling information on American 
PLUS Phillips Screws? You'll 
find greatly increased interest 
in American PLUS Phillips 
Screws after your customers 
come back from the Fairs. 





AMERICAN 
with the patented 


Copyright 1989 by 








U. 8. Patents on Product and Methods Nos. 2,046,343; 2,084,078; 2,084,079; 2,090,338. 1 dome 
2.008.881. 2,046,839; 2,046,840; 2,082, 086; - nite ny eee. £25 — ae 
Chicago Office and warehouse: 219 W. Randolph St. Detroit Office: 1010 Stephenson Bldg. 
Reading Screw Company, Norristown, Pa. Pacific Coast Representative: Osgood & Howell, 
(division of American Screw Co.) Los Angeles, Seattle, San Francisco 


IT COSTS LESS TO USE AMERICAN SU", PLUS PHILLIPS SCREWS 
AMERICAN SCREW COMPANY - 
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Otto R. Schilling and Arthur Squier (right) On the eve of the convention cruise sailing, Jenkins Bros. held a bon voyage dinner at 
two of the partners of Squier, Schilling & New York's Waldorf-Astoria Hotel for members of the Southern and National Associa- 
Skiff, Newark, were deep in thought tions and their wives. At this table enjoying the proceedings are (left to right): Ed. Stvan, 
over a customer's problem when the Mil/ Strong, Carlisle & Hammond Co., Cleveland; Charlie Chamberlain, sales manager, Jen- 
Supplies birdie caught them 


New Appointment 


Vincent H. Godfrey _ recently 
joined the general sales staff of the 
Page Steel and Wire Division of 
American Chain & Cable Company, 
Inc., with headquarters at Monessen, 
Pa. Mr. Godfrey, who is a graduate 
of the United States Naval Academy, 
Annapolis, 1915, and is a Lieutenant- 
Commander of the United States 
Navy (Retired), will specialize in 
the sales of Page welding electrodes 
and gas welding wires. 


ig 
Antrim Joins Wood Supply — Po. \ 
C. M. Antrim, who has been with 
the M. D. Larkin Co., of Dayton, 


Here are the lads of the Republic Supply Co. branch at Bakersfield, Cal., who serve the 
oil companies producing the gasoline that you get taxed on. Left to right, front row, 
Ohio, for the past eighteen years, Dan Marble, H. M. Giller, Jack Freeman, G. E. Pitt (division manager), W. R. Brooke; 
has taken a position with J. R. Second row, Dozier Butler, R. W. Edwards, J. W. Coffy; Top row, Paul Peck, Roy Johnson, 
Wood Supply Co., Cincinnati. N. R. Crum, Bob Whitehead, and Donald Way 


At the annual Home Show of the Building Contractors Association of southern California the main feature was the comparing of old 
methods with new methods in home building. This portion of the Skilsaw exhibit, above, was so good the management gave it the 
choice spot at the front entrance. The more formal exhibit showing the complete line was allowed to remain in its original location 
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Typical of the Complete Line of 


MANHATTAN HOSE 


You’ll get more orders for hose—with less effort—by fur- 
nishing the hose that fits the job . . . and it’s easy to fill every 
order for hose by selecting from the regular Manhattan and 
Condor Line. 


More important than “filling every order,’’ you will build re- 
peat-orders and repeat-profits and regular customers who will 
constantly specify Manhattan and Condor Hose for its perform- 
ance, its long life and its ultimate economy. 


Throughout industry, the brands ““Manhattan”’ and “Condor” 
identify a known and approved line of belting, molded products 
and mechanical rubber goods of every description as well as 
hose. Write now for complete details of the Manhattan Fran- 
chise—a franchise to profit. 


BELTING — Compensated, Conveyor, Standard, V-Type. 
HOSE — Acid, Air, Brewers, Contractors, Creamery, Fire, 
PRODUCTS Garden, Hydraulic, Oil and Gasoline, Packers, Paper Mill, 
Sand Blast, Sand Suction, Spray, Steam, Water... Air Tubing. Dredge Sleeves. Chute Lining. 


Fr ight to left, th ki ith Condor Ai 
om gw vO te on See ee —— Launder Lining. Industrial Brake Lining and Brake Blocks. Textile Mill Specialties. 


Hose in a steel fabricating mill; Condor Sand Blast Hose 
also cleaning and helmet hose; Condor Acid Hose at a OTHER MANHATTAN PRODUCTS — HOSE — Suction, Oil, Molded for Every Service, 

metal pickling tank; Paranite-G.O.P. Paint Spray Hose Other Types... Packing. Matting. Pump Valves. Tubing. Washers. Molded Rubber Goods. 

in an electrical plant; Manhattan Oxy - Acetylene Hose to Oilless Bearings. Belting of Every Description. 

weld and cut metal. 


THE MANHATTAN RUBBER MFG.DIVISION 


. OF RAYBESTOS-MANHATTAN, INC. 
SAY "2.24 EXECUTIVE OFFICES AND FACTORIES 


ay 
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Catalog "C” is the third consecutive Donnelley-built catalog issued 
by the Vulcan Copper & Supply Co. of Cincinnati. It is another 
illustration of how successful supply houses consistently employ 
Donnelley catalogs to maintain effective catalog re presentation. 


* One of the greatest losses a supply house can 
sustain is to have a good stock of merchandise 


in which hundreds of articles are overlooked 
daily by the buvers. 


* Good catalogs issued at reasonable intervals 
will place a distributor’s stock at the buyers’ 
elbows and keep them informed of the new 
goods being offered for increasing efficiency 
and economy of production. 


R. R. Donnelley & Sons Company 


350 EAST TWENTY-SECOND STREET, CHICAGO, ILLINOIS 
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All lined up and tagged are these mem- 
bers of the entertainment and outing com- 
mittee at the Keystoners' recent day of 
fun. They are (left to right): Bob Brown, 
Union Twist Drill Co.; Willard Jackson 
(chairman), Behr-Manning Co.; Jack Die- 
terle, Abrasive Co., and Harry White, 
Yale & Towne Mfg. Co. 


John Ora Wins Keystoners 
Annual Golf Tournament 


Turning in a low gross score of 
81, John Ora, M1iLL SupPLies, cap- 
tured the championship trophy in a 
golf tournament at the second annual 
outing of The Keystoners at the 
Melrose Country Club, Philadelphia, 
The trophy becomes his permanent 
possession and, in addition, his name 
will be inscribed on the large Key- 
stoners’ golf trophy. 

The 300 who attended the outing 
consisted of manufacturers’ sales 
representatives, distributors, plant 
men and purchasing agents who 
were guests of the organization. 

Others turning in low golf scores 
were: Vance Boyd, Standard Shan- 
non Supply Co.; Ed Heymann, 
Edward K. Tryon Co.; Bob Brown, 
Union Twist Drill Co.; C. Carter 
Bond, Charles Bond Co., Ralph 
Herrick of Black & Decker Mfg. 
Co.; Doc Coleman, Toledo Pipe 


The Keystoners organization of Philadel- 
phia has a distributor following judging 
by some of these men who came as far 
as 125 miles for the annual outing. Left 
to right: Ed. Weierstall, North Bros.; Ralph 
Swarts, Chester Hardware Co.; Mike 
Gardner; Harry Witmer, Warren Balders- 
ton Co.; Ed. Bockelman, James Walker 
Co.; E. G. Glatfelter, Fulton, Mehring & 
Hansen Co.; E. M. Schoemell, Osborn 
Mfg. Co.; Joseph Kiefer, Sees & Faber 
Co.; Walter Macht, North Bros., and 
Henry Broadbent. 





MIRROR WORTH THOUSANDS... 


y ¢ 


: , am ; <4 4f - 


- po NUTO-BLOC Fl 





The AUTO-BLOC has only 
> two gears! It weighs 20% to 
orn g t 
mode! m rest 35% less than other Spur- 
problen ° ot. < : J Geared Hoists but develops 
2 an efliciency of 90.7%. 
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Yes Sir!! 
RED 
TANG 
FILES 


—sell easily not just be- 


cause they are so bril- 
liantly trademarked,— 
that helps a lot—but, 
because they have the 
metal cutting teeth that 
put them at the top of 
first quality files. 


We sell through 
selected distributors. If 
you are in an open terri- 
tory write for our Dis- 
tributors Plan. 


SIMONDS 


SAW AND STEEL CO. 


Established 1832 
FITCHBURG, MASS. 
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Checking in members and guests at the 

annual Keystoners' outing in Philadelphia 

are (left to right): Aubrey Hager, Theo. 

C. Ulmer Co.; H. L. Pruner, American 

Saw & Mfg. Co., and G. L. Hunt, Arm- 
strong Bros. Tool Co. 


Threading Machine Co., and Jack 
Dieterle of Abrasive Co. 

Jack Price of United States Metal- 
lic Packing Co. won the kickers 
event with a drawn handicap score 
of 74. 

The Keystoners’ baseball team 
headed by Captain Al Crauk, of Bay 
State Tap & Die Corp., defeated a 
team composed of purchasing agents 
by a score of 11 to 10. 

Following dinner in the evening, 
prizes and trophies were presented 
to the winners. A floor show con- 
cluded the day’s outing. 


Paddock Joins 
Corbin Screw Co. 


Announcement has been made by 
Corbin Screw Co., New Britain, 
Conn., of the appointment of Elliot 
C. Paddock as assistant sales 
manager. 

Mr. Paddock was formerly with 
the Greenfield Tap & Die Corp., as 
assistant manager of sales. 


Benedict! Dale Stenz, district manager 
for the Blackhawk Manufacturing Co. in 
Florida, Georgia, Alabama, and adjoining 
territory, has not only done a good selling 
job “in line of duty." He has also suc- 
ceeded in selling himself to a beautiful 
southern lady, Miss Pierce Elizabeth Lan- 
ham of Meridian. The “order was signed” 
on’ the morning of May 23 in Meridian 





Knoxville House Adds 
New Salesman, Line, Space 


Knoxville Belting and Supply Co., 
Knoxville, Tennessee, has taken over 
the first floor of the building next 
door and is remodeling the doubled 


A. W. Graning (left), general manager 
of the Knoxville Belting and Supply Co., 
and R. L. Williams, recently appointed 
sales representative 


first floor space. It now has a mod- 
ern display room in its new addition. 
Occupancy of the additional ground 
floor area gives Knoxville Belting 
the entire space in the two adjoining 
buildings as it previously had the 
upper three floors of the adjacent 
structure. 

A. W. Graning, general manager 
of the Knoxville house, also an- 
nounces the appointment of R. L. 
Williams as an outside salesman and 
the acquisition of a distributor fran- 
chise on the Lubriplate line of lubri- 
cants, manufactured by the Fiske 
Brothers Refining Co. 


Diamond Machine Absorbed 


\merican Engineering Co., Phil- 
adelphia has announced the purchase 
of the Diamond Machine Co., Provi- 
dence, R. [., and will continue the 
manufacture of the Diamond face 
grinder in its Philadelphia plants. 





2 


Off for an order. A. J. Muth, salesman 
for the Pidgeon-Thomas Iron Co., Mem- 
phis, paused alongside his "chariot" long 
enough to let a MILL SUPPLIES editor 
snap this picture. Then he was on his way 
to call on an important customer 
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Here’s a New 
Red Hot Selling Tool! 


Issued quarterly—this new ABRASIVE BULLETIN will provide 
you with up-to-the-minute, practical selling information about 
Abrasive Company Grinding Wheels— what to sell— where 
to sell it—and how to sell it. Use it regularly to help iricrease 
your sales and make more money. 


Franchises are valuable for the Abrasive 
Company Selective Distribution Plan. 
Advertising support and close sales 
cooperation are a part of that plan. For 
greater profit, push and sell ABRASIVE. 
Write for details. 


ABRASIVE 
a 
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Nearly a Half 
MILLION 


Trap Purchasers 
Read Yarway’s 
Powertul 
Advertising 
im these Leading 


| All ready to dig in and get going at the new Chicago office and warehouse location 
Steam Pa pers are the following Quaker City Rubber Co. employees: (left to right) H. C. Heine, 


manager, Eugene Jacobsen, Mary Uphouse, Martha Tasch, Elmer Asbridge and William 
Kotch 


BS OLIVER H.VAN HOKN CO. Inc. 


ing 


kel) 8 


No Wonder Yarway 
is the Trap Leader 
in Supply House Sales 





A window display of electric tools that stopped them and created a lot of favorable 
buyer interest is the one shown above. Arrangements and display were put in by the 
Oliver H. Van Horn Co., Inc., of New Orleans 


YARNALL-WARING CO. Employees and their families, 5000 strong, of Norton Co., Worcester, Mass., invaded 
Mermaid Place, Philadelphia the company's Open House exhibit held recently. Here is part of a later group of 
1000 business men watching with interest wheel manufacturing operations 
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Presenting THE GILMER GANG 


At a moments notice, you can call in THE 
GILMER GANG in 64 countries and in the 
48 states. That’s a good thing to remem- 
ber when you’re ready to put The 
Gilmer Gang to work for you. For 

instance, The Gilmer Gang 

can solve your V-Belt 

problem with... 


‘PRECISION-PLUS’ V-s 4 


FROM THE WORLD'S LARGEST ASSORTMENT OF V-MOULDS 


Only Gilmer ‘'Precision-Plus” V-Belts 
give you these 5 Famous Features: 


Gilmer Top Tension Rubber—Tough, resilient. Yilmer Heavy Jackets—Protect the belt's vital 


Cuts out costly misfits. working parts from oil, dirt, and grease, making 


Gilmers last three times as long. 
Yilmer Rubber-locked Pulling Cords— 


Patented construction, concentrating brute strength Gilmer 
in thin section, makes cords ride parallel, without Controlled Stretch —Pre-tested, to guar- 


twisting, under pressure. antee permanently matched working 


’ @ every job. 
Yilmer Heat-resisting Bottom Rubber—Spe- 


cially developed by Gilmer engineers to insure cool For multiple drives and f.h.p. jobs ... get the "'Precision-Plus” V-Belt you need— 
running ai high speeds and eliminate ‘squashing” and get it fast—from Gilmer right nearby. See other side for the location of The 
in the groove. Gilmer Gang's headquarters nearest you... 


lengths on 





KABLE KORG 





Corrugated surface—acts with contactor 
cord to insure terrific gripping qualities 
of the belt on the pulley. 


Kable Kords—act as contactor belt, 
squeezing the pulling section of the belt 
tightly against the pulley. 


High friction, heat-resisting rubber—a 
tough resilient rubber especially devel- 
oped by Gilmer engineers to insure cool 
> running at high speed. 


Rubber-locked pulling cords— patented 
construction, concentrating brute strength 
in thin section makes cords ride parallel 
without twisting under pressure. 


Controlled belt stretch—pre-tested to 
Be e permanent belt length 






The GILMER GANG shows the 
ll of KABLE KORD 


ee 
* *@*eeeseeeeee#e 


s . Dae “TWO-IN-ONE” BELT THAT'S DIFFERENT FROM 
EVERY OTHER BELT MADE! KABLE KORD comes endless 
and in rolls; it’s built to do the big jobs. There’s no in- 
ternal friction to tear out and wear out KABLE KORD. No 
time’s wasted in taking up stretch 
by slippage! 


L. H. GILMER COMPANY : Tacony, Philadelphia 
THE OLDEST FIRM OF RUBBER FABRIC BELT SPECIALISTS 


Pacveny oe baer nna nrg Atlanta, Ga., Te Pine Street . Cteagn, ill., 351 E. Ohio Street... 
10 ‘ J treet... 0 Church Street .. . Nework, N. J. 115 Edison 


.++no power’s wasted 





























N. A. P. A. CONVENTION 


Twenty-fourth annual convention of the National Association of 


Purchasing Agents held in San Francisco, May 22-25. 
1400 delegates attended convention and Inform-a-Show 


P. Monroe Paulsen, president, and Fred Banner, purchasing agent of the Hercules 


Over 


Equipment & Rubber Co., San Francisco, headed a 10-man team which manned their 
exhibit (above) at the Inform-a-Show. This show is held each year in conjunction with 


the N. A. P. A. convention 


Purchasing agents from all over 
the United States and Canada poured 
into San Francisco for the twenty- 
fourth annual National Association 
of Purchasing Agents convention. 
Over 1400 delegates attended the ses- 





sions which began May 22 and carried 
through to May 25. The Inform- 
a-Show which is an institution con- 
trolled and operated by the N.A.P.A. 
conducted their 17th annual exhibition 
in conjunction with the conven- 


Both the main office (Los Angeles) and the San Francisco branch of the Ducommun 
Metals & Supply Co. were represented at this Inform-a-Show exhibit in San Francisco. 


Two visiting p.a.'s are shown getting some tips from one of the Ducommun men in 


attendance 
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SAFETY 


SELL 































LANTERNS 


VERY DIETZ RED GLOBE LAN- 

TERN that leaves your shelf is fit 

for the toughest assignment for pro- 
tection of property and lives. 


The bright light of a Dietz Red 
Globe Lantern can be depended on 
for warning of danger because no rain 
or wind can down the flame. The 
faultless, rugged construction, plus 
longer burning hours are guarantees 
of perfect protection. 


There must be no failure—sell safety— 


sell DIETZ. 


Also DIETZ ROAD TORCHES 


R.E.DIETZ COMPANY 
NEW YORK 


MAKERS OF LANTERNS FOR THE WORLD 
Founded 1840 


















GET ALL THE FACTS 
QUICKLY ON THIS 


New 


NON-COMPETITIVE 


BALL BEARING PILLOW BLOCK 
FOR LIGHT DUTY APPLICATION... 


in successfully engineering this new 
AHLBERG pillow block adds one more item to 
its already complete line of bear- 


ings. This new series opens new fields to the distributor which 
he heretofore has been unable to reach. The precision bearing 
—substantial construction—smooth performance—clean and 
trim appearance, together with low cost, combine to make 
this the easiest selling item in the 
field today. 


THIS COUNTER CARD WILL HELP 
YOU INCREASE SALES — Get this 
attractive counter display card 
working for you. Two actual pillow 
blocks are mounted on it. It's ef- 
fective—it does a real sales job. 
Let your customers see these neat 
bearings that cost less and they 
will buy. 


Write today for E D circular and 
sales plan. More pillow blocks and 
bearings from this one source. 
OTHER BEARINGS AND 
PILLOW BLOCKS AVAILABLE 
Distributors can best meet the de- 
mands of their industrial accounts 
for all types of bearing replacements with the Ahlberg line, 
because it is complete. One source for all bearings, a factory 
branch stock near you and trained bearing men to help you at 
all times. Write for details of our distributor plan. 


SEE US AT THE MACHINE TOOL SHOW, CLEVELAND, BOOTH 2115 


AHLBERG BEARING COMPANY 


Manufacturers of (Gs) Ball Bearings 
3025 W. 47th STREET fed iiey.\clemmm 4S], [eo] }. 


ee 
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| tion. Some 76 distributors and manu- 


facturers had booths at the show 


| which remained open for the duration 


of the convention. 
One of the highlights of the con- 


| vention was an address by Thurman 
| W. Arnold, chief of the Department 
| of Justice anti-trust division. He ex- 
| plained to the delegates the govern- 


ment’s attitude in regard to adminis- 
tering the Sherman Anti-Trust Act 
as announced recently by Attorney- 


| General Frank Murphy. 


Briefly, the government will re- 
frain, Mr. Arnold said, (1) from 
destroying combinations which actu- 


| ally contribute to the efficiency of 
| mass production; (2) from consider- 


ing as unreasonable concerted action 


| on the part of groups of competitors 


which goes no further than insuring 
orderly marketing conditions, and 


| (3) from bringing about economic 
| dislocation of great industries. 


A business survey report and out- 


| line of business and price trends was 
| presented before the convention’s 


general session by Fred J. Heaslip, 


| winner of the Shipman Award, chair- 


man of the N.A.P.A. business survey 
committee and purchasing agent of 


| Fairbanks, Morse & Co. Mr. Heaslip 
| reviewed the outlook of various sec- 


tions of the industrial field, touching 
on sales and credit conditions in 
metal, fuel, textile, commodity, agri- 
cultural and provision businesses. 


Ryerson Increases Service 


Joseph T. Ryerson & Son, Inc., 
Chicago, has purchased the Philadel- 
phia plant property of Taylor- 
Wharton Iron & Steel Co., at 5200 
Grays Ave. This property had 
formerly been under lease to the 
Ryerson organization. Improve- 
ments are now under way that will 


| enlarge its scope and service to the 


Philadelphia market. 





Harry A. Pulver, William J. Schram and 
Fred S. Pulver, store manager, look over 


| the new display of Delta power machines 


and tools installed by Pulver Machinists 


| Supply Co., Chicago, on a raised plat- 


form especially constructed for this dis- 
play. Pulver recently became a distributor 
of the Delta line 








NATIONAL * 


“METAL CUTTING TOOLS* 4 es 
AT WORK 


TE 


—————aey 


«In the Oil Industry 


Drilling Holes One or Two Miles deep is 
common in the Oil Fields. ¢ Oil Well 
Drilling Tools must therefore be extreme- 
ly sturdy, as well as accurately made, to 
withstand the tremendous strains, yet be 
easily assembled. © NATIONAL Thread 
Milling Cutters are used for machining 
these important parts. 
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CAPITAL - - - - 
PUSH BROOMS wi wiven your 


market- Vore Profit ror you 


%& CAPITAL Push Brooms have been tried and 
proven under every possible condition in sweep- 
ing warehouses, tracks, steel mills, ice houses, 
boat decks, streets, snow, and in many other 
places and for many other uses. They have even 
been given climatic tests and have proven them- 
selves to be as useful in the tropics as well as 
in the north. 

CAPITAL Push Brooms are manufactured in 
many sizes and styles, varying in length of block, 
number of rows of fibre, kind of fibre and length 
of fibre out of block. It is the Push Broom to 


investigate now so that you can increase your 
sales. 


CAPITAL RED CAP 


BRUSHES AND BROOMS 
WIN RE-ORDERS 

Distributors find that CAPITAL “RED 
CAPS” offer a well rounded line which 
enables them to sell the customer the 
right brush or broom for his particular 
job. Sell the many types and sizes (all 
highest quality) that we manufacture. 


INDIANAPOLIS BRUSH & BROOM MFG. CO. 


Established 1890 
Corner Brush & Broom Sts. 











Indianapolis, Ind. 
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NEW LINES 
taken on by 


Distributors 


CAMPBELL HarDWARE & SUPPLY 
Co., SEATTLE, WaAsH. has been 
named a distributor for the Service 
Truck & Caster Co. 


SeitHer & Extis Inc., Newark, 
N. J., was recently appointed a dis- 
tributor for the Ahlberg Bearing 
Co. 


FEDERAL Pipe & Suppty Co., FRESNO, 
CaL., is now stocking Walker- 
Turner “Driver” tools. 


Concpon & CARPENTER Co., Provi- 
DENCE, R.I., is now a distributor 
for Carborundum products and 
Crescent belt rivets and plates. 


ARNOLD ELectric Co., ARLINGTON, 
VA., is now maintaining a com- 
plete stock of V-belts and sheaves 
of T. B. Wood's Sons Co. 


Horton Macuine Works, INc., 
Evmira, N. Y., is now handling 
steam traps and strainers of the 
Fisher Governor Co. 


ELLFELpT HARDWARE & MACHINIST’S 
Suppty Co., Kansas City, Mo., 
has been named a distributor of 
Oilite bronze bearings. 


W. M. Pattison Suppriy Co., CLEvE- 
LAND, Oun10, lias announced the ad- 
dition of products of Jones & 
Laughlin Co. and Gilmore wire 
rope tc its line. 


Pye-BARKER SupPLY Co., ATLANTA, 
Ga., has just added a complete 
stock of cold rolled steel shafting 
to its line. 


AMERICAN HarpWArRE & SupPPLyY 
Co., GRAND Rapips, Micu., and 
SNYDER-BENTLEY Co., YOUNGS- 
TOWN, On10, have been appointed 
distributors of Harrington hoist 
products. 


Joun Day Rupper & Suppty Co., 
Omana, Nes.; Kirsy MACHINERY 
& Suppty Co., ToLepo, Onto; 
L. L. Ravucu, WILLIAMSPORT, Pa.; 
Iowa MACHINERY & Supply Co., 
Des Mornes, IowA; LAKESHORE 
MACHINERY & SuppLy Co., Mus- 
KEGON, Micu.; Victor L. PHtt- 



























STEP Up SUMMER SALES 


With This Great, NEW 1,” UTILITY DRILL 


As good as could be made in its day, the 
Van Dorn 1)” Standard drill was the ac- 
cepted all-purpose drill in thousands of 
shops throughout the country. But modern 
methods require modern tools, and this sen- 
sational new 14” UTILITY DRILL is Van 
Dorn’s answer to that need . . . and the 
need for a new sales leader. 


Here, truly, is the new basic utility drill—a 
natural sales builder if there ever was one 

~—with more value, and more efficiency than 
the old ‘‘Standard”’ ever had. And consider 
this—it’s not only 3% inches shorter, 24% 
pounds lighter . . . but it sells for five 
dollars Jess than the old “‘Standard’’! Man 


THE “RED-HEADED” 
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—that’s a real merchandising achievement. 
And because it has rugged construction, 
compactness, minimum spindle offset, ball- 
bearing mountings, plenty of power, perfect 
balance and traditional Van Dorn quality, 
it’s an engineering achievement, too. 


Sales possibilities are not limited with this 
new drill. Every shop that sees it will want 
the new Van Dorn 4” UTILITY DRILL. 
It’s the perfect answer to the salesman’s 
prayer. If you like to fly high in the sum- 
mer, just show this drill—and watch sales 
soar! Van Dorn Electric Tools (Division of 
Black & Decker Mfg. Co.), 717 Joppa Road, 
Towson, Md. 


* 


YOU can 
always sell 
another Van Dorn 
Power Tool! 


PORTABLE 


wi ° 

4 

rod ELECTRIC 
SANDERS 
























PORTABLE 
LECTRO 
SHEARS 


PORTABLE ELECTRIC TOOLS 
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PACKING 
DEPENDABLE PERFORMANCE 


AND 


PROFITABLE SALES 


Write for Data on Our Entire Line of 
LUBRICATED PACKINGS. 


GREENE, TWEED & CO. 


Sole Manufacturers 101 Park Ave., New York, N. Y. 
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Lips Co., Kansas City, Mo., 
OKLAHOMA City, OKLA., and 
Wicuita, KAn., are now distribu- 
tors of Lubriplate lubricants of 
Fiske Brothers Refining Co. 








L. & T. ENGINEERING Co., KANSAS 
City, Mo., Ray Heat & Power 
Co., Cnicaco, Iuu., and R. C. 
KRATZ, PHILADELPHIA, Pa., have 
been appointed to represent Mur- 
ray products in these territories by 
D. J. Murray Mfg. Co., Wausau, 
Wis. 


R. C. Neat Co., BUFFALO AND Rocu- 
ESTER, N. Y. has become a dis- 
tributor for the Gardner Machine 

Co.’s line of abrasive disc wheels. 





PipGEON-THOMAS IRON Co., Mem- 
PHIS, TENN., is now handling Page 
welding electrodes and gas welding 

wire of Page Steel and Wire Divi- 

sion of American Chain & Cable. 





R. C. Duncan Co., MINNEAPOLIS, 
MINN., ts now a distributor for 
Browning V-belt drives. 





Cuicaco Puttey & SHAFTING Co., 
Cuicaco, has been appointed a dis- 
tributor of Ajax flexible couplings. 


New Steel Catalog 





A handy catalog of 70-pages con- 
taining a stock list of steel products 
was recently issued by L. L. Ens- 
worth & Son, Inc., Hartford, Conn. 
The firm lays claim to being 
America’s second oldest heavy hard- 
ware dealer and in its new pocket 
size steel catalog reproduces an 
original advertisement that  ap- 
peared in the Connecticut Courant 
of April 14, 1818. 











E. C. Ducommun (left), Ducommun Metals 
and Supply, came all the way from Los 
Angeles to attend the A.S.W.A. conven- 
tion and the Triple Mill Supply Con- 
vention Bermuda cruise. The camera 
caught him here with Walter J. Heyd, 
Hagerty Brothers, Peoria, at the A.S.W.A. 
meeting. 


































PRECISION 
MEASUREMENT 
of TORQUE LOADS 


Wherever closely limited torque application 
is essential, Williams’ new Torque **Measurrench”’ 
#S-57 provides the answer in terms of a precision 
tool at moderate price. Although designed especi- 
ally for use with Williams’ standard ‘*Super- 


sockets” it can be used with any detachable 


socket having 1/2" square drive-opening 


#S-57 combines new mechanical features 
with unusually rugged construction. Accuracy 
does not depend on delicate gears, levers, or dials 
but upon heavy sections of high-tensile steel. 


Right-hand torque is measured, and the wrench 


action reverses for left-hand turning. Williams’ 
patented construction makes possible the un- 
usually short operating swing of only 1/30 of a 
full turn. 


Torque loads are measured either by sight 
reading or by sound signal for any desired torque 
to 200 foot-pounds. 


Every part is made of alloy and high-tensile 
steel, accurately machined and scientifically heat- 
treated. Finished in chrome-plate with “satin” 
chrome handle. Over-all length, 1914". Every Tor- 
que **Measurrench” is fully guaranteed. Get the 
full facts on this latest Williams’ Wrench at once. 


1-583 





J. H. WILLIAMS & CO. HEADQUARTERS FOR 225 LAFAYETTE ST., N. Y. €. 
TOOL HOLDERS ‘LATHE DOGS “C” CLAMPS He agheeee HOIST HOOKS EYE BOLTS 


SRI 
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PLANOGRAPHED 


CATALOGS 


\re Selling For These Distributors 


Toe. 
mac nimeny 


HOUSH 


Seu oom Foor Oem 


Many pages are photographed from 
manufacturers’ catalogs without 
typesetting expense. 


High speed prices are planographed 
in RED! 


On important lines we “tie-in” with 
manufacturers’ national advertising 
by reproducing their trademarks in 
the distributor's catalog. 


Planography adapts itself to the use 
of action illustrations, showing 
tools in operation, which help cata- 
logs to do a better job of selling. 
Planographed catalogs permit the 
carrying out of the distributor's 
‘ideas, thus making his catalog orig- 
inal and individual. 

For Details Write To: 


a Se RN 


WEINBERG & Mehbk 


INCORPURATED 
HOW Van Buren St., CHIC AGO,ILL. 


Manufacturers’ representatives and a few members of Wiley-Hughes Supply Co., Trenton, 
N. J., gathered outside for an informal picture before the distributor's show got under way 


Carboloy masonry drills manufactured in this plant were introduced in January of this 
year for use by plant maintenance men, electricians, plumbers, contractors, etc., for drill- 
ing concrete, brick, tile, marble and other non-metallic construction materials 


Carboloy Opens New Plant 
Combining All Manufacturing 


On June 1, Carboloy Company, 
Inc.—a subsidiary of General Elec- 
tric Company—formally opened its 
new $750,000.00 plant and general 
offices in Detroit, Michigan, for the 
manufacture of masonry drills, used 
for drilling holes in all non-metallic 
construction materials, and other ce- 
mented carbide products. 

This new plant, one of the largest 
cemented carbide plants in the United 
States, embraces a total area of 121,- 
750 square feet. It combines all 
manufacturing facilities formerly di- 
vided among Carboloy plants in 
Cleveland, Ohio, Detroit, Michigan 
and Stamford, Connecticut. 

The plant is located on a 40 acre 
site situated on East 8-Mile Road, 
one half mile east of Van Dyke, on 
the outskirts of Detroit. The two 
story administration building, with 
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an area of 35,556 square feet, hous- 
ing all general office departments 
such as sales, engineering, drafting, 
purchasing, accounting, etc., is of 
fireproof construction, completely air- 
conditioned, with acoustical ceilings 
in halls and offices. 

The factory, which is connected to 
the rear of the Administration Build- 
ing, is a one story monitor type 
structure covering 88,197 square feet. 
It contains complete facilities for the 
manufacture of Carboloy from the 
raw materials through to the finished 
product. 


Schinner Receives New Post 


John B. Schinner, who has been 
associated with the William T. 
Johnston Co., Cincinnati, Ohio for 
over a year, has been placed in 
charge of pump sales. He is a grad- 
uate of the University of Cincinnati 
Engineering School. 
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Clues from a Thor Sales Story* 


that’s no mystery 


Milade Milore 


oney! 





‘SEARCHING FOR A LINE of portable 
lectric tools recently,” says one mill sup- 
plies distributor, “I did a lot of sleuthing to 
investigate thoroughly the sales and profit 
possibilities of every make. One of these 
was Thor ... and I uncovered some surpris- 
ing facts that every distributor should know.” 


“ONE IMPORTANT DISCOVERY was 
that Thor has the most complete industrial 
line. My inquiries revealed a Thor tool for 
every purpose and a size and type for every 
application. It didn’t take a detective to de- 
duce that with the Thor line I wouldn't be 
losing sales because I couldn't supply the 
tools my customers needed .. . I'd be able 
to deliver!” 





AESEARCK 
LABORATOR 


Aree our 


“SHERLOCK HOLMES HIMSELF,” I learned, 
“might have been put to shame by some of the 
discoveries of Thor engineers. For nearly half a 
century virtually every major improvement in 
portable power tools has come from the Thor 
Laboratories. That's engineering leadership I 
can use in tracking down orders!” 





‘BEHIND ALL THIS I found a hard-hitting 
merchandising program to back up my sales 
fforts. Month after menth Thor advertising 
in the leading trade papers goes to thou- 
ands of buyers. Distributors get on-the-spot 
cooperation from Thor field men, plus practi- 
al information on Where and How to sell 
more tools. These were clues I couldn't over- 
Hook in my search for a real profit line.” 





“THE EVIDENCE LED TO MY CONVIC- 
TION that Thor was the line for me! And 
since I’ve been handling Thor, my electric 
tool sales have steadily increased. To dis- 
tributors who feel that profits are as hard to 
find as ‘a needle in a haystack’ I think it's 
good logic to point out You Sell More... 
When You Sel! Thor!” 





HERE'S PROOF OF PROFIT 


> For the last five years practically all 

Thor distributors have shown steady 

increases in electric tool sales. Every 

year more distributors join the ranks 

of the Thor sales organization because they have 

seen the Thor U14A, 4” drill; the U44, 42” drill; 

the U16A screwdriver and other such sensational 

tool developments sweep to nationwide leader- 

ship almost over-night! They are cashing in on the 

growing demand for Thor . . . and you can too! 
Write today for all the facts. 





*This is the actual story of one distributor's reasons 
for handling Thor electric tools, taken from a letter 
in our files. 











INDEPENDENT PNEUMATIC TOOL COMPANY 
600 W. JACKSON BLVD. CHICAGO, ILLINOIS 
BIRMINGHAM : BOSTON : BUFFALO : CLEVELAND : DETROIT 
LOS ANGELES : MILWAUKEE : NEW YORK : PHILADELPHIA 
PITTSBURGH: SALT LAKE CITY: ST. LOUIS: SAN FRANCISCO 


nt he aia a al 
Ve, 


Bor ff. more!” 








Tool Rooms Offer 


Field for Delta Tools 


Here’s a tool room scene 
that tells volumes! It is the 
plant of a large eastern tool 
and die works where they 
really have learned how to 
cut tool-making costs! You 
will note that every tool 
maker has a low-cost Delta 
Drill Press at his bench. 
With a small investment, all 
“waiting for the machine 
time” has been eliminated 
and the cost of the drill 
presses has been quickly 
made up—and tool making 
has been speeded up—which 
means more money saved. In 
this same shop Delta Super- 


Safety Grinders and Metal- 
Cutting Band Saws also help 
increase profits. 


Tell your men to get after 
these tool rooms and show 
their customers how they can 
cut tool-making costs and 
speed up production. There 
are real sales and profits 
waiting for you in those 
tool-rooms! 


Selec 


MANUFACTURING CO. 


industrial Division 


622 E. VIENNA AVE. 
MILWAUKEE, WISCONSIN 
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Graham Co. Moves 
To New Quarters 


After 69 years on the same street, 
John H. Graham Co., Inc., has moved 
to a new and modern building at 
105-107 Duane St., New York City, 
a site easily accessible to Metropoli- 
tan area customers and to docks and 


New quarters of John H. Graham Co., 
Inc. 


transcontinental receiving depots. -\t 
the new address the company now 
has over 30,000 square feet of floor 
space spread over two floors and 
two basements and extending through 
the block to Thomas St. With the 
show rooms and Metropolitan de- 
partment on the ground floor of 
the Duane St. side, the executive 
and general offices on the second 
floor and the careful planning of 
the various departments, stock rooms, 
packing and shipping rooms, a til 
and-labor-saving arrangement 
been effected. 

The John H. Graham Co. traces 
its history as a selling agent back to 
1870 although previous to that time, 
its founder John H. Graham had had 
considerable hardware experience. 
His first hardware job was with 
Sargent & Co. in 1854 and then 
followed a period as a retail hard- 
ware dealer in Brooklyn. 

Today with a personnel of 
proximately 100 employees, this « 
ganization is equipped to render ef- 
fective service for its clients to the 
world at large, or Separately in the 
metropolitan district, domestic mar- 
ket, or the export trade. 


Sawyer Promoted 


Luke E. Sawyer, formerly assist- 
ant general superintendent of Bab- 
cock & Wilcox Tube Co., Beaver 
Falls, Pa., has been appointed gen- 
eral superintendent. 





DODGE ROLLING 
BEARINGS au the Line! 


ET the power in your plant flow freely . . 
surely . . economically . . over Dodge 
Rolling Bearings . . For they are your pro- 

tection against power-waste . . production 
delays and consequent interruption of pro- 
duction schedules . . . Dodge Bearings are 
available for built-in machine application or 
for power transmission service . . for normal 
or heavy duty . . . There are more than 1800 
types and sizes . . all completely assembled, 
factory adjusted, pre-lubricated units . . 
delivered ready to install on the shaft . . De- 
pend on Dodge Rolling Bearings. 


DODGE MANUFACTURING CORPORATION 
MISHAWAKA, INDIANA, U. S. A. 


EVERY JOB 


. .. when planning a new plant. . . when adding a new department . . . when installing 
new machinery . . . when modernizing old equipment .. . when designing new products. 
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OPPORTUNITIES 
FOR PROFIT 


OFFER 
DESMOND DRESSERS 
AND CUTTERS 


To Your 





Automotive Plants 
Aviation Mfrs. 
Forge Shops 
Foundries 
Machinists 


Metal Working 
Plants 


Desmond offers you the only com- 
Steel Mills 


plete line of Dressers and Cutters to 
serve all of your customers dressing 
requirements and to give you a satis- 
factory profit on each sale. 











Most industrial plants use dressers 
and cutters and it will pay you to 
ask for this profitable business which 
brings repeat orders. 


SIMPLEX st: VISES 


To Your 





Aviation Plants 
Automobile Plants 
Machinists 


Metal Working 
Plants 

Steel Mills 

Tool & Die Shops The exclusive solid steel slide makes 

these modern vises stronger and 

more serviceable than iron slide vises 

at no extra cost. This and other sales points will interest your 

customers in switching to Simplex Vises. 











Write to-day for complete catalogs and prices on 
these two profitable lines with exclusive sales features. 


THE DESMOND-STEPHAN MFG. CO. 


URBANA, OHIO 
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Schuhl to New York 
For Thor Electric Tools 


A. F. (Al) Schuhl, for the past 
three years with the Independent 
Pneumatic Tool Co. in the Chicago 
office, has been transferred to the 
company’s New York branch. Mr. 


A. F. SCHUHL 


Schuhl is working exclusively with 
distributors and their salesmen, stag- 
ing sales meetings and calling on 
the trade in the New York territory. 
He is well equipped to lend able and 
experienced assistance to distribu- 
tors in their marketing and promo- 
tional activities on Thor electric 
tools. He will headquarter at the 
company’s New York office, 330 W. 
42nd Street. 

H. Maiwurm takes over Mr. 
Schuhl’s former territory to serve 
Chicago distributors. 


Visit Plant 


Spending two days at the Detroit 
plant of Whitman & Barnes; M. E. 
Meagher, sales manager of Mid- 
States Industrial Corp., Rockford, 
Ill., and two members of his sales 
staff, Jack Foley and Ray Dunberg 
report having a most enjoyable time 
coupled with an increased knowledge 
of Whitman and Barnes products 
and their manufacture. 


R. A. Ludlow (right) Abrasive Machine & 
Supply Co., Newark, N. J., in an expres- 
sive moment as he keeps busy explaining 
Rockwood drives at his firm's recent indus- 
trial show 








A NEW CATALOG 


No. 18 


A catalog and handbook of valuable 
information and Tables; designed to simplify the selec- 
tion of the right TAP or DIE for any threading job. 


Sent FREE if requested on company letterhead. 


THE WINTER BROTHERS CO. 


MAIN FACTORY: WRENTHAM, MASS. 
BRANCH FACTORY: DETROIT, MICH. 


A Division of the 
National Twist Drill & Tool Co. 
Detroit, Michigan 
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Cooperative Item of the Month 


To make our Distributor sales- policy sales- producing, we are 
always looking for ways to help. And being sincere in looking 
for them, we have no difficulty in finding them. 

We may help by improving an old product—as in completely 


pressure-forming your Allen cold-drawn Cap Screws, for greater 
strength. 


We may help by the development of mew products —as the 
Allen TRU-GROUND Dowel Pins and ALLENOY Square Head 
Set Screws; companion lines to your Allen Hollow Screws. 

Or it may be in the many forms of sales-help, personal and 
printed, which this company develops for Distributors — as this 
month when we are undertaking to put 50,000 new Catalogs onto 
the desks of our Distributors’ customers. 

Will you help this distribution in your territory by telling us 
how many Catalogs you can place in hands that write orders or 
specifications for the products above? 


THE ALLEN MEG. COMPANY 


Harrrorn, Conn. U.$.A. 


MILL SUPPLIES @ JULY 10, 1939 


Miller Captures Hardware 
Assn. Golf Championship 


In the championship flight at 
match play of the Eastern Hardware 
Golf Association’s 1939 tournament 
at Virginia Beach, Va., Jay Miller, 
manager Bolt, Nut and Threaded 


Jay Miller (left), winner, championship 
flight and Ed. Heymann, runner-up 


Products Division, Bethlehem Steel 
Co., was winner in this division. 
Runner-up was Ed Heymann, of 
Ed. K. Tryon Co., Philadelphia. 

The tournament was held June 1, 
2 and 3 with 125 entries divided into 
seven flights of 16 each. In the first 
day of qualifying play Sam Allen, 
Henry Disston & Sons was _ the 
medal winner with a score of 76. 

Winner and runner-up in each 
of the flights of sixteen are as 
follows: 

Second flight: J. B. Coster, Beth- 
lehem Steel Co.; runner-up, G. J. 


A. P. Chase, newly elected president 


Campbell, International Chain & 
M fg. Co. 
Third flight: Bob Doti, Igoe 








3 STEPS TO CLEANER WATER FOR READING, PA. 


Thermoid Air Hose, operating A 


under 90 lbs. pressure, is used 
on pneumatic drills to break up 
the paving andexposethe mains. 


Thermoid Suction and Discharge 
Hose is used todrain the trenches 
in which the water mains are 
located. The hose illustrated 
carries 18,000 gallons of water 
per hour... pump capacity. 
It was formerly used success- 
fully on a 25,000 gallon pump. 


¥ 


Thermoid Air Hose is used to run 
the revolving wire brush used 
in cleaning the inside of the 
main... a fifty year accumu- 
lation. In spite of abrasion from 
rocks and timber, this hose shows 
substantially no wear after six 
months of severe daily use. 


“ 


OF COURSE 
THE HOSE IS 
THERMOID 


Soon the water supply in Reading, Pa., will 
be purer and more palatable, for a man- 
sized job of water main cleaning and 
relocating has been undertaken there. 


The speed and economy of this work will 
be traceable in no small measure to the 
part that Thermoid Hose is playing. 
Thermoid Hose is not only contributing to 
peak operation... but, because of its effi- 
ciency, has eliminated needlessshut-downs. 


There’s no real secret to Thermoid's 
consistently superior performance. It lies 
in a closely followed policy that includes: 
First, product development based upon 
practical engineering knowledge. Second, 
the use of only the finest raw materials. 
Third, fabrication by the most advanced 
manufacturing methods. 


Such a policy assures every Thermoid Prod- 
uct’s being best suited for its particular 
purpose . . . assures its giving long life 
and economical operation. 


Regardless of the industrial rubber product 
needs of your customers, it will pay you to 
investigate fully Thermoid’s records of per- 
formance. The low initial costs of Thermoid 
Products, and their assured efficiency are 
selling features that will mean customer 
satisfaction and increased sales for you. 


More than half a century of 
progressive engineering 
and product development. 


THERMOID RUBBER, DIVISION OF THERMOID COMPANY, TRENTON, N. J. 


Standard types of belting 


made by Thermoi 
Transmission Belting 
OF. nveyor Belting 
Multiple V Belts 
Grader Belting 
Canners’ Belting 


Standard types of hose 
made by Thermoid 


Air Hose 


Bucket Elevator Belting 


BELTING ° HOSE 


Water Hose 
Steam Hose 
Tank Truck Hose 
Gasoline Hose 


Suction He 
PACKINGS BRAKE LININGS 
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Let's GetDowntoCase 
AND SEE WHY YOU 


CAN MAKE MONEY WITH. & 


GARDNER-DENVER | 
CENTRIFUGAL PUMPS — 








@ If you could see—as we do—the many reports of 
low-cost, efficient operation we get from Gardner- 
Denver Centrifugal Pump installations, you’d KNOW 
why these pumps sell faster and make more profits for 
distributors. 
For instance, down in Miami, Florida, a Gardner- 
Denver Type “H” Close-Coupled Centrifugal Pump 
has aroused the enthusiasm of its owner by its ability 
to reduce operating cost and give dependable service 
in operating the air conditioning equipment of a 
grocery store. The owner of another Gardner-Denver type ‘‘H”’ centrifugal, who bought the 
pump for 24-hour-a-day service in a bottling plant, is so well pleased that he says he would have 
no other manufacturer's pumps. An apartment house owner in Atlanta, who bought a Gardner- 
Denver type “D”’ Horizontally Split-Case Centrifugal Pump, writes us that the pump is used for 
24-hour service in supplying all the water in al20-foot high apartment building—and he writes 
that he is so pleased with the service of this pump that he is anticipating the purchase of 
another unit for use as a stand-by pump. Reports of this kind could be multiplied indefinitely. 
Gardner-Denver distributor POLICY is a ‘quality product’’ too. It is fair—assures you of 
unhampered operation plus full co-operation. Get full facts about why it pays to handle 
Gardner-Denver centrifugals. Write today for full information. Gardner-Denver Company, 
Quincy, Illinois. 


Gardner-Denver Close-Coupled Centrifugal Pump 


‘ = 
ANNIVERSAR 
23 


() 7 


ee 
yO VeaR 
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Bros.; runner-up, D. D. Strite, New 
York Wire Cloth Co. 

Fourth flight: Jack Wallace, 
Clemson Bros.; runner-up, Amos 
Herr, Herr & Co. 

Fifth flight: R. E. Hoehl, Russell, 
Burdsall & Ward Bolt & Nut Co.; 
runner-up Joe Kennedy, Bigelow & 
Dawse Co. 

Sixth fight: H. C. Kenyon, Minne- 
sota Mining & Mfg. Co.; runner-up, 
E. S. Norvell, E. C. Atkins Co. 

Seventh flight: Stuart Jones, Han- 
over Wire Cloth Co.; runner-up, 
Gene Foley, Bayonne Steel Products 
Co. 

Tin Cup Winner: John Stodder, 
Cyclone Fence Co. 

At the conclusion of the tourna- 
ment officers for next year were 
elected. They are: 

President, A. P. Chase, Chase, 
Parker & Co., Boston, Mass.: first 
vice-president, L. B. Jackson, Wick- 
wire Bros., Courtland, N. Y.; second 
vice-president, Peter A. Igoe, Igoe 
Bros., Brooklyn, and secretary-trea- 
surer, H. L. Gilliam, Wood Shovel 
Tool Co. J. S. Disston jr., retiring 
president was elected to the Board 
of Governors. Members will gather 
again next year at Virginia Beach 
for the 1940 tournament. 


Fitler Co. Enlarges 


Edwin H. Fitler Co. has just com- 
pleted the erection of a modern 
office building as an addition to its 
main plant in Philadelphia. Here 
ample warehousing facilities  to- 
gether with as fine location allow 
rapid delivery service by truck, train 
and steamship. 


Allan E. Hall (above) can look back with 
pride to the day thirty years ago when 
he entered the service of Allis-Chalmers, 
Milwaukee. And as the head of the com- 
pany’s well known Flour Mill, Saw Mill and 
Texrope divisions he can smile with satis- 
faction over the knowledge these products 
are in daily use all over the world 





1. UNIFORM 


In metallic structure, dimensional ac- 
curacy, strength, ductility, and corro- 
sion resistance, NATIONAL Pipe is 
strictly uniform. 


N AT I @) NAL PIPE 2. STRONG and DUCTILE 


These qualities are “built into” Na- 
TIONAL Pipe through a system of close 


: metallurgical control, all the way from 
RY?) tisfles l/sers ore to finished pipe. 


3. EASY to THREAD 

Smooth, full, strong, easily made 
threads are an important advantage 
of using NATIONAL Pipe. 


4. EASY to FLANGE 

This pipe flanges without loss of ma- 
terial, time, or labor; a feature which 
practical men appreciate. 


5. MAKES SOUND BENDS 


Contractors report making hundreds 
of sharp bends with Nationat Pipe, 
without buckles, splits, or open welds. 


6. MAKES SOUND JOINTS 
A pipe is only as good as its joints. 
Phat’s why workmen who have welded 
or coupled thousands of joints enthu- 
siastically endorse NATONAL. 


7. Available in COPPER-STEEL 

Introduced over 25 years ago, Na- 
TIONAL is the original Copper-Steel 
Pipe. Resists atmospheric corrosion 2 
to 5 times more than ordinary pipe. 


8. Available in DUROLINE 

Lined with an impervious material, 
this pipe resists the attack of corrosive 
water or other fluids that would quick- 
ly rust out unprotected metal pipe. 


9. RETARDS CORROSION 


Butt-weld sizes ‘> to 3 in. are totally 
freed of mill scale by the Scale Free 
Process. All sizes 4 in. and less are 
Spellerized. Both processes reduce 
corrosion. 


VATE — 10. THOROUGHLY TESTED 
NAL (URE he At every stage in production, Na- 
a) TIONAL Pipe undergoes thorough tests 
and inspections, resulting .in impec- 
cable quality. 


NATIONAL TUBE COMPANY 


es) PITTSBURGH, PA. 
Columbia Steel Company, San Francisco, Pacific Coast Distributors 


* United States Steel Products Company, New York, Export Distributors 


UNITED STATES STEEL 


a 
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That's an everyday question, but it never stumps a Faultless salesman 
because he is armed with a collection of facts which show beyond ques- 
tion that Faultless Casters for industry are making a notable contribution 


to better factory transportation at a lower mileage cost. 


For example, show him the Dreadnaught. 
duty caster to lick his break-down troubles. 


Here is a semi-steel heavy 
Show the triple ball race 


3 rows of hardened steel balls which distribute the weight carried over 


a wide surface 


promoting easy swiveling. 


And no matter how heavy 


the load, this caster rolls freely because a Roller Bearing is used in the 


1500 Series Dread- 
naught with triple 
ball bearings in 
swivel and 8-inch 
semi-steel wheel. 
Rubber tread wheel 
also available. 


sed Catalog 


m 


wheel. Likewise, every 
Faultless Caster is dis- 
tinguished by _ note- 
worthy features. 

All of which means 
easier sales for Faultless 
distributors on every 
call— not only indus- 
trial plants, but in in- 
stitutions of every type. 
Ask us about the Fault. 
less profit franchise 
worth more today than 
ever before. 


FAULTLESS 
CASTER 
CORPORATION 


Dept. MS-7 
Evansville, Indiana 
Branches in Principal Cities 

Canadian Factory: 
Stratford, Ont 


FAULTLESS CASTERS 
FOR INDUSTRY 
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"Tom" Huff Becomes Sales 
Manager for Laughlin 


D. W. “Tom” Huff has moved his 
family from Chicago to Portland, 
Maine, where he has assumed the 
position of sales manager of the 


D. W. HUFF 


Thomas Laughlin Co., manufacturer 
of wire rope fittings and chain fit- 
tings and other industrial and marine 
hardware products. 

Mr. Huff, a native of Indiana, went 
to work in 1919 for the W. D. Allen 
Manufacturing Co., big Chicago 
industrial supply house, and in 1922 
was given a city sales territory. 
In 1926, he accepted a sales position 
with the W. O. Barnes Co., manu- 
facturer of hack saw and band saw 
blades, working the St. Louis terri- 
tory. In 1928 he took over the 
Chicago territory for Barnes, work- 
ing through MHiggins-Linde, Inc., 
manufacturers’ representatives who 
were Barnes’ agents. In 1933 he 
commenced devoting his time to all 
the lines handled by Higgins-Linde 
in the middle west. In this work he 
became thoroughly familiar with the 
Thomas Laughlin Co. line which is 
one of those represented by Higgins- 
Linde. 

In his service with W. O. Barnes 
and Higgins-Linde, Tom was in con- 
stant contact with middle western 
distributors and their salesmen, and 
this acquaintance and experience will 
serve him in good stead in his new 


position. 


President of Capen 
Belting & Rubber Dies 


Announcement has been made of 
the death of Charles T. Jones, presi- 
dent of Capen Belting & Rubber Co., 
St. Louis, Mo. Mr. Jones passed 
away May 6. A well-known figure 
in business circles, his death will be 
a severe loss to his many acquaint- 


ances, 





Yes indeed—precious to you, the 
Belmont Distributor! 


First, because 
every time there's a packing leak 
—there's room for a packing sale. 
Second, because—using the above 
illustration and caption in a wide 
list of trade publications—we're 
bringing out to industry the ex- 
orbitant cost of waste. And we're 
high-lighting the fact that the 
proper Belmont Packing will stop 
that waste. 


For two reasons. 


That's the sort of advertising that 
makes a packing buyer think. 
Makes him wonder whether he 


BELMONT SUPPORT HELPS DIS- 
TRIBUTOR SALES 


couldn't save by a Belmont instal- 
lation. And once we've created 
the doubt in his mind, it's up to 
you to convert that doubt into a 
sale. 


How? Simple. Just personally 
follow through on the advertising. 
Show your prospect how waste 
cuts into profits—and how Bel- 
mont cuts out waste. Then prove 


Belmont quality by letting him 


see for himself the samples 
that are in the Belmont Kit. 
It's a potent sales combina- 


tion that never fails! 


RIGHT: SAMPLE PAGE FROM THE 
NEW BELMONT CATALOG WHICH 


WILL BE OFF PRESS SOON 


THERE’S A BELMONT PACKING FOR EVERY SERVICE 


BELMONT 


>, ee - 


in 


THE BELMONT * ltl & RUBBER COMPANY 
BUTLER AND SEPVIVA STREETS e PHILADELPHIA, PA. 
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BELMONT No. 650 
Petrola Sheet Packing 


Made of vegetable fibre sheet, treated 
with special chemicals. Exceptionally 
tough. Recommended against oils, 
gasoline, naphtha, benzine, kerosene, 
water, air, and gas, at all tempera- 
tures up to 325° Fahrenheit. 

There is a com- 
plete line of Belmont 
Sheet Packings for 
every conceivable 
service. 


apr anos = 














“HALLOWELL" STEEL BENCHES 


Pat'd and Pat's Pend'g. 
ig. 7 
Drawer is extra 


Buyers are quick to recognize the many 
advantages offered by “Hallowell” 
Benches. The fact that you can supply 
them with a bench that will exactly fill 
their need right from stock is usually a 
deciding factor. “Hallowell” Benches 
have smooth steel tops—rigid flanged legs 
—ample shelf space and  pilfer-proof 
drawer if desired. 


“HALLOWELL” STEEL TRUCKS 


Fig. 754. Pat. Applied For 


If you want to supply your prospects 
with floor trucks that will give them 
the best value for their money—you'll sell 
them “Hallowells”. The steel platforms 
won't chip or splinter . . . all parts will 
stay rigid . . . wheels and hubs are made 
for easy rolling, and they're supplied in 
wide variety. 


“HALLOWELL" 
STEEL 
TOOL STANDS 


Fig. 705 


Moves easily 
wherever it's 
needed; an easy 
stand to sell. 
Made in a vari- 
ety of types for 
all purposes 





Write for 
LITERATURE 
AND 
DEALERS’ 
PROPOSITION 


BRANCHES 


BOSTON 
OETROIT 








INDIANAPOLIS 


Fig. 1334 
Pat. Applied For Pat. 
Applied 
For Fig. 1249 
The exceptional and lasting rigidity of 
these all welded stools makes repeat sales 
a certainty. “Hallowell” Stools are made 
in a complete selection of styles and will 
more than satisfy your most discriminat- 
ing customers. 


“HALLOWELL" 
STEEL LIFT TRUCK PLATFORMS 


4 Fig. 799 


These are made to be easy on the floors. 
The end-grain wood legs allow them to 
set down as gently as a cat’s paw. You 
can back these to the limit. 


“HALLOWELL"” 
STEEL SHAFT 
COLLARS 


Unbreakability 
and machine 
finish combined 
with low price 
give these collars 
a world-wide 
popularity. For 
greater protection 
now supplied with 
“Unbrako” Self- 
Locking Set 
screws. 


Fig. 


“PIONEER™ 
STEEL SHAFT 
HANGERS 


The original steel 
Shaft Hanger— 
and the only 
hanger with inte- 
gral feet. Mil- 
lions in use the 
world over. 


STANDARD PRESSED STEEL Co. 


JENKINTOWN, PENNA. QRancneEs 
cHicaco 

ST. Lous 

SAN FRANCISCO 


Box 519 
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W. M. Combs, formerly manager Tulsa 


district for the Walworth Co., has been 

recently appointed central division man- 

ager with headquarters at Greensburg, Pa. 
He succeeds the late N. C. Canny 


Hewitt Enlarges 
Dallas Warehouse 


Hewitt Rubber Corp., Buffalo, 
N. Y., announces the expansion of 
its Dallas, Texas, warehouse facili- 
ties. With the completion of 2,500 
additional square feet of floor space 
the warehouse has a total of 7,500 
square feet now in service. 

Dallas warehouse stock includes all 
popular sizes of five grades of roll 
transmission belting; also endless 
oil field and agricultural belts. Con- 
veyor belting is carried in popular 
sizes from 14 through 30 in. in width 
as well as representatives sizes of 
Hewitt hose. 

A complete stock of the proper 
size and type of couplings and fittings 
is carried for use on all types of 
hose. A large stock of rod and 
sheet packings is likewise now avail- 
able. 


Tennessee M. and M. 


Now Selling Kooler-Aire 


lv 


Tennessee Mill and Mine Sup; 
Co., Knoxville, is now handling t 
United States Air 


) 
the 
Conditioning 
Corp.’s line of “Kooler-aire” port- 


able air conditioning units. Harry 
Pack, who has been especially 
trained on this line, is specializing 
on these air conditioning units and 
working with the regular sales 
force in marketing them. 


Sprague Passes On 


Alvin A. Sprague, sales repre- 
sentative of Nicholson File Co., in 
the Mid-West died suddenly May 
13 in Detroit, Mich. His sudden 
passing will be deeply felt by his 
many friends and associates. 





0 


CABLE KING 


THE ONLY AIR-COOLED 
ELECTRIC HOIST 





Another Profit Maker for Yale Distributors  SamaRenllll jm 


> Gon SR 
Here's a new electric hoist by Yale that will put new profits into the pocket of AIR-COOLING 


every Yale distributor. For this hoist boasts a selling feature that no other PRINCIPLE © 
electric hoist can offer—AIR-COOLING. 


iy to 
6 Tons 


Through a series of smashing ads in leading trade publications, backed by a veri- 
table barrage of direct mail, we're telling industry throughout the country all 
about this very latest advance. 


We're punching across that AIR-COOLING eliminates excess brake heat, mak- 
ing it possible for the Cable King to operate on a heavier duty cycle than any 
other hoist in the same class. In addition, we're telling how the precision con- 
struction of the Cable King comes closer than any other to engineering specifica- 
tions for the perfect hoist. 


rcvlaton 


cooling action 


AIR-COOLING plus construction which the engineers themselves have set as 
being correct. These are two real selling points that are bound to turn a pros- 
pect into a sale. And don't forget—they're EXCLUSIVE. 


Capacities '/4 to 6 tons 


THE YALE & TOWNE MFG. CO. 
<gaenide PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 


IN CANADA: ST. CATHARINES, ONT. 
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THE “WOLVES OF LENOX” BLADES 
There isn't a metal cut- 


chout that Lenox Blades can- 

They are furnished in 
‘High Speed” “Me-Speed” 
“TJungsten’ ’ and “Super- 
Fler” and are sold only thru 
Dishibutors. 


AND f TF nae TEETH OF 
STRONG ; gs A WOLF 


YOU Can Sell Lenox Blades With Satisfaction and Profit. 
AMERICAN SAW & MFG. CO., SPRINGFIELD, MASS., U.S.A. 
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F. E. Van Buskirk, of 
Richards & Conover, Dies 


Francis E. Van Buskirk, who re- 
cently celebrated his 54th = anni- 
versary of continuous service with 
Richards & Conover Hardware Co., 
Kansas City, Mo., died at Trinity 
Hospital, Kansas City. Mr. Van 
Buskirk was 80 vears old. 

Mr. Van Buskirk was sales super- 
visor for the firm and was most 
active throughout his many years 
service. Fifty of his 54 years with 
the company were spent in sales 
work over a wide middle western 
territory, and his acquaintanceship 
with hardware dealers extended 
from Kansas City to Colorado and 
the Gulf. 

From his early days in the 
Richards & Conover warehouse he 
had a practical knowledge of the 
50,000 item business catalog, and 
was known as an expert on fine tools 
and finished hardware. 


H. Y. Bassett Joins 
Wolverine Tube Co. 


H. Y. Bassett has joined the staff 
of the Wolverine Tube Co., Detroit, 
as a research engineer. He _ will 
devote his time to research problems 
arising from market developments. 

Prior to going with the Chase 
Brass and Copper Co. about ten 
vears ago, Mr. Bassett, who is a 
graduate engineer, had extensive 
experience in the copper and zinc 
mines and smelters of Mexico and 
the southwest. He spent two years 
in the Chase research department, 
handling casting shop and mill pro- 
cedure problems. When Chase com- 
pleted its new mill in Cleveland, in 
1930, he was made assistant metal- 
lurgist and spent seven years there 
handling mill procedure and de- 
veloping sales promotional work. 
Mr. Bassett left the Chase organ- 
ization in 1937 to join the Surface 
Combustion Corp., Toledo, in charge 
of sales of industrial furnace equip- 
ment to the non-ferrous industry. 





B. E. Holub, general sales manager, ex- 
plains a point of interest to Paul F. Froeb, 
head of transmission division, as they di- 
gest lunch outside of the Ideal Commu- 
tator Dresser Co. plant at Sycamore, Ill. 





Bassic TRUCK CASTERS. 


ee ony 

Consistent advertising over a long period of 
years has built up ready acceptance for Bassick 
Casters. This is being strengthened by more 
advertising than ever in 1939. 


BASSICK 


The outstanding line 
of industrial casters. 


Sold through indus- 
trial distributors. 


THE BASSICK COMPANY. BRIDGEPORT, CONNECTICUT 


inadian Factory: STEWART-WARNER-ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE,.ONTARTO 
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“S$.0.S8.—Aground on Danger Reef. 
Ship breaking up fast. Sinking... 


, 


hurry...hurry...’ 


Survivors on the stricken ship 
watch anxiously the preparations 
made by rescuers on shore. A line is 


shot out...a breeches buoy rigged. Rope has come to the rescue! 


Rope plays an all-important part in moments such as these. 


But day after day under less thrilling circumstances, the safety 


of men and materials depends on rope. And wherever quality 
rope is used, PLYMOUTH Ship Brand Manila Rope sets the 
standard, as it has for over a century. 

PLYMOUTH is famous for its controlled quality . . . of mate- 
rials and workmanship . . . which produces rope with an extra 


margin of safety and resistance to stress and wear. 


PLYMOUTH CORDAGE COMPANY 


Sales Branches: New York, Boston, Baltimore, Philadelphia, Chicago, Cleveland, Houston, San Francisco 


& PEWMOUTH 4 
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North Bros. Elects 
Rauch Vice-President 


Rudolph S. Rauch, who has been 
a member of the executive committee 
of North Bros. Mfg. Co., Phila- 


RUDOLPH S. RAUCH 


delphia, since 1935 has just been 
elected vice-president of the firm. 

Mr. Rauch is also president of 
Ferrocon Corp., a _ patent-holding 
company engaged in research and 
development work in the field of 
pre-fabricated houses. 

3acked by a distinguished business 
career, Mr. Rauch has held such 
positions as president of Winchester- 
Simmons Co., vice-president of 
Philadelphia Rubber Works and a 


director of B. F. Goodrich Co. 


New Cleveland Offices 
For Linde Air Products 


Cleveland district offices of Linde 
Air Products Co., Carbide and Car- 
bon Chemicals Corp., and Haynes 
Stellite Co., are now located at 1517 
Superior Avenue, Cleveland. The 
entire building is occupied by sales 
and process service departments of 
these companies. 

District managers are H. H. Dyar, 
for Linde Air Products Co., E. E. 
Fogle, for Carbide and Carbon 
Chemicals Corp., and F. P. Shep- 
hard, for Haynes Stellite Co. 


Van Dorn Opens New 
Service Station 


In order to render better service 
to users of its portable electric tools, 
Van Dorn Electric Tool Co. has 
opened a new branch station at 605 
McCarter Highway, Newark, N. J. 
The office is in charge of Harry 
Bullock, who was recently trans- 
ferred from the factory at Towson, 
Md. 

The Newark branch will carry a 
complete stock of parts. 





Add this Extra Salesman to your Staff 





wttbont-a (et h Cost-/ 


Your customers all know him and he’s always 
on the job helping you make more sales... 


\ HEREVER your salesmen call, 

wherever you sell steel products, 
we offer a plus selling advantage—a 
salesman whose power is rapidly grow- 
ing—the U-S-S Symbol. 





This trade-mark says to your cus- 
tomers in effect, “In this product we 
are giving you the best steel for the 
purpose that money can buy.” Think 
what any salesman can do with such 
support. 

All our skill, our research and facili- 
ties, are devoted to making the U-S-S 
symbol the most powerful of selling 
aids. It stands for the highest type of 


metallurgical service, the best in quali- 
ty in steels of all kinds. 

Now we have taken another step. 
Through leading national magazines 
we are acquainting your customers 
and the general public with the im- 
portance of the U-S-S trade-mark of 
quality. By this move we have forged 
a new sales aid for our customers. 

Investigate the sales value of han- 
dling the complete line of U-S-S Mill 
Supply Products. For full information 
write today to any of the companies 
listed below. 





U-S-S MILL SUPPLY 
PRODUCTS INCLUDE: 


Merchant Bars 

Cold Finished Steel Bars 
Plates 

Structural Shapes 

Black Sheets 

Copper Steel Sheets 
Galvanized Sheets 

Hot Rolled Sheets 

Tin Plate 

Rails (Light Weight) 
Nails and Spikes 

Wire Rope and Fittings 
Electrical Wires and Cables 


Other Steel Products 











U'S'S STEEL PRODUCTS 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 


United States Steel Products Company, New York, Export Distributors 


UNITED STATES STEEL 
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“Utility” 
Model No. 500 


OLYPHASE totally en- 

closed motor: no dust, 
dirt or abrasives can reach 
bearings, motor windings or 
rotor: anti-friction bearings, 
permanently lubricated, totally 
enclosed; wheel guards ad- 
justable to wheel wear: push 
button starter with overload 
protection; adjustable tool 
rests; room for two operators 
and many more points of 
superiority. 


% h.p. to 5 h.p. 


WRITE FOR NEW CATALOG NO. 


PRICED RIGHT for economy 
BUILT RIGHT for service 


6-POINT 
DISTRIBUTORS 
PLAN 


Full line 
Super-quality 


Economical prices 


Good profit 


1. 
2. 
3. 
4. Protection 
5. 
6. Sales aids 


54 








THE UNITED STATES “=y*. ELECTRICAL TOOL CO. 


EEE 
——————— 
IN INNATIH, 


tia 


) ) ’ ee all 
—— i —e 


OHIO , U.S.A 
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Reminder Cards Call 
Turn for Distributor 


Joseph Glenn & Sons, Clifton 
Heights, Pa., distributors and fac- 
tory branch of the Hewitt Rubber 
Corp. came through with a nifty, but 


O 


Immediate 
Emergency Service 
Available 24 Hours Daily 


Leather and 
Rubber Belting, 
Hose and Packings 


Telephone 
MADISON 5056 


JOSEPH GLENN & SONS 
CLIFTON HEIGHTS. PA. 


Manufacturers of Leather Belting, 
and Factory Branch of the 


HEWITT RUBBER CORP. 


After Office Hours, Telephone 
EARL M GLENN WILSON F. HURLEY 
Sharon Hill 2719-J Ridley Park 5108 
JOE GLENN. Jr. Cc. G. TRAVERS 
Sharon Hill 246-R Sunset 3429 


c. M LAVIN 
Madison 3625 





HARRY D. GLENN 
Ridley Park 1860-M 











has netted 
from their 


inexpensive idea that 
them a good response 
customers. 

They had 2500 reminder cards 
printed on heavy yellow stock. Holed 
at the top for hanging on the wall, 
its message in bold black type 
stresses the 24-hour emergency serv- 
ice available. Distribution of cards 
was made by personal calls and by 
mail. Card is 6 x 4 inches and lists 
names and home phone numbers of 
four Glenn men and two Hewitt fac- 
tory representatives. The total cost 
of printing and distribution of the 
cards was $18.00. 

Here’s what C. M. Lavin says 
about the idea: “While the card in 
itself is simple and inexpensive, it 
is surprising the number of calls 
we have received as the result of 
this means of advertising. We all 
think that the idea was an excellent 
one and has already more than paid 
for itself.” 


York Machinery & Supply Co. have just 
moved into this fine three-story building in 
York, Pa. 

for offices, display and warehousing 


They will utilize all three floors 





















BILLINGS 


Genuine COES 
WRENCHES 


Men! Here’s what these two lines offer you 
(1) an enviable reputation for Quality 


(2) Forged Tools made by a manufacturer with three- 
quarters of a century of Forging experience and 
knowledge 









(3) Wrench styles and features that appeal to users 


(4) a consistent sales promotion plan to stimulate and 
create Sales for you 






(5) a Profitable increase in volume sales. 












DISTRIBUTORS: The Billings 
Selective Distributor Sales Policy 
is clearly defined and the kind 
of a Policy you want and know 
you will have with a Billings 
D'stributorship. Interested? Write 
Today. 
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C. F. Stanley (left), sales manager of 
Fafnir Bearing Co., and Ed. Hirshon, treas- 
urer, W. S. Wilson Co., New York, get 
together at a recent Wilson Co. outing 





Magazine Articles Stresses 
Wholesaler's Importance 


In reading over the April issue 
of American Business, Ralph E. 
Kramer, president of H. Shannon 
Co., Chicago, came across an article 
titled “A Wholesaler’s Advice to 
Manufacturers” which completely 
justifies the function of wholesaling 
as an economic service which cannot 
be displaced. 

The article, in part states, “Manu- 
facturers should recognize the mag- 
nitude of the wholesale industry and 
what it means to their net profit. If 
the wholesale industry did not exist, 
it would impose an_ impossible 
burden on manufacturers in all lines 
of industry. 

“Manufacturers should recognize 
the wholesale function. The respon- 
sibility of a manufacturer does not 
end with a statement of the quality 
of his goods. He should advise him 
of competitive conditions he is likely 
to meet in the handling of that 
product, and he should also see that 
the wholesaler is placed on a com- 
petitive basis. 

“If wholesalers are to be employed 
as a means of selling certain types 
of retailers which the manufacturer 
himself cannot reach, the retailers 
reached through such wholesalers 
should not be placed at a disad- 
vantage in their competition with 
other retailers whom the manufac- 
turer may elect to sell direct.” 

Although this article is intended 
for the textile industry, the basic 
principles can well be applied to the 
industrial supply field. 


Crane Promotes Link 


M. W. Link, consulting engineer 
in the research and engineering di- 
vision of Crane Co., Chicago, has 
been made manager of marine sales 
at the general office. He succeeds 
E. L. Brugman, who was fatally in- 
jured in a recent automobile acci- 
dent. 





JUST OFF THE PRESS 


THE CLEVELAND TWIST DRILL COMPANY’S 
——_-———~C:C PATA 


No. 44 


TO CLEVELAND 
DISTRIBUTORS: 


Our new Catalog No. 44 is 
now being distributed. On July 
Ist, the first shipment was made. 
During the month of July and 
part of August, thousands of 
Catalogs will be shipped to you, 
as well as to individuals. The 
method of distribution is such 
that practically everyone in the 
country will receive Catalogs 
at about the same time. 


If, therefore, you learn that 
Catalog No. 44 is OUT, please 
bear in mind that your supply 
will reach you shortly. We are 
not overlooking anyone in our 
plan of distribution. 


Should your supply of Cata- 
logs fail to reach you by August 
Ist, please write us. 


y TWIST DRILL 
mah COMPAN Y 
rr) 1242 EAST 49" STREET 

CLEVELAND 
TRADE MARK REG. U.S. PAT OFF AND FOREIGN COUNTRIES 


30 READE ST. NEW YORK 9 NORTH JEFFERSON ST. CHICAGO 654 HOWARD ST. SAN FRANCISCO 
6515 SECOND BLVD., DETROIT LONDON - E. P. BARRUS, LTD.- 35-36-37 UPPER THAMES ST.,E.C.4 


“CLEVELAND” DISTRIBUTORS EVERYWHERE ARE READY TO SERVE YOU 
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—— EXCLUSIVE — 


The Stanley policy is to add to its line new, readily salable 
electric tools which simplify common problems of manufacturers. 


LOOK AT THE RECORD... 


“ 


Contour Grinder — at 
only $69.50 this tool 
finds a multitude of 
profitable uses on many 
metal working jobs. 





Tool Room Grinders—at 18,000 R.P.M., they cul 
time and costs on scores of tool room operations. 


Unishears — nothing will Electric Saws with Convenient Duplex 
approach them in the Handles--ask any operator what he thinks of 
cutting of sheet materials. them. They take the back-breaking work out 
of sawing. 
We could go on—but you get the idea. With the Stanley line 
you have all the conventional portable electric tools plus the 
exclusive, profit-building specialties that get the business. 
Consistent advertising in leading industrial magazines is 
pointing out the obvious advantages of these tools to your 
customers. Stanley Electric Tool Division, The Stanley 
Works, New Britain, Connecticut. 


We are represented by Selected Distributors. 








STANLEY 2 "set 


1 Complete Line for Industry —"'Cost Less Per Year" 
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Rust-Oleum's New Plant 
Is Formally Opened 


The many guests at the formal 
opening of Rust-Oleum Paint Corp.'s 
new Evanston, Illinois, plant on 
June 8 were treated to real Scotch 


hospitality by Captain Robert Fergu- 
son, Rust-Oleum’s head, who is a 
retired master of ocean vessels. 

Sagpipers from the Stockyards 
bagpipe band put plenty of life into 
the party. In the accompanying 
picture we see Captain Ferguson 
(center) with two of the pipers— 
Fife Major Robert D. Sim (left) 
and Melville Findlayson—as festivi- 
ties started. Further atmosphere was 
provided by the serving of Scotch 
cheese, sausage and other appetizers. 

Rust-Oleum’s new Evanston paint 
and varnish plant represents an in- 
vestment of $60,000. It is thoroughly 
modern and adds important produc- 
tion facilities to those provided by 
the company’s other plants. Rust- 
Oleum executives report a rapidly 
growing business. 


John B. Crimmins (center, between two 
ladies) sounded “assembly” just at quit- 
ting time one sunny May day down Chat- 
tanooga way, and we were able to pro- 
cure this picture of Mills and Lupton 
Supply Co. executives and members of the 
sales and office staffs who were on hand 
at the time 





@ The Bunting wholesaler is always 
in a position to fill any order that can 
be filled with “ready made” bearings. 
Years of experience in marketing 
standardized stock bearings and con- 
stant vast and diversified production 
of bearings for manufacturers of all 
kinds of machinery enable Bunting 
to make up a stock that meets every 
usual requirement. Write for catalog 
and franchise data. The Bunting Brass 
and Bronze Company, Toledo, Ohio. 
Warehouses in All Principal Cities. 
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A corner in a typical Bunting 


Standardized Bearing stock- 
room where millions of bear- 
ings assure prompt delivery 
of any size and quantity. 
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BUNTING (: 


BRONZE BUSHINGS - 
PRECISION BRONZE BARS 
BABBITT METALS 
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@ Bunting Precision Machined 
Tubularand Solid Bronze Bars 
are opening new profit possi- 
bilities for wholesalers every 
day. Compare this bar with 
any other and see why it sells 


first in all markets. 


IP} 








—To Make the 
Walker-Turner Franchise 
More Valuable 
To Distributors! 





FOR A BIG MARKET—Walker-Turner 
Flexible Shaft Machines rate pros- 
pects under almost every smokestack 
—for countless jobs like snagging 
castings, heavy grinding, wire-brush 
work, fine die-filing, etc. 


ADAPTABILITY of these machines 
gives you further selling help — 
throughout the big range of models, 
parts are standard, interchangeable. 
With a small stock, you can give 
every customer exactly the tool he 
needs for his job. 


BARGAIN PRICES without sacrifice 
of Walker-Turner’s rigid high quality, 
made possible by speed-line produc- 
tion and standardization throughout 
the line. 














Every plant is a prospect for some of the Walker-Turner 
Metal or Woodworking Machines 
In the world’s largest selection, there’s a machine for every plant, every 


job. Built for industry—suited to production, pattern shop, mainte- 
nance department work, these new Flexible Shaft Machines are a 


good example. 


This new class of light machines built by Walker-Turner fills a real 
need in industry—and opens up a new profit field that many leading 


distributors are working to good advantage. 


Aggressive advertising 


. - » Sales promotion helps . . . and Walker-Turner protection assures 


orders and a good margin of profit! 


Good Territories Open! 
It will pay you to find out if your area is one of them. Write or wire 
for full details about the Walker-Turner “Protective Franchise.” 
Walker-Turner Co., Inc., 2879 Berckman St., Plainfield, N. J. 


WALKER-TURNER 


LIGHT MACHINES FOR INDUSTRY 
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Charlie Shaw Heads New 
Chicago Sales Firm 


Charles J. Shaw announces the 
establishment of Charles J. Shaw and 
Son, authorized manufacturers’ rep- 
resentatives, with offices and ware- 





CHARLES J. SHAW 


house at 549 West Randolph Street, 
Chicago. Mr. Shaw’s son, Leslie D. 
Shaw, is associated with him in the 
business. 

Mr. Shaw, who\resigned February 
1 as general manager of the whole- 
sale department of the Barrett Hard- 
ware Co. following many years as 
an executive of this well known 
Joliet, Illinois, house, advises that 
his new firm is now selling and ware- 
housing the lines of two Eastern 
manufacturers and is negotiating for 
similar representation on a limited 
number of other lines. It is his 
plan to market the lines he handles 
through distributors in Illinois, Indi- 
ana, Iowa, Wisconsin and Minne- 
sota. His service includes sales, sales 
promotion and warehousing. 

Because of his long experience in 
the industrial supply business, Charlie 
is thoroughly familiar with the meth- 
ods and problems of distributors, and 
this knowledge will be of definite 
value to him in his new enterprise. 
His activities with the Chicago, Cen- 
tral States and National distributor 
associations while with Barrett Hard- 
ware also have provided him with an 
extensive and intimate acquaintance 
with industrial supply men, particu- 
larly in the territory in which he 
will operate. 


New Sales Manager 


It has been announced by Ameri- 
can Chain & Cable Co., Bridgeport, 
Conn. that C. E. Barner has joined 
its Wright Mfg. Division as dis- 
trict sales manager with headquar- 
ters at Cleveland, Ohio. Mr. Barner 
has had wide experience in the 
materials handling field and is 
thoroughly familiar with the appli- 
cation of hoists and the solution of 
hoisting problems. 














HERE IS THE REASON WHY— 


—you can center a "TOLEDO" No. IBR on the pipe accurately and easily and 
be sure of smooth, standard taper threads straight on the pipe. 


Three broad-faced chuck jaws with 154” x 34” gripping surface holds the tool 
firmly to the pipe and assures it being centered accurately. Far greater grip- 
ping surface than any other |” to 2” tool. Minimum number of moving parts— 
minimum wear. These jaws eliminate any cocking or wobbling of tool on the 


pipe and give far greater assurance of threads being straight on the pipe. 


You can render real service to your trade by recommending the "TOLEDO" 


No. IBR I” to 2” threader with the long life, accurate centering pipe holder. 





THE TOLEDO PIPE THREADING MACHINE CO. 
TOLEDO, OHIO ae DO” ew York Office, 72 Lafayette St 


THEY'LL DO BETTER 








WITH A "TOLEDO" 
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@ THERE is a great opportunity today 
for the mill supply house to get closer 
to the industrial buyer on many items. 

With industrial stockrooms becoming 
depleted, and with buying generally on 
a hand-to-mouth basis, many purchasing 
departments are finding orders for small 
brass tube fittings and pipe fittings, for 
quick delivery, something of a headache. 

This provides the ideal opportunity 
for the industrial supply house to step 
in and demonstrate the value of its serv- 
ice on such items. 

The Imperial set-up on fittings and the 
practical sales aids available to jobbers, 
enable the supply house to develop this 
business with minimum effort, and to 
service customers’ orders with maxi- 
mum satisfaction and profit to everyone 
concerned. 

A similar situation exists on other Im- 
perial items such as tubing service tools, 
gas welding outfits, welding rod and 
electrodes, air nozzles, Sette faucets (for 
steel drums) and paint spray equipment. 

Many supply houses have strength- 
ened their position with industrial or- 
ganizations by adding one or more of 
these Imperial items to their lines. We 
believe you also will find it profitable 
to check up on the sales possibilities for 
Imperial products. 


THE IMPERIAL BRASS MFG. CO. 


511 S. Racine Avenue, Chicago, Ill. 





Fittings: The Imperial line in- 
cludes Hi-Duty, compression, 
S. A. E. flare, inverted flar2 
and solder fittings to solve any 
connection problem in copper, 
Shelby, aluminum, Bundy, 
Bundy Weld, Monel or steel 
tubing. 


Tools: A wide variety of prac- 
tical, inexpensive tubing tools 
for bending, cutting or flaring. 


Welding Outfits: Oxy-acetylene 
outfits for every welding, cut- 
ting and brazing requirement. 


Welding Rod and Electrodes: 
A full line of finest quality rod 
and electrodes for cast iron, 
steel, brass, phosphor bronze, 
copper, aluminum, etc. 


Air Nozzles for blowing dirt 
and metal chips and for clean- 
ing machines and blowing out 
tubing lines. 


Sette Faucet: The most prac- 
tical and serviceable lock- 
lever, metal-to-metal scat fau- 
cet for oil, gasoline, kerosene, 
alcohol, light varnishes, clear 
lacquers, thinners, solvents, 
anti-freeze solutions, etc. 


Paint Spray Equioment includ- 
ing spray guns and accessories 
for handling all classes of 
painting. 


IMPERIAL 


Industual 2 
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Machine Tool Show 
Scheduled for Oct. 4-13 


A 1939 Machine Tool Show, to be 
held in Cleveland, October 4th to 
13th, was just announced by the Na- 
tional Machine Tool Builders Associ- 
ation. Both in number and range of 
exhibits and in improvements in per- 
formance and design of machine tools, 
this year’s show is expected far to 
surpass the last Machine Tool Show 
which was held in Cleveland in 1935. 

The show will be housed in Cleve- 
land’s $15,000,000 Public Auditorium, 
which contains over six acres of 
exhibition floors. “Of this space, 
150,000 square feet will be taken up 
by the actual booths of exhibitors, 
ranging in size from 200 to 4000 
square feet. 

Eighty-five per cent of the exhibit 
space will be devoted exclusively to 
the showing of machine tools. The 
balance will contain displays of mak- 
ers of machine tool accessories, and 
of publishers of magazines covering 
the machine tool field. 

Manufacturers from all over the 
United States and from many for- 
eign countries are expected to visit 
the show. Admission will be by 
registration, with registration fee 
of $1.00. 

“This year’s show is purely a 
business proposition,” said Wendell 
E. Whipp, president of the National 
Machine Tool Builders Association 
and president of the Monarch Tool 
Co., Sidney, Ohio. “Registration fee 
is charged mainly to insure that at- 
tendance will be confined to people 
who have a direct dollars-and-cents 
interest in better machine tool equip- 
ment. Rules governing displays have 
been worked out with a view toward 
maximum visibility and a minimum 
of crowding.” 

In connection with the Machine 
Tool Show there will be held a 
series of evening meetings sponsored 
by the Machine Tool Congress, 
which will be open to the people 
attending the show. Speakers at 
these meetings will include outstand- 
ing industrialists and engineers. 


Corner of one of Great Lakes Supply Co.'s 
roomy equipment display floors with in- 
terested visitors viewing graders and trac- 
tors at formal opening of new equipment 
division. 





ONE DEPENDABLE SOURCE OF SUPPLY 


Monobloc 
Centrifugal Pump 


Capacities to 1100 g.p.m. 


Split-casing 
Centrifugal Pump 
Capacities to 3000 g.p.m. 

Heads to 575 ft. 


Heads to 280 ft. 


Frame-mounted 
Centrifugal Pump 
Capacities to 300 g.p.m. 

Heads to 120 ft. 


Turbine Well Pump 
Capacities to 6000 g.p.m. 


Heads to 600 ft. 


Vertical Air Compressors 
Water-cooled Air-cooled 
Displacements 
to 67 c.f.m. to 25 c.f.m. 
Pressures to 250 Pressures to 200 
Ib. , sq. in. Ib. ‘sq. in. 


Rotary Pump 


Displacements 


Capacities to 2500 g.p.m. 
Viscosities to 500,000 S.S.U. 


' 














HE Worthington line of 
pumps and compressors, 
being complete, requires no 
compromise in_ selection. 


There is an exact unit for 


every condition— and every 


unit will give the utmost in 
efficiency and dependability. 


The Worthington Dealer Plan pro- 
duces results. Write us for details. 














Horizontal Single-Stage Air Compressor Two-stage Air Compressor 
Displacements to 2042 c.f.m. 


Pressures to 150 Ib. sq. in. 


Displacements to 445 c.f.m 


Tank-mounted . . . Base-mounted Pressures to 125 Ib. sq. in. 





Air Compressors 


Displacements to 45 c.f.m. 
Pressures to 200 Ib. /sq. in. 


Triplex Power Pump 


Multi-V-Drive 
Fracticnal to 1500 hp. 


Capacities to 50 g.p.m. 
Pressures to 250 Ib. ‘sq. in. 


Duplex Power Pump Duplex Steam Pump 
Capacities to 420 g.p.m 


Pressures to 350 Ib. sq. in 


Capacities to 488 g.p.m. 
Heads to 315 |b. sq. in. 


WORTHINGTON PUMP AND MACHINERY CORPORATION «+ General Offices: HARRISON, NEW JERSEY 


V Vion —-G enn mon 
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BARNES 


Fd 


Yes, of course he needs help, just as any 
of your customers may need help when first 
they try to string a band saw. That's why it's 
so important to have a Barnes Metal Cutting 
Manual within reach of every one of your 
customers. Written in simple English and 
chuck full of usable imformation, this little 
book deals with band saws and hack saw 
blades in a way that practical men can easily 
understand. Incidentally, it describes Barnes 
Band Saws and Hack Saw Blades with par- 
ticular reference to the metal cutting perform- 
ance which each delivers. 


Decide today to stock Barnes Band 
Saws and Hack Saw Blades. Make up your 
mind to place this 32-page Manual in the 
hands of every one of your customers. Last, 
but by no means least, remember this: Barnes 


Field Men help you sell. 


Your letter of inquiry is the first step in 
the right direction. 
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Our Readers Say 








Dear Editor: 


In a recent issue of your mid- 
month edition of MILL SuppPties is- 
sued March 25th, we were interested 
to see that you featured the pos- 
sibilities for sales in Wire Rope and 
the accessories that go with it. 
In the same issue, an article on, 
Manila Rope was carried. 

It so happens that during the 
month of April, our sales organiza- 
tion, as a part of the “Product of 
the Month” sales campaign, that 
was inaugurated by us the first of 
October last year, have been em- 
phasizing the sale of Wire Rope 
and Manila Rope, together with the 
kindred lines that are sold with 
these products. The information in 
your magazine, paralleling our 
program, was both timely and valu- 
able, and I took occasion to call 
these articles to the attention of 
our sales organization. I do not 
know that this was especially neces- 
sary, because your records will show 
that we have subscribed liberally 
to Mitt Suppwies, in order that 
those in our organization, interested 
directly or indirectly in sales work, 
receive the benefit of the interesting 
and valuable information that each 
issue contains, and I am sure that 
the articles referred to in the March 
25th issue, would not go unnoticed. 
It would be hard to point out any 
particular features of your publica- 
tion that are especially worthwhile, 
because you are entirely covering 
the field and personalizing much of 
your information in such a way that 
it is bound to command attention 
and appreciation. 

Ep. GOLLWITZER, 
Secretary and Manager, 
Pratt-Gilbert Hardware 

Co., Phoenix, Ariz. 





Jesse F. Dando (left), Chas. Bond Co., 
Philadelphia, telling a good story to C. 
Carter Bond, same company, and Geo. 
W. Hall (right), Keystone Lubricating Co., 
at a recent industrial show in Philadelphia 
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Carriage Bolts, all sizes from j,” to %” diameter, any 
length. 

Machine Bolts, all sizes from 4” to 1%” diameter, any 
length. 

Lag Bolts, all sizes from 4” to %” diameter, any length. 
Wood Screws, steel and brass, Flat—Round—and Oval 
Head, sizes from No. 0 to No. 24 diameter. 

Machine Screws, steel and brass, Flat—Round—and Oval 
and Fillister Head, sizes from No. 2 to %” diameter. 
Cap Screws, Hexagon Head, U.S.S. and S.A.E. Threads, 
low carbon steel and S.A.E. 1035 steel. Sizes from 4” 
to %” diameter. 

Cap Screws, Flat—Round and Fillister Head, carried in 
stock in leading sizes only. 

Set Screws, Square Head, Cup Point, sizes from 4” to 
%” diameter in any length. 

Set Screws, Headless, Cup Point, carried in stock in 
leading sizes only. 

Sheet Metal Screws, Type A, gimlet point, Flat—Round 
—Binding and Oval Head. 

Phillips Recessed Head Screws and Bolts, all standard 
types and sizes. 

North Bolts, or Ribbed Neck Carriage Bolts, Oval—Bas- 
tard and Seat Head. All usual sizes. 


e 
s 


MILL SUPPLIES 


On nuts and bolts and 
screws and such, 
With “National” you'll 


profit much. 


attona 


HEADED AND THREADED 
PRODUCTS 


FIFTIETH YEAR * 1889-1939 
; COMPLETE LINE 
DEPENDABLE SERVICE 


CUSTOMER SATISFACTION 


FAIR PROFIT FOR YOU 


Plow Bolts, No. 1, No. 2, No. 3 and No. 4 Heads, all 
sizes. Regular and repair heads. 

Elevator Bolts, No. 1 and No. 2 Heads, all sizes. 

Step Bolts, sizes from 4” to %” diameter, all lengths. 
Stove Bolts, Flat—Round—Low Round—Oven and Oval 
Head, sizes from %” to %” diameter. 

Tire Bolts, Fluted Shank, sizes %” to 3%” diameter. 
Semi-Finished Nuts, coarse and fine thread _ series, 
American Standard Heavy (Old U.S.S.), Regular (Old 
American Standard), Light (Old S.A.E. Standard), both 
full and jam nut dimensions. 

Slotted Nuts, coarse and fine thread series as above. 
Castle Nuts, made to American Standard light dimen- 
sions (Old S.A.E. Standard), all sizes from %4” to 1%”. 
Cold Punched Nuts, Hexagon and Square, heavy and 
regular. 

Hot Pressed Nuts, Hexagon and Square, heavy and reg- 
ular. , 
Machine Screw Nuts, steel and brass, Hexagon and 
Square, sizes from No. 2 to %” tap. 

Spring Cotters, steel and brass, regular square end, 
and/or extended prong, sizes from »)” to %” diameter. 
Rivets, Flat—Oval—Wagon Box—Truss Head and Coun- 
tersunk, all sizes up to %” diameter. 

Bicycle Spokes and Nipples. 

Tacks, Nails, Staples. 


THE NATIONAL SCREW & MANUFACTURING CO., CLEVELAND, OHIO 
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lr You N EED More 


Sates AND p? ROFIT 








Look for rotary 


pump business at 


Steam Railroads 

Electric Railways 

Marine Industries 

Aviation Fields 

Electric Light and Power Plants 
Gas Plants 

Water Works and Filtration 
Highway Departments 

River, Harbor and Canal Comm. 
Misc. Mines 

Road Construction 

Hospitals 

Steam Laundries 

Cleaning and Dyeing Plants 
Chemicals and Drugs 

Coke and Gas Plants 
Fertilizer Mfrs. 

Gelatine, Glue and Soap Plants 
Gasoline and Oil Marketers 
Sugar Mills 

Canning and Preserving 
Beverages 

Steel Mills 

Machine Shops 

Mech. Machinery Builders 
Hydr. Machinery Builders 
Electrical Mach. and Equip. 
Automotive Industries 
Shipbuilding and Dry Docks 
Railroad Repair Shops 
Cotton Manufacturers 

Knit Goods 

Silk Manufacturers 

Woolen Mills 

Rayon Mills 

Shoe Factories 

Paper Products 


—Also many other plants where 
clean liquid must be moved. 








follow the lead of 
leading distributors 


they find it pays big dividends 
to sell rotary pumps to plants 
they are calling on day after 
day. By selling rotary pumps 
these distributors are also selling 
more and more piping, valves, 
fittings, tools, labor, etc. 


Sells $16,206.77 Annually 


One Roper distributor averages 
$16,206.77 worth of Roper 
pumps every year. This amounts 
to $1,350.56 per month or over 
$50.00 a day. <A nice pick up 
for anyone! 


Another gets $16,036.67 


Another Roper distributor aver- 
ages $16,036.67 annually on 
Roper pumps alone. 


Over $1,000 per month 


For more than 24 months an- 
other of our distributors has sold 
on the average of $1,172.11 
worth of Roper Pumps. This 
amounts to close to $50.00 per 
day. 


In fact most Roper distributors 
average more than $1,000 per 
month in pumps alone. Add to 
this the sales of pipings, valves, 
fittings, etc. and you can realize 
why ROTARY PUMPS (Roper of 
course) are profitable to carry 
and push. 


WRITE TODAY for an outline of 
the profitable Roper Sales Policy 
and the effective Sales Promo- 
tional Campaign. Geo. D. Roper 
Corporation, Rockford, Illinois. 


ROPER K-ta.. PUMPS 


OEP ENODOABLE 


SInce 1657 
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Johnny Campbell (second from right), 
Abrasive Machinery & Supply, Newark, 
joins a couple of visitors as R. H. Han- 
cock (right), Osborn Mfg. Co. explains 
the merits of brushes at Abrasive's recent 
industrial show 


Pulver, Chicago, Out 
With 704-Page Catalog 


Pulver Machinists Supply Co. has 
brought out catalog number 39, a 
704-page book covering completely 
all the lines handled by this well 
known Chicago house. 

Features of the new Pulver cata- 
log include an index notable for 
the legibility of its type; numerous 
attractive colored inserts by manu- 
facturers, and the appearance of 
prices of all high speed drills, taps, 
cutters, end mills, hack saw blades, 
counterbores, and so forth, in red. 
This latter feature is employed in 
order to make it easy for the cus- 
tomer to distinguish between high 
speed and carbon tools and_ thus 
eliminate pricing errors. The hard 
cover is strong in a combination 
of orange and black. 

The catalog proper was done by 
the planograph process. Weinberg 
and McKee, Inc., Chicago, were 
compilers and publishers. Publica 
tion of the catalog was delayed 
somewhat by the illness of Fred S. 
Pulver, a veteran of 43 years in the 
Chicago industrial supply field, who 
applied his long experience to direc- 
tion of compilation from the Pulver 
company’s end. Mr. Pulver is now 
much improved in health, however, 
and back on the job daily. 

Pulver Machinists Supply Co. also 
announces that it is now distribut- 
ing the Delta Manufacturing Co. line 
of power machines and tools. 


Weinheimer In New Post 


Edward F. Weinheimer, formerly 
in the by-product coke department 
of Great Lakes Steel Corp., Ecorse, 
Mich., is now representing Ironton 
Fire Brick Co., Ironton, Ohio in 
Virginia, West Virginia and western 
Pennsylvania. 





O Gt DROP FORGED STEEL 


GATE METER VALVES 


“These new Vogt Drop Forged Steel Gate Meter 
Valves are strong and tough and they prove they 
can “take it,” by giving continuous, drop-tight 
service in meter and gage lines at high pressures 
and high temperatures.” 

“Seats are rolled-in and easily removable; the gate 
is of the loose, slotted type and a ground joint is 
between the body and bonnet. You can get them 
in 4" 3%" 4" 34" and 1” sizes with stainless steel trim 
or all-stainless steel to suit operating conditions.” 


“SUPPLEMENTARY PAGE 39-C GIVES FURTHER DETAILS--WRITE FOR IT!” 


HENRY VOGT MACHINE CO., Inc., Louisvitte ,ny. 


NEW YORK ° PHILADELPHIA ° CLEVELAND ° CHICAGO ° DALLAS 
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There are 4 REASONS 


why DUMORE 
IS A GOOD SALES LEADER 
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Chester Klieves, Northwest representa- 
tive for Whitman and Barnes, admires the 
display of his company's tools in a show- 
case of the Campbell Hardware Co., 
Seattle distributor. The photographer suc- 
ceeded in getting everything in this pic- 
ture in one plane, but it really covers a 
depth of 25 to 30 feet. Behind the tool 
display come spray guns, then brass and 
bronze specialties, and, up on the balcony, 
V-belt pulleys 


Dallas Machinery Show 
Plays Host to 500 


Over 500 delegates viewed the ma- 
chinery show, staged by the Oil Mill 
Machinery Manufacturers and Sup- 
ply Men’s Association at Dallas, 
Texas, May 24-26. The exposition 
was held in connection with the 46th 
annual convention of the National 
Oil Mill Superintendents Associa- 
tion. The Tri-States and Interstate 
Oil Mill Superintendents Association 
were guests. 

Election of officers was held on the 
last day of the convention. Charles 
Orr, San Antonio Machinery & 
Supply Co., Waco, Texas was named 
president. Charles Campbell, Mur- 
ray Co., Carver Division, Dallas, 
Texas, vice-president, and Webb 
Sowden, Sowden Sales Co., Dallas, 
as secretary-treasurer. 


Experienced Supply Man 
Wants Additional Lines 


Are you looking for additional 
representation in the mill supply or 
hardware field? Now available is a 
salesman who has represented a na- 
tionally known manufacturer in the 
metropolitan area for the past three 
years and has a following of dis- 
tributors in New York, New Jersey 
and Connecticut. He is 29 years of 
age and married. 

Any manufacturer interested in 
securing additional representation 
through this experienced salesman 
may write or wire the editor, MILL 
Suppwies, 330 West 42nd St., New 
York City. 





U.S.A. 


MASS., 


TWIST DRILL AND 
MACHINE COMPANY 


NEW BEDFORD, 
CHICAGO STORE: 570 WEST RANDOLPH ST, 
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NTRODUCED IN JANUARY, sales up 118% 

in February, 211% in March, 429% in 
May and still climbing! Carboloy Masonry 
Drills—the most outstanding drill develop- 
ment ever introduced for drilling concrete, 
tile, brick, slate, etc.—are getting an un- 
precedented reception from electricians, 
plumbing and heating contractors, plant 
maintenance men and many others who 
drill holes in construction materials. 


Helps Sell Portable Drills 


Any portable electric drill does a faster, 
cleaner, quieter job when Carboloy Masonry 
Drills are used. Demonstrations not only sell 
Carboloy drill points but help you sell more 
portable drills. Nospecial equipment needed. 
Can be used in any rotary drill. 


FOR DRILLING BRICK, 
CONCRETE, TILE, ETC. 


FASTER! 


For All 
Rotary Elec 
tri Portable 

Drills 


Nationally Advertised 


Backed by an advertising campaign 
in national publications reaching 
electricians, plumbers and plant 
maintenance men. 


A New Kind of Metal 


Carboloy Masonry Drills contain a 
special metal harder than the 
hardest steel and many times 
harder than any construction 
material drilled. That's why such 
amazing results are obtained on 

all non-metallic § drillin jobs. 
Made by a subsidiary of General 
Electric Company. 


CARBOLOY COMPANY, INC. 
11133 East 8 Mile St. 
DETROIT, MICH. 


CARBOLOY 


- 


Masonry an 


Write today 
for leaflet 
and quick. 
Profit resale 
Proposition 


Drills 


vears 


January 1, 


Vote in House Freezes 
Security Tax at 1 Per Cent 


Distributors and their employees | 


were affected favorably by the action 
if the House of Representatives when 
by a vote of 361 to 2 the House 
recently passed a bill liberalizing the 
present social security act. Chief 
‘ffect felt by distributors and em- 
ployees will be the freezing of the 


| security tax at 1 per cent for the 


1940, 1941 and 1942. The 


| present law provides for an increase 


in the tax to 1$ per cent beginning 
1940. 

Other proposed changes in the 
law that will be of general interest 
to distributors are: 


1. Provision whereby the states 
vith ample reserves may reduce the 
existing unemployment tax below 
2.7 per cent now prevailing. All but 
iive states will be able to take ad- 
vantage of this reduction in 1940, 
thus effecting a saving to the em- 
plovers paying the tax of $200,000,- 
O00 to $250,000,000 next year. 
2. Limiting the assessment of the 
unemployment compensation tax for 
the first $3,000 in salaries or wages 
paid. This in effect will be a reduc- 
tion of $65,000,000 a year in the un- 
employment taxes now paid by em- 
plovers. 

3. Provision for refunding to em- 
ployers who paid unemployment 
taxes late to the states in 1936, 1937 
and 1938, an operation involving 
about $15,000,000. 

4+. Covering of approximately 
1,100,000 additional persons for old- 
age insurance. 


The postponement of taxes which 
would otherwise have been paid, and 
reductions to be accomplished in ex- 
isting taxes, as in the case of the 
unemployment compensation levies, 
the Ways and Means Committee of 
the House said, “will amount to 
$1.710,000,000 for the three-year 
period 1940-1942.” However, a tax 
ot 2 per cent old-age insurance tax 
on both employers and employees be- 
comes effective beginning the cal- 
endar year of 1942, to increase to 
24 per cent in 1946 and to 3 per 


cent in 1948, 


Iber Named Chairman 
Chicago Association 


At the last meeting of the Chicago 
Mill Supply Association, Oscar Iber, 
ot Q). 
dent. Vice chairman is S. H. Clark, 
Samuel Harris & Co., Inc. 

Directors of the 
clude: E. K. Welles, Charles H. 
Besly & Co.; Harry A. Pulver, Pul- 
ver Machinists’ Supply Co., and 


Iber ( Di 


association in- 


R. E. Kramer, H. Channon Co. Miss | 


Williams will 


secretary of the 


Elizabeth serve as 


association. 
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was elected presi- | 


Cut V-Belt 
Inventories 


VERY strand of a Veelos 
V-Belt multiple drive can 


be adjusted so that it carries 


its exact share of the power 


load. That’s just one of the 
reasons why industrial V-Belt 
local 


users are asking for 


stocks of Veelos. 

You'll like it, too, because 
Veelos means low inventories, 
quick turn-over, no “out of 
stocks”, new customers and 
additional profits. 


Write for our jobber proposition 


MANHEIM MANUFACTURING & 
BELTING COMPANY 
Manheim, Pa. 
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“Ferrenewo” Plug 
Type 
Fig. 1021-P 
150 lb. S.P. 


“Renewo” Plug Type 
Fig. 73-P 
200 Ib. S.P. 
Fig. 16-P i 9 y = 
300 Ib. S.P. ; —— g 33 
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They Last, 
Work_ Fast, 
Cut Straight! 


Spartans Stay Sold 


Meet the demand for superior hack 
saw blades by stocking Spartans, made in 
Genuine Tungsten High Speed Steel, 
Kutall Molybdenum High Speed, 2 in 1, 
Flexard, All Hard and Flexible hack saws; 
also Metal-Cutting Band Saws. 


We Protect Spartan Distributors and Their Profits 


HACK and BAND SAWS 


Consistent Advertising of 
Good Gaskets has made 
Goetze the Recognized 
Standard of Quality— 
and the Leader in Supply 
House Sales. 


GOETZE GASKET & PACKING CO., INC. 


26 Allen Avenue, New Brunswick, N.d. 


@ 97°F" bo GASKETS 


‘America’s Oldest and Largest Industrial Gasket Manufacturer” 
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| Samuel O. Paull Dies; 
Secretary Eagle Mfg. Co. 


Mr. Samuel O. Paull, 69, secre 
tary of the Eagle Manufacturing 
Co., Wellsburg, W. Va., died June 
7th, in the Johns Hopkins Hospital, 
Baltimore, Md. Mr. Paull had been 
seriously ill but a short time. Death 
is attributed to a heart attack in- 
duced by an asthmatic condition trom 
which he had suffered for a number 
of years. Born in Wheeling, W. Va., 
at an early age his family moved to 
Wellsburg where he had since re- 
sided. 

With his two brothers, now de- 
ceased, he organized the Eagle Manu- 
facturing Co. in 1894. Mr. Paull was 
also president of the Wheeling 
Stamping Co., Wheeling, W. Va. 

By reason of his extensive travels 
throughout the country for the Eagle 
Manufacturing Company, Mr. Paull 
enjoyed an exceptionally wide 
quaintance. 








Convention Cruise 


(Continued from page 25) 








| the manufacturer's representatives while 


they are setting up their displays. It 
is most important, I feel to give every 
help possible to the manufacturers’ rep- 
resentatives. A list of rules and direc- 
tions, given them when the show is 
ready to open, helps greatly in answer- 
ing any questions and incidentally tells 
them in a nice way what is expected of 
them. When the show is over, the dis- 
tributor should have sufficient men to 
help the manufacturers’ representatives 
pack their displays and get them 
shipped. 

I believe that a great deal of in- 
formation can be gathered by attending 





LINKS LUMINARIES 


A. E. Thornton, Skinner Chuck Co., had 
the low gross score at the one-day golf 
tournament held at Mid-Ocean Golf Club 
in Bermuda. His 76 won him the cup. 
Low net for the day went to J. A. Carey, 
Walker-Turner Co., with an 89-25-64. 

Other low scorers in the event are as 
follows: 

Second low gross, S. D. Conant, Sligo 
Iron Store Co., 82; second low net, 
George Endres, Billings & Spencer Co.; 
third low gross, Lou Stoner, Jacobs Chuck 
Co.; third low net, C. O. Hedner, Yale & 
Towne Mfg. Co.; low gross nine, Jerry 
Tone, Carborundum Co.; most threes, 
Tony Glesener; most fours, W. W. Ford, 


| Youngstown Sheet & Tube Co.; high score 
| on one nine, H. E. Smith, Smith Winches- 
| ter Co. 





The convention is now history but the problem of how 
to increase sales is ever present. Your sales of Jacobs 
Chucks can be increased by more than 10%. Simply 
make a point of always asking the customer if he needs 


Arbors when he places an order for Jacobs Chucks. 


extreme accuracy and insure to users the 


maximum accuracy of the new Jacobs 


Chucks. 


THE JACOBS MANUFACTURING COMPANY 


HARTFORD CONNECTICUT. U.S.A. 
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Exceptionally fine finish. All 
threads clean and accurate— 
gauge inspected. No burrs or 
rough edges. A standard type 
and size for 


Specials. 


every need. 




















Thumb, square, and hexagon; 
hot pressed and cold punched, 
semi-finished; castellated brass, 
bronze, and hardened. 
Specials. 


case 








Made in cap, coach, lag, col- 
lar, set and special types. 
Large stocks, modernly pack- 
aged, complete facilities, and 
a close-knit organization assure 
you full satisfaction. 




















W rite for 
Catalog 


Cian Brosott 


MILLDALE, CONN, 








Since 1854 


other distributors’ exhibits and pur- 
chasing agents’ shows. 

I purposely kept last for emphasis 
what should have been mentioned first 
That is, the appointment by the dis- 
tributor of a man in his organization 
who will have complete charge of the 
exhibit. He 
type, with 


should be the aggressive 
initiative, who will have 
such close contact with details that he 
will know all the answers. 


RECIPROCITY 


Cause for Resolution 


Distributors and manufacturers 
alike speak frankly on an old sub- 
ject, with none having a kind 
word to say for a practice that 
now stands condemned by of- 
ficial proclamation of three 
associations 


J. H. Williams R. Tewksbury 


Spades called spades as dis- 
tributors and manufacturers dragged 
the skelton, Reciprocity, out of the 
closet and gave it a verbal lashing at 
the second joint session, held Saturday 


morning, May 27. 


were 


discussion 


Western 


Leaders in the 
Charles E Curtis, 
Stores, Milwaukee; Roger Tewksbury, 
Oster Mig. Co., Cleveland; J. H. Wil- 
liams, J. Hl. Williams Co., New York; 
and Wm. Given, Vann, 
Birmingham, Ala. 

Distributors who go outside of their 


were 
Iron 


Young and 


natural trading areas to solicit business 
from manufacturers they represent, and 
manufacturers who hold out as bait to 
distributors the 


orde Ts 


promise — of 

their plants when 
outside the distributor's 
normal operating areas, were urged to 
While these two 
recognized as the principal 
causes of unhealthy reciprocity busi- 
ness, the suggestion was made that 
distributors seeking reciprocity 


supply 
from these 


plants are 


‘ 4 
cease such practices. 


forces were 


some 
business outside their own areas might 
have been influenced by the actions of 
some manufacturers years ago in 

their distributors 


business in sections 


couraging 
where th 
manufacturers ) having 
in marketing their products. 


were 
There was general acceptance 

fact that while reciprocity business out 
side the distributors’ natural trading 


areas has not yet reached alarming pro- 
portions, it is an evil germ which, if 
allowed to spread, might create chaotic 
conditions in the industry. As a result 
of this discussion, committeemen of the 
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SRUZNES) 


SAFETY CAR MOVERS 


Easy to 

Use. Safe, 
Sturdy and 
Slip Proof. 


The heads of the Car Movers are 
short, compact, and powerful. The 
weight is so distributed that the 
balance is perfect .. . always right- 
side up without effort on the 
operator's part. 


This mover will get under the load 
and place the handle high, en- 
abling the operator to use fu! 
strength safety in starting the car. 


SAFETY HOPPER 
CAR WRENCHES 


Positively safe, doubly efficient— 
its automatic safety feature, the 
ball-bearing ratchet head revolves 
with the car spindle, leaving the 
handle stationary in the hands of 
the operator. 


SELL SWACO'S FOR 
SATISFIED CUSTOMERS 
AND GOOD PROFITS 


SAFETY WRENCH & 
APPLIANCE CO. 


WORCESTER MASS. 

















FIG. 102 
BRONZE GLOBE 


FIG. 375 
BRONZE GATE 
VALVE. 


RUGGED VALVE 
CONSTRUCTION 
FIG. 150 ' IS ESPECIALLY DESIR- 
BRONZE GLOBE ABLE TO THE ENGINEER. 
VALVE. _ IT MEANS WITHSTANDING 
7 ABNORMAL WORKING CON- 


DITIONS - - - YEARS OF 

SAFE, TROUBLE - FREE 
VALVE PER- | 
FORMANCE 


POWELL VALVES 


THE WM. POWELL CO. CINCINNATI, OHIO 
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that satisfy your 
most exacting customers 


“ALLIGATOR =e ; Dp BRAND” 


The line is complete in sizes, shapes and cuts. 
For twenty-five years CARSON-NEWTON have 
been making files, INDUSTRY have used them, 
they are accepted by the most particular file 
users on the basis “THERE IS NOTHING 
BETTER.” 


In some sections we can accept distributors. If 
you want a real profitable quality high grade 
complete line of files write us— 


CARSON-NEWTON CO. BELLEVILLE, N. J. 


To achieve and hold leadership for 
nearly a century in the manufac- 
ture of a single product, requires 
constant progressiveness in manu- 
facturing methods and processes, 
in management policies and trade 
relations. R B & W has always 
pioneered in developing faster and 
more accurate machines for the 
production of bolts, nuts and rivets 
-led the way in developing new 
and better materials and finishes. 
It has set and achieved ever rising 
standards of strength, uniformity and accuracy. Today, in three complete plants. 
modern machinery and equipment operated by skilled workers assure unfailing 
quality. 
Leadership has made EMPIRE Bolts, Nuts Rivets, Screws and Washers the stand- 
ards by which industrial fastenings are judged the world over. 
You can meet all customers’ demands by maintaining a stock of R B & W quality 
products furnished from larg> warehouse facilities which insure prompt delivery. 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY 


PORT CHESTER, N.Y. ROCK FALLS,ILL. CORAOPOLIS, PA. — 
SALES OFFICES: CHICAGO’ DETROIT’ PHILADELPHIA 
DENVER * SAN FRANCISCO - LOS ANGELES - SEATTLE * PORTLAND 
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three associations met, drafted an out- 
spoken resolution which was later ac- 
cepted by the entire convention. 


TRAINING 
SALESMEN 


Telephone System 


“The unseen salesman is a_ great 
factor in holding or losing business,” 
said Wm. Bridges, Buhl Sons, Detroit. 
“A capable, courteous inside man who 
knows the stock is needed. Our firm 
makes a periodical checkup on lines— 
through the telephone company. We 
have learned when the daily, weekly 
and monthly peaks occur and see to 
it that there is sufficient manpower 
available to handle these peaks.” 

Schools are held outside of office 
hours to teach the boys points about 
special lines. Each is given a list of 
customers to call at times when they 
are not busy. This plan, according to 
Mr. Bridges, is a business getter and 
has taken hold. Many customers wait 
for this call, making up their list of 
needs in anticipation of it. The prac- 
tice is not only good experience in 
salesmanship but also gets the order 
taker better acquainted with the 
customer. 


Training Methods 


A system of cooperating with two 
universities, one located in Cincinnati, 
one in Cleveland, was described by 
J. M. Bruening, Ohio Ball Bearing Co. 
Students have been secured from these 
institutions to do inside work in the 
supply house. The plan was later 
helped along by a manufacturer who 
contributed his own experience with a 
plan of this sort. At present when a 
boy has graduated from university and 
has been working part time with the 
firm for two years or so he is given 
a post graduate course wherein he 
learns technicalities about the various 
products. For one period he works 
in a ball bearing plant; then later he 
is sent to a roller bearing plant. “Even 
so,” concluded Mr. Bruening, “when he 
gets back to us, it’s still a problem 
whether or not he has ability as a 
salesman.” 


Credit for Orders 


Answering the question, “Are sales 
men entitled to full credit on mail and 
phone orders?” Bill Todd, Somers, 
Fitler & Todd, answered with an em- 
phatic “Yes!” “The creation of good- 
will by salesmen doesn’t always bear 
immediate fruit,” he explained. “It 
the territory is assigned, the salesman 
should get full credit for the business 
coming out of it, whether the order 
is brought in, mailed or given over the 
telephone.” 


Compensation 


“Years ago we paid all our sales- 
men on sales,” said S. D. Conant. 
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thes ; of specification. But when it comes to service life, there's 
: where you find the difference. Wickwire Spencer has 
built up its long list of regular users from one-time 
buyers. Wickwire Rope has that demonstrated quality 


that produces longer rope life. You can’t see it, you can’t 
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rth | WICKWIRE SPENCER STEEL COMPANY 


General Offices: 500 Fifth Avenue, New York City; Sales Offices 
and Warehouses: Worcester, New York, Chicago, Buffalo, San 
Francisco, Los Angeles, Tulsa, Chattanooga, Houston, Abilene 
Texas, Seattle. Export Soles Department: New York City 
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MARVEL ssaneaninn 
MARVEL High-Speed-Edge Blades are positively Non- 
Breakable because of their patented composite construc- 
tion—senuine tungsten hign speed «eel teeth (1), ele tric- 
ally welded (2) to tough, non-breakable alloy steel back (3). 
Only these composite blades can be both strictly high speed 
ana at the same time positively unbreakable, can as,ure 


the finest cutting edge and its full cutting life. They permit 
higher operating speeds and greater feed pressures—step-up 





production to macane capacity. Box for Box they wiil 1. Genu:ne 18% tung- 
out-cut all others still, cost no more than ordinary high sten High Speei 
speed blades. steel “Teeth” 


Sell MARVEL Hich-Speed-Edge Hack Saw Blade; for volume 
sales ani the customer satisfacton that assures steady 
repeat business. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5753 Bloom njydale Ave., Ch'cago, U.S. A. 
Eastern Sales Office: 
199 Lafayette St.. New York 


Nn 


- Integrally Welded 


Ww 


- Tough Alloy Steel 
Back 























Wherever you call you will 
find pumps in service in all 
types of plants—and you can 
always sell Goulds Pumps 
with confidence— 


1 Because Goulds build a 
"= pump for every liquid han- 
dling service. 


2 Because the experience of 
* 90 years of pump building is 
embodied in every unit. 


3 Because the skill and facili- 
® ties of Goulds—the world’s 
largest pump manufacturer—in- 
sures dependability and long life. 


4 Because every pump that 
® leaves the Goulds plant has 
passed an individual service test. 


5 Because Goulds Pumps are 
® priced right, too—for easy 
sales with substantial profits — 
under a rigidly maintained policy 
that protects the legitimate dis- 
tributor. 





Write today and learn why Goulds Pumps enable you to sell with real confidence. 


® 9209 
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Sligo Iron Stores, St. Louis, “but now 
we pay nearly all of them on a per- 
centage of profit. The men get a report 
every month on sales and profits. They 
watch these figures carefully. As soon 
as we can get all salesmen vitally inte- 
rested in profits we are on our way to 
making money.” 


QUANTITY 
DISCOUNTS 


Controversy 


Opinions expressed by P. G. 
Maddock, Maddock & Co., Phila- 
delphia, are supported by some 
distributors and actively op- 
posed by a number of others. 


Sparks flew in a National Associa- 
tion meeting when Perc Maddock read 
his paper expressing favor of the ex- 
treme suggested resale discount over 
the quantity discount practice. Evi- 
dently this subject affords little room 
for a distributor to remain neutral. 

“There are many advantages to each 
method,” said Mr. Maddock, “‘and there 
are also many disadvantages. The 
quantity discount, in principle and ac- 
cording to theory, should be the most 
advantageous to the distributor. It 
shows a larger margin of profit over a 
period of time because smaller quanti- 
ties are sold at a higher price to take 
care of handling charges. It also 
encourages buyers to place orders of 
larger quantities, eliminating items 
which tend to increase our overhead. 

“On the other hand, one important 
objection is the inability of distributors 
to adhere strictly to the resale price. 
Manufacturers are making a _ sincere 
effort to keep distributors selling their 
products at suggested resale prices, but 
with continual complaints, particularly 
on small quantities, they will become 
discouraged and _ finally discontinue 
their aid. 

“The extreme discount gives the 
distributor the privilege of using his 
own judgment in making quantity 
prices, so each individual transaction 
can be handled according to conditions 
without infringing on the _ resale, 
thereby stabilizing the policy of sug- 
gested resale prices. No doubt there 
are distributors in the room who dis- 
agree with me (in favoring the latter 
plan), so we would like to hear from 
you.” 


Mr. Maddock’s request was promptly 
filled as several distributors tried to 
have the floor at once. Each had a 
strong opinion either in accordance 
with Mr. Maddock’s feelings or op- 
posed. President Ryan had difficulty 
maintaining order, but after many had 
been heard and it was apparent that 
the divided opinion could not be recon- 
ciled on the scene, it was voted to refer 
the matter to the committee on dis- 
tributor-manufacturer relations. 
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@ Sixty-five Wright Improved High Speed 
Hoists in this big shop are giving the kind of service every user 
should get. 

They raise heavy loads rapidly, easily and safely. They are un- 
affected by difficult operating conditions. They give many years 
of faithful service. 

This is because Wright Improved High Speed Hoists are built 
right. Zinc-coating prevents corrosion. A load chain safety guard 
makes it impossible for the load chain to ride out of the pocket, 
regardless of position. Precision load wheel bearings provide 
smooth, fast, positive action. 

21 features of superiority fit Wright Hoists from '/s- to 40-tons 
to give the right kind of service. Write for our new Catalog. 

SELL ACCO QUALITY in Wright Hoists, Tru-Lay Preformed Wire Rope, 


Reading-Pratt & Cady Valves, Campbell Abrasive Cutting Machines, 
American Chains, Page Welding Electrodes and Page Wire Fence. 


WRIGHT MANUFACTURING DIVISION 
YORK, PENNSYLVANIA 


See our exhibit, Metals Building, New York World's Fair 





7 


AMERICAN CHAIN & CABLE COMPANY, Inc. 


AMERICAN CHAIN DIVISION @ AMERICAN CABLE DIVISION e ANDREW C. CAMPBELL DIVISION © FORD CHAIN BLOCK DIVISION e HAZARD WIRE ROPE 
DIVISION @ HIGHLAND IRON AND STEEL DIVISION @ MANLEY MANUFACTURING DIVISION # OWEN SILENT SPRING COMPANY, INC. @ PAGE STEEL AND 
WIRE DIVISION @ READING-PRATT & CADY DIVISION @ READING STEEL CASTING DIVISION e WRIGHT MANUFACTURING DIVISION e IN CANADA: DOMINION 
CHAIN COMPANY, LTD. ¢ IN ENGLAND: BRITISH WIRE PRODUCTS, LTD. e THE PARSONS CHAIN COMPANY, LTD. e In Business for Your Safety 
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RETAIL OUTLETS 


Distributor Responsibility 


It pays to carry 


At points where prominent and 
accepted distributors are numer- 
ically insufficient to absorb the 
products of a particular distribu- 
tor-minded manufacturer, these 
distributors still owe a real re- 
sponsibility to the manufacturer 
to help secure an outlet for his 
products, says A. A. Murfey, 
Cleveland File Co. 


DKA 


SELF-LOCKING 


Hollow Set Screws 
WITH THE KNURLED POINTS 


They have “The Third Factor” 
that makes sales easier 


The Self-Locking feature of these screws added to their 
Strength and Accuracy give them distinctive sales pos- 
sibilities. The screws are set up with only normal pres- 
sure, and like magic they lock there. No chance for them 
to vibrate loose. No danger of accidents or costly 
machinery breakdowns. Removal can easily be made for 
adjustments, and the screws re-used. Write us for other 
selling points, samples and distributor’s proposition. 


STANDARD PreEsseEp STEEL Co 


BRANCHES JENKINTOWN, PENNA. 


Fig. 1645 
Pat. Applied For 





Fig. 1641 
Pat. Applied For 


I am sure that everyone here pre- 
fers by far to sell his products through 
distributing organizations which are 
firmly established and recognized, and 
listed in Jimmy Channon’s Verified 
List of Industrial Supply Distributors, 
and further, would prefer those distrib- 
utors who are members of either the 
National or Southern Associations. 

What, however, is the manufacturer 
to do at points where numerically these 
prominent and accepted distributors are 
insufficient to absorb the products of 
that industry of which the particular 
CONNERSVILLE manufacturer in question is a part? It 
seems to me that those distributors so 
COMPLETE LI NE located have, to quite an extent, a real 

responsibility to help that manufacturer 

secure an outlet for his merchandise 

OF and by so doing give support to that 
manufacturer who is distributor-minded 


AUTOMATIC —— the possibility of his selling 

Perhaps the following experience of 

BOILER SERVICE our own is along this general line of 
UNITS 


BRANCHES 
BOSTON 
DETROIT 
INDIANAPOLIS 


CHICAGO 
ST. Louis 
SAN FRANCISCO 


BOX 519 


























thought. The particular city in ques- 
tion is located in the middle west and 
at the time there were about three and 
one-half legitimate distributors located 
there. We tried and tried hard for 
over five years to wean one of these 


Condensate Return for Gravity 
Systems. Condensate Return 
and Boiler Make-up. Direct 














Feed Boiler Supply. 


Operate efficiently on boilers 
up to 500 HP; pressures up 
to 150 Ibs. 


Write today for complete 
catalog and prices 


a | ee a 





Here is the line that means 
More Condensate Business. 


Check in on this easier sell- 
ing, high profit line NOW! 








Kj & & 


IN DLANA 


Pump Builders for Over Fifty Years 








MILL SUPPLIES @ JULY 10. 1939 


distributors away and to sell him on the 
idea of handling our product. We were 
quite unsuccessful. What we did was 
to go into that market and take such 
of this volume business as we could 
secure and took it direct. We had 
tried hard and worked long in an effort 
to secure distribution and as I have 
stated, without success. 

We continued to take this business 
direct for three or four years and then 
reports began to reach us that the local 
distributors were saying some pretty 
nasty things about our company. I 
immediately went to that distributor in 
that city whom I consider to be the 
one of greatest prominence and I laid 
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the proposition squarely in front of 
him. I asked this distributor if, under 
the conditions as outlined to him, we 
were properly subject to criticism. 
His reply, if you will pardon me was, 
“Hell, no, your company is known to 
have a distributor policy based upon 
selective distribution and if you can’t 
get one of us local distributors to stock 
your product, and provided you sell 
strictly upon the basis of your resale 
schedules, no fair-thinking distributor 
can criticize you or any other manu- 
facturer for selling direct after local 
distributors have themselves refused 
to take on your line.” 

To those manufacturers who feel 
that they must on occasions extend 
their distributorship to the so-called re- 
tailers I venture to suggest the follow- 
ing: 

1. Be sure that it is a natural and 
proper distributing point. Also all pos- 
sible distributors should first be thor- 
oughly canvassed before any thought be 
given to any other type of outlet. 

2. The retailer should have real sub- 
stance both financially and personally. 
We all know of instances where man- 
ufacturers have selected retailers with- 
out due regard to their character and 
responsibility and have simply sold 
them a bill of goods to do with as 
they choose. It is easy to guess the re- 
sults. 


Selective Distribution 


Pushing distributors closer to- 
gether often exacts a price in 
additional difficulties and prob- 
lems that expected additional 
sales do not warrant, says W. B. 
Ilko, Abrasive Co., Philadelphia 


The air is daily filled with cries and 
laments about the distributor problem 
—‘“Jobber’s salesmen are mere order 
takers”—"Difficulty of getting the job- 
ber to push the line”’—“Price cutting” 
—‘Hard feelings between distributors, 
with the manufacturer usually in the 
middle”—“Direct sales versus pro- 
tected jobber”’—and we come to the 
conclusion that the kernel of all these 
difficulties is the lack of preliminary 
study on determination of marketing 
policy, lack of declaration, and lack of 
study for the careful selection of dis- 
tributor outlets. 

Suggestions as to selection of a 
distributor are based on the following 
points : 


1. That he be a recognized and es- 

















IVS THE LITTLE JOBS THAT COUNT! 


@ Yes, small jobs are important because an “open door” is half the sales 
battle won! ‘Take the illustration for example. Invariably some minor 
job like this actually “springs the latch” for more brush sales to every 
plant you serve. Equally important is the fact that the MILWAUKEE 
line enables you to get the business by supplying their needs completely 
with job designed tools for each production, special setup, or maintenance 
operation. Be wise and rely on MILWAUKEE to serre you so that you 
can serve your customers better! 


THE MitwAUKEE Brush MANUFACTURING Co. 
MILWAUKEE, WISCONSIN 








/AU 
MILWA KEE WIRE WHEEL BRUSHES - WIRE CUP BRUSHES - WIRE SCRATCH BRUSHES 
BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES * PUSH BROOMS + BENCH BRUSHES - FOUNDRY BRUSHES 








Simplex Jacks-the Safest Line 
is also the 
most complete Line! 


Sound engineering, better 
construction and well- 
planned advertising and sales 
promotion have built con- 
sumer acceptance for Simplex 
Jacks—every industry prefers 
them because theyare strong- 
er, safer and save man-hours 
by increasing man-power! 
How is your stock? Are you 
using Simplex Sales Helps? 
Check your sales manual— 
be sure you have the latest 
information and price sched- 
ules on the quick turn-over 
Simplex Line! 


TEMPLETON, KENLY & CO., Chicago 
Better, Safer Jacks Since 1899. 


SIMPLEX 


GOLD MEDAL AWARD SAFETY JACKS 
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TAPES - RULES 


Look at these sales features: 
Exceptionally light weight: 
finger hole through center 
permits firm grip. allows tool 
to be hung on hook; case 
fully encloses blade: six-foot 
nickel plated blade can be 
entirely removed from case. 
It retails at 65 cents. 


UF HA/N 


»INAW, MICHIGAN 


New York City 


PRECISION TOOLS 


tablished mill supply distributor. 

2. That the distributor's trading 
area and coverage are adequate. 

3. That the distributor's reputation 
be checked with large customers in 
the area as to aggressiveness and 
maintenance of policy. 

4. That his type of selling organiza- 
tion, and the market and men which 
the distributor is soliciting, be consid- 
ered. ; 

5. That his facilities for carrying 
stock, providing service, etc., and the 
possibilities of providing a distributor’s 
man to specialize on the line, are good. 

6. That his financial and credit stand 
ing be average or better. 

$y sticking to a selective and pro- 
tective policy you have in_ reality 
brought your distributors into your 
own sales force. There they receive ex 
actly the same information, assistance 
and promotional helps that your own 
men get. In return you are privileged 
to ask the same as you expect to re- 
ceive from your own factory men. 

You may rightfully question how the 
fringe or in-between business is 
handled. That is, the so-called open 
territory between or on the edge of 
natural trading areas. Just because a 
so-called distributor exists in these 
spots we do not feel is sufficient justi 
fication to establish them, for experi 
ence has shown that sooner or later 
clashes are bound to occur. 

We discourage raiding in the other 
fellow’s  territor Vv for recipre cal or 
ther reasons, and endeavor to keep 
this to absolute minimum. 

We like it (selective distribution) 
and it has proven itself because: 

1. We feel distribution on this basis 
is sound in principle, promotes loyalty 
and protects the manufacturer’s inter 
est 

2. It encourages specialized effort 
and supplies incentive. 

3. It permits the manufacturer to con 
trol his resale prices with a minimum 
of effort 

4. It provides the manufacturer with 
a more intimate knowledge of his 
markets 

Naturally, the temptation has been 
great at times to double up in certain 
sections and push our distributors 
closer together, but as. the result of 
careful consideration and study we 
always get the same answer—for the 
price to be paid in difficulties and 
problems, the expected additional sales 
do not match up. 


CAN STAPLES BE 
MERCHANDISED? 


National Conference 


Although unable to attend the 
cruise as he had planned orig- 
inally, A. M. Jones, Buffalo Bolt 
Co., North Tonawanda, N. Y., 
submitted the following paper 
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There’s only one Union 


that carries a 


selling story like this.. 


VOR TIGHTNESS, most unions 


oes 


depend on a “jam-joint.” Not 
so with Darts. For Dart seats are 
ground to spherically accurate sur- 
faces, matched for tightness on spe- 
cial oscillating grinders of Dart’s 
own design. That’s why Darts do 
not require jamming to insure 
tight seals. And because of this 
fact. Darts stay true to form- 
provide leak-proof service under 
repeated use — outlast ordinary 
unions many times over .. . In 
other words Darts are worth more 
to your customers. They pay you a 
higher return on your selling ef- 
fort, and help you to build a 
steady, profitable volume of repeat 
. Tie in with Dart’s 
“repeatable-tightness.” Write for 
jobber policy today. 


business 
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E. M. DART MFG. CO., Providence, R.! 


Sales Auents 
The Fairbank~ Company. New York 
and all branche 
( anadian Factory 
Dart Lnien Company 


lorente, Canada 








which was read by L. L. Hurd 
(same company). He suggests a 
national conference to outline a 
program for studying the mer- 
chandising of commodities 


When I refer to commodity lines as 
it applies to the hardware trade I 
have in mind specifically such items as 
nails, possibly chain, various kinds 
of screws, bolts and nuts, rivets, possi- 
bly hose, paints, and many other com- 
modities in which you deal as mer- 
chants who buy and sell marketable 
commodities for profit. 

I would stress the point that a mer- 
chant is one who buys and sells for 
profit. It is one element in the trans- 
action of your business to purchase 
commodities on the proper level, and 
it is an entirely different problem to 
sell the commodities in which you deal 
at a proper level. It should make little 
or no difference to you what price you 
pay for any given commodity, provid- 
ing you can and will sell it at a price 
over and sufficiently more than that 
purchase price to yield you a net profit. 
This statement covers a principle which 
is not quite as academic as it seems. It 
contemplates the establishment of one 
price throughout the entire country ap- 
plicable to any given commodity. 

There is nothing new in the state- 
ment “to establish your price at a point 
sufficiently high to yield a profit.” I 
refer to it so that I may better point 
out to you my difference of opinion 
with certain statements that are made 
from time to time. The gist of the 
statements with which I do not entirely 
agree is generally to the effect that the 
control of resale price is entirely within 
the province and is the responsibility of 
the manufacturer. 

Many of you well know when you 
have made what you think is a particu- 
larly favorable purchase of a particular 
commodity item, you have immediately 
or quickly reduced your resale price 
and passed along to your own custom- 
ers what should have been a profit to 
you. But if what I have in mind ever 
comes to pass on commodity items, 
there will be only one price on com- 
modity items, and your resale price na- 
tionally would have to be gauged 
accordingly. 

I offer this definite and concrete sug- 
gestion: 

1. The problem to be considered— 
Can commodity items be merchandised 
on a national basis? 

2. I recommend the appointment of 
a committee to explore the subject. 

3. That this committee proceed on 








Among all types of "soft" hammers those faced with coiled 

rawhide are most universally satisfactory. They will not 

split, crumble, erase or smear, and in addition, have 

that unique characteristic of rawhide, the ability to absorb 

shock without recoiling. There is no fatiguing bounce to a rawhide hammer—the 
driving force of the blow is slowed down but carries thru. Battering, marring and 
breakage are eliminated but work is done. 

Among rawhide hammers, "Chicago Rawhide" are preferred by experienced tool 
buyers for their smooth I-piece heads, their fine tool balance, correctly shaped 
handles and self-seating insert faces. These replaceable faces are closely coiled 
treated Java Water Buffalo Hide, the toughest rawhide available. 


The C/R line includes: Hammers, |2 sizes, Standard and Weighted Mallets, and Mauls. Dis- 
plays, Catalog sheets and Counter Circulars furnished. 


ICAGO RAWUAE MEG.CO. 


1290 ELSTON AVE - CHICAGO -U-5-A- 








FOR CONSISTENT 
SALES VOLUME 


THE EDWIN H. FITLER ¢O. 


Manufacturers of Quality Rope for Over a Century--Established 1804 
MAIN OFFICE, PHILADELPHIA, PA. 


Chicago St. Louis New Orleans Houston 


Los Angeles San Francisco 
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the following general plan: 


a. Committee first explore the pos- 
sibility of the subjects to be taken 
under consideration. 

| b. Outline the problems and plans 
involved. 
c. Lay out a program of discussion 


to be conducted at a national confer- 


ence. 
4. National conference to be called of 
the following : 


a. The trade secretaries of all the 
hardware and mill supply associations 
in the United States. 

b. The officers of all the hardware 
and mill supply trade associations 
throughout the United States, or as 
many of them as it may be deemed ad- 
visable by the committee. 


Performance 


Drop Non-Profit Line 


Distributor should discontinue an 
The way has long been paved for our Dis- unprofitable line if the cost of 

handling that line eats up profits 
tributors through 52 years fine perform- gained from other goods, says 


ance of SKINNER CHUCKS. NJ. C. Lester, C. M. MeClune 
SKINNER CHUCKS are furnished in types . slaniee 


to meet every need of industry. Sell a 
SKINNER and you sell chuck service and 


satisfaction. 
THE SKINNER CHUCK CO. NEW BRITAIN, CONN. 











The distributor must continue his 
efforts to merchandise. He must be 
continually looking for new uses for the 
products of the manufacturers he repre- 
sents. He can suggest to customers 
, ¢ ‘ new tses for staple merchandise he has 

E ° for sale. Some items of staple mer- 
° / ill Sl chandise may be well adapted to the 

ro its Wi ip manufacture of some parts of new 
- products or an extension or alteration 
wh n 4g It . D n’t G of manufacturing plants resulting not 
e e Ss oO rip only in increased sales for the distri- 

‘ in a better pr ‘t of manu- 

RENEW THE OLD BELT’S GRIP AND PROLONG ITS LIFE WITH — — Sane _— ot manu 

acture at a lower cost. 

DIXON'S BELT DRESSING. TWO PROVEN FORMS ARE AVAILABLE: i “ee . ao ae : 

rhe distributor has certainly contri- 
DIXON'S SOLID BELT DRESSING—the old DIXON’S PASTE BELT DRESSING for buted in no small way to the sale of 
favorite red-labelled giant bar (8” long, 2” di- leather belt and manila rope drives, waterproofs indie wehandise H > hi “we “ 
ameter) prevents belt slip, preserves belting the belt, restores and maintains belt cling, by Staple merchandise. fie nas been af 
life. It's easy to apply to running belts. The keeping the belt pliable—all without imparting important factor in increasing the sale 
cardboard cylinder which encases the stick is a sticky, dust-catching surface. Nothing else : aie ee re . es, ‘ 
readily peeled off as the dressing is used. like it for manila transmission ropes—keeps the of staple merchandise, the manufacture 


There is nothing better for leather, rubber and fibres flexible, increases traction, waterproofs, 
composition belts prevents rotting. 


Write for booklet O-71. 








of which has reached enormous pro- 
portions. Staple merchandise accounts 
for a large dollar volume of manufac- 
JOSEPH DIXON CRUCIBLE CO. turers and distributors. Staple merch- 
Dx : <N andise, which the distributor is now 

JERSEY CITY . NEW JERSEY handling, cannot be efficiently marketed 

s except through distributors. It can be 

DIXON’S Sol Te BELT DRESSING sold to the consumer direct by the manu- 
facturer, but in most cases it cannot be 

meine delivered quickly and economically. 

een oe y lance | There exists an overhead in marketing 


w wares OK which cannot be eliminated and if the 


ae DIXONS, DIXONS overhead is not in the sale price the 
“GRAPH-AIR Hf PIPE — GRAPHITE 


GUN 
AREAS CTE SE FB: 


vendor must pay it. 
The continued existence of the manu- 
facturer depends upon getting his mer- 
@® 7680 
MILL SUPPLIES @ JULY. 10, 1939 





Quick... SAFE... 
Interchangeable ! 





Malleable tron 
Style AKM 


Style AKB 


‘“AIR KING’’ 


Quick acting, Universal type 


HOSE COUPLING 


Quick — safe — interchangeable! These three 
features of the “Air King’ Coupling explain 
why this dependable Dixon product is so 
widely used wherever the frequent coupling 
and uncoupling of hose is necessary to main- 
tain service. A push, a quarter turn, and the 
connection is made. Then, to make it abso- 
lutely safe, the heads or locking ends can be 
quickly and securely anchored together by 
simply inserting a cotter pin, nail or piece of 
wire through holes provided for this purpose. 
The "Air King" Coupling is quickly inter- 
changeable, because the locking ends are 
identical for all sizes of hose and threaded 
ends, permitting the coupling of any two sizes 
of hose within the "Air King" hose end range, 
or the coupling of any pipe up to |" by the 
use of threaded connections. 


Every detail of “Air King’ design and con- 
struction has been carefully planned to pro- 
vide the utmost in strength, efficiency and 
economy. It will pay you to recommend this 
coupling wherever the need is for quick action 
in the handling of air equipment hose! 


Sold only through distributors 


For complete description of this and 
other Dixon products, see List 1035-X. 


DIXON 


VALVE & COUPLING CO. 
PHILADELPHIA, PA. 


Branches: 
Birmingham * Chicago * Los Angeles * Houston 





chandise to the consumer, at a profit. 
It is quite generally admitted that the 
distributor is the best channel through 
which most of the staple merchandise 
in this industry must pass, and he too 
must have a profit. The existence of 
both depends upon their making enough 
profit to stay in business. 

It may appear that it is necessary 
that staples be marketed whether or 
not they show a profit, but it must fol 
low, that if anyone believes he can 
handle merchandise without a_ fair 
return he will ruin his business. It is 
reasonable therefore to conclude that, 
if any line puts upon the distributor the 
burden of taking out of his profit on 
other goods, the cost of handling a line 
of merchandise on which there is not 
sufficient profit, he should discontinue 
that line. 


COST STUDY 


Committee Report 


C. O. Drayton, American Screw 
Co., brings delegates up-to-date 
on movement to obtain specific 
facts about cost of distribution 


“Although selling and distribution is 
not an exact science,” said Mr. Drayton 
in prefacing his report, “it is possible 
to make a more scientific approach to 
exactness, to remove guess, to minimize 
the hazard of wrong judgment, to 
make profits more certain, to improve 
the business of the distributor and 
manufacturer.” 

\fter briefly reviewing the circum 
stances surrounding the formation of 
the committee and the objectives it 
sought, Mr. Drayton cited the reasons 
why the obtaining of facts pertinent to 
operation in this industry is more nec 
essary than ever at this particular time. 
The committe recommended that a 
company “specialized in the finding of 
factual information” be employed to 
conduct a survey and render interpreta- 
tion for both manufacturers and distrib- 
utors. Further, he said, the committee 
is prepared now to recommend a com 
pany considered competent to conduct 
a survey of this character. 

Because it was impossible for the 
committee to meet prior to the conven- 
tion it was recommended that the 
group continue its activity and endeavor 
to determine what further steps need to 
be taken to create interest in the pro- 
ject throughout the industry. 
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The chief reason for the success of 
distributors who have made money 
with Globe Woven Products is 
that each type is designed to 
meet the specific demands of a 
particular industry: And there are 
enough of these types to satisfy 
any or all of your customers! Here 
are descriptions of just three 
examples... 


@ KANRY-TEX 


Treated with an exclusive latex com- 
pound. Can be safely washed with hot 
water or live steam .. . odorless, taste- 
less and impervious to the acids and 
juices of a canning plant. 


@ SOLID WOVEN WHITE 
COTTON BELTING 


Widely used for light conveyor and ele- 
vator purposes. Made in the new Globe 
Smooth Surface Weave that is resistant 
to wear. 


@ ENDLESS WOVEN BELTS 


Used widely on high speed tools (such 
as grinders, drill presses, wood working 
or packaging machines, etc.) The 
uniform endless woven construction 
eliminates vibration and special 
treatments eliminate slippage. 


@ OTHER GLOBE PRODUCTS 


Waterproof Treated Belting @ 'Smooth- 
weave’ Biscuit Belting @ ‘Wet-Grain' 
Brand Belting @® Webbing for Aprons, 
Collar Rims, Harvesters, Shoe Machines, 
Bolting Cloth, Sifter Brushes, etc. @ 
Sieve Lining @ Sand Belting @ Press 
Tape @ Spindle Banding, etc. 


Write Today— 

for a complete description 
of Globe “Specially Made 
for the Purpose" Products 
. . . and details of a Dis- 
tributor Policy that has won 
many friends for this com- 
pany. 


(e4 eo} =} > 


Woven Belting Co., Inc. 


1400 Clinton St. 
BUFFALO, N.Y. 





























































































































— but a friend of every 
industrial distributor 


@ Year in and year out, for 
thirty years, industrial distrib- 
utors have been selling Alligator 
Steel Belt Lacing. It has been a sound, substantial 
item with a turnover that in the case of many dis- 
tributors has been truly remarkable. 

Since it is a type of business that often just auto- 
matically flows from the industrial plants and shops, 
we believe that many distributors are overlooking 
some additional easy profits on Alligator in their 
territories. Why not make a quick check-up on some 
of the plants in your section and find out what 
sizes of Alligator are needed and then check your 
own stock to see whether you could handle any 
emergency belt lacing job that might come up. 

Some distributors carry special lengths as a ser- 
vice to important customers. In other instances the 
plants stock the special lengths and the distributor 
checks up occasionally to see that the stock is suf- 
ficient to cover emergency needs. 


Where the sale of Alligator steel lacing is placed 
on a service basis it shows up on the profit side 
of the ledger a lot sooner than you might expect. 

FLEXIBLE STEEL LACING CO. 
4633 Lexington St., Chicago 
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Industrial plant 
men like ALLIGATOR 
steel lacing because: 


Without any fuss or monkey 
business it can be put on with 
a hammer and it drives straight 
It will handle the lacing prob- 
lem for belts ranging from tape 
less than 1/16” thick up to belts 
5/8” thick and as wide as they 
come. 

The belt can be unfastened in a 
jiffy just remove the rocker 
hinge pin and the joint comes 
apart. 

Alligator Steel Lacing is made of 
a special grade of steel that 
combines ductility with high 
tensile strength. Service records 
of millions of belts laced with 
Alligator show that it has remark- 
ably long life. 

Alligator makes a joint that is 
smooth on both faces—it embeds 
in the belt and the compression 
grip protects the belt ends and 
keeps the plys from separating. 
It is supplied in steel, Monel 
and “Everdur” in twelve sizes. 








ALLIGATOR 








TRADE MARK REG 2° eer JS. PAT. OFFICE 








STEEL BELT LACING 
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Do You Know? 


(Answers to questions on page 29) 








1. For lowering (as in setting a 
machine), for pushing and pulling, 
to hold-down conveyors and un- 
bolted machines, for straightening 
bent members—in fact, for any- 
thing requiring a separating force. 
2. In industry. Though all cars 
and trucks are equipped with jacks, 
the latter find little use. Indus- 
trial jacks find almost constant 
use. 

3. Three—screw, lever and hy- 
draulic. 

4. Over 200. 

5. Railroads, oil, mining, con- 
struction and utilities head the list. 

6. Fluid (oil or water) pressure 
beneath a piston. The pressure is 
created by a smaller piston and cyl- 
inder assembly usually “pumped” 
by a hand lever. 

7. The rising member is lifted 
by a lever carrying a dog or finger 
operating against a toothed rack, 
then held by a spring pawl while 
the lifting finger moves down one 
tooth. 

8. House raising. \ simple 
male screw thread on the central 
element 
housing. 


is “unscrewed” from the 


9. Screw jack (for remote op- 
eration ). 

10. The standard jacks of great- 
est capacity lift 100 tons. 

11. No. There is a pipe-pushing 
jack for that purpose. Only a 
trench the length of the pipe is 
necessary to give the pipe a start. 

12. Grave-cribbing jacks — or 
braces to prevent cave-ins until 
casket is placed. 

13. A cable-tensioning jack. 

14. Machinists’ jacks for level- 
ing work on planers, shapers and 
milling machines. 

15. A belt-stretcher jack. 

16. A “push and pull” jack. 

17. Yes. Several types are used 
when it is necessary to change 
tires, check the retractable landing 
gear, etc. 

18. No. Records of leading jack 
manufacturers show that every in- 
dustry uses one or more jacks. 

19. The railroad. There are 
many kinds of jacks used by rail- 
roads in locomotive, coach and car 


construction and maintenance; 
bridge work; track maintenance ; 
car building ; rerailing and in other 
services. 

20. To remove fallen walls, over- 
turned vehicles and other obstruc- 
tions resulting from fire, explosion, 
tornado and other causes. 

21. No. The San Francisco- 
Oakland Bridge, the Lincoln Tun- 
nel, the Panama Canal, the Grand 
Coulee Dam—every such project 
used jacks—lots of them. 

22. Yes. Very quickly and sim- 
ply with several makes of jacks 
designed for that purpose. 








Sam Supplier's Problem 


(Answer to the problem on page 29) 








Regardless of diameter, they'd 
stand out from the surface exactly 
the same amount. <A foot added 
to the circumference of any circle 
increases its diameter by 1 or 


— about 4 inches. So in each case 
T 


the band would be about 2 inches 
outside the object all around. 








A Sling to Suit 
The Job 


(Continued from page 30) 








Ib. per 100 ft.. and can support 20 
to 22 tons. Actual breaking 
strengths run over three times 
these loads. 

Low-carbon chains are often 
used where high strengths aren’t 
required and service conditions are 
controllable. “Trade” sizes range 
from 4 to 1 in., with somewhat 
higher breaking strengths than 
wrought iron. These chains, as 
well as succeeding types, are com- 
monly rated in safe loads which 
are 50%, 62%, and 75% of pre of 
test, the first being the rating used 
for hard and continuous usage, the 
second for general-utility service, 
and the third (and highest) where 
the sling gets only infrequent use. 

Heat-treated high-carbon steel 
slings have about the same weight 
as the low-carbon chains (about 
73 Ib. per 100 ft. for the 4-in. trade 
size) but slightly over twice the 








COIUMBIAN VISES 


are distinctive . . . and are sold under a Policy of Selective Distribution . . . 
at established Resale Prices . . . a Policy which guarantees Profits to Columbian 
Distributors. 

Columbian's complete line enables distributors to concentrate their sales 
efforts on one line of vises from one dependable source. 


REPLACEABLE 
TOOL STEEL 
STEEL BALL JAW FACES 
ENDS FORGED 
FROM HANDLE 
STOCK ITSELF 


\ — = 
HARDENED ) : GEARED 
STEEL F ext POSITIVE 
BEARING LOCKING 


WASHER SWIVEL 
BENCH PLATE 





SLEDGE TESTED 
MALLEABLE IRON 
CASTINGS 
The distinctive features of Columbian Malleable Iron Machinists’ Vises have 
established them as the standard for strength, workmanship and dependability. 
Each of the other types of Columbian Vises is designed to excel in its field and 
all are made to the same high standards of engineering and workmanship. 
Industrial Supply Distributors interested in increasing Sales and Profits on 
Vises should write for Columbian's Distributor Plan. 


THE COLUMBIAN VISE & MFG. CO. 


9015 BESSEMER AVE. CLEVELAND, OHIO 
THE WORLD'S LARGEST MAKERS OF VISES 


HARPER MAKES: wurs- sotrs- screws - 














<*YES AND | FIND 

THEIR SERVICE 
AND QUALITY 
TOPS” 





Let a couple of distributors get together 
and talk on nuts—bolts—screws—wash- 
ers, and they get right on Harper and it's 
rapid-fire from there on. AND—-why not! 
The Harper line makes money for these 
men. The thousands of types and sizes 
are made under expert supervision and 
workmanship, through every step of man- 
ufacture. Large stocks are carried—quick 
service always—items are boxed—accu- 
rate count—they are thoroughly clean 
products—and Harper has facilities for 
making special types with expert help on 
all bolt, nut, screw, and washer prob- 
lems. Find out about this line now! 


THE H.M. HARPER COMPANY 
2622 Fletcher St. Chicago, Ill. 
Send for New 1939 Catalog 
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MAGIC 
WORDS 


THAT BRING HOME THE BACON 


Have you ever noticed that some salesmen 
have the happy faculty of saying just the 
right thing at the right time—and seem to be 
able to get a “Yes, enter my order” answer 
from customers with almost 
adroitness? 


“magic” 


If you want to find out how it’s done—the 
secret of presenting your proposition with a 
compelling zip that turns calls into orders 
take a few hints from Elmer Wheeler, a 
man who has made a fortune from training 
salesmen in the art of using “Magic Words 
That Make People Buy.” 


Did you know that Mr. Wheeler zoomed 
sales for The Texas Oil Co. at their filling 
stations by getting attendants to ask cus- 
tomers, “Is your oil at the proper level today, 
sir?’’ instead of 
checked ?” 


“Do you want your oil 
That gives you an idea of what 
we mean by magic words or tested sentences 
that sell. 


He increased the sale of egg malted milks at 
several of the country’s largest drug chains 
by getting the soda fountain clerk to hold 
an egg in each hand and ask “One or two 
eggs today?” 
egg in it?” 


instead of “Do you want an 


Mr. Wheeler is an artist in testing phrases 
that have an hypnotic influence on customers 
in getting them to buy. Leading companies 
as Johns-Manville, DuPont, Amer- 
ican Airlines, Hotels Statler, R. H. Macy’s, 
The Hoover Co., The Texas Co., etc., have 
paid Mr. Wheeler big fees for working out 
selling phrases in advance of their sales 
operations. 


such 


ELMER WHEELER, president of the Tested Selling 
Institute, New York City, is also author of the current 
best sellers, “Tested Sentences That Sell,” and “The 
Sizzle Book.” Mr. Wheeler is also nationally known 
as a lecturer and as producer of the sales training 
sound movie, “Word Magic.” 





MILL SUPPLIES has secured an exclusive 
scoop in getting Mr. Wheeler to write a 
series of twelve articles for industrial supply 
salesmen. These articles will appear in the 
tabloid newspaper issues of MILL SUP- 
PLIES starting with the July 25th issue. 


“Webster Was Wise” is the subject of the 
first article, and if you want a few tips in the 
use of magic words which will lead to bigger 
sales and more of them, be sure to follow this 
series. There’s no “hokus-pokus” about 
Wheeler’s stuff. It’s red hot and ingenious. 
He really has something that every supply 
salesman could appropriately adopt. 


Follow the Wheeler series! Any number ot 
sales organizations have paid big money to 
get the same tips MILL SUPPLIES will 
now furnish you through this series. We 
have the exclusive rights in our industry in 
publishing this information. 
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Sel this Machine 


to service, tool and produc- 
tion machine shops—for 
high speed and heavy duty 
milling at all angles 


On the liberal system of 
accumulative, quantity dis- 
counts—and the money-back 
guarantee of sales. 


5 MODELS 


FRAY-MERSHON 


FULL UNIVERSAL 
Mill Attachment 


Handles all high speed work 
at any angle—converts any 
horizontal mill into a full uni- 
versal mill—back geared for 
heavy duty—never removed 
from overarm—fits any hor- 
izontal mill without extra 
cradles, adapters, etc. 
Special introductory offer for 
mill supply dealers. 


FRAY-MERSHON, Inc. 


Glendale, California, U.S.A. 
Makers of Fine Tools 


strength. 
pact 


This chain has high im- 
resistance, great strength, 
resistance to abrasion, and is ca- 
pable of standing hard use. 

For maximum tensile strength 
and resistance to abrasion, with 
reasonable resistance to impact— 
typical production—line conditions 
—suggested material is heat- 
treated nickel steel, running in 
trade sizes of } to 1 in. and having 
strengths 25 to 30% above those 
of high-carbon steel. 

Where corrosion is a factor, spe- 
cial materials are used. For ex- 
ample, where loads are to be lifted 
from nitric acid solutions 18-8 
stainless steel is commonly used. 


Trade sizes run 4 to % in. and 
4 & 








ANGLE OF 
SLING 
























































Sling strength drops off rapidly as angle 
is increased. Two chains at 5 deg. are 





























“QUIK-LIFT" 


THE LATEST ELECTRIC 
HOIST DEVELOPMENT 


by 

The “QUIK-LIFT” electric hoist 
hardly needs an introduction to 
distributors as a good profit 
maker. Many of them know from 
past experience that Coffing 
Hoists possess outstanding fea- 
tures that make an instant appeal 
to buyers. 


The Coffing “Quik-Lift” is sturdy 
and compact—lightweight—simple 
in operation—and so sensitive that 
loads may be raised or lowered a 
fraction of an inch. It has excep- 
tionally low headroom, powerful 
heavy duty motor, lubri-seal ball 
bearings, and will stand up under 
years of continuous use and abuse. 


Recommend the new Coffing 
“QUIK-LIFT” to your customers 
—tell them of its economical, de- 
pendable performance, and let our 
factory-trained salesmen help you 
to build up a well-paying hoist 
business with this and other 
Coffing Hoists. 


COFFING HOIST COMPANY 





DANVILLE, ILLINOIS 
ADVANCED 





COFFING “Sesion” HOISTS 


Ratchet Lever © Spur Gear ®@ Electric 














Load Binders @ Trolleys @ Differentials 
SS eR REI 


only a fifth as strong as one at 90 deg. 
See page 1!28. 
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A Sample 


in your 
customer's hands \, 
can start a 
sizeable belting 


business for you 


To be able to offer a customer the 
opportunity to feel and flex DIXIT- 
BELT and examine its durable con- 
struction is a bird in the hand for the 
R & J Dick distributor who selis with 
a sample. 

Your belting prospects can be 
turned into belting customers—you 
can build up a worthwhile belting 
business and reap greater profits 
from your efforts—because you can 
easily prove that DIXITBELT is as 
superior in performance and econ- 
omy as it is in appearance and com- 
position. “This exceptional belt in- 
sures the ‘tops’ in efficient power 
transmission and among its unusual 
qualities it is impervious to moisture 
and high temperature.” 


Write for a sample—sell with a sample under the liberal R.&J. 


Dick Distributor’s Franchise. 


| breaking strengths slightly under 

those of high-carbon steel. Safe- 
| load ratings are commonly given 
at 50% of proof test for general- 
utility service and at 35% for use 
in pickling tanks. This chain is 
also used where rusting would 
stain the load or be otherwise 
troublesome. 

Monel metal is commonly used 
in and around sulphuric and hydro- 
chloric acid solutions, in pickling 
steel products, around sea water 

| or marine atmosphere, hydrofluoric 
acid or alkalies. It is strong and 
| tough, thus resisting abrasion. 
Strengths are the same as those 
| for stainless, with about 10% 
| greater unit weight. 

Bronze of the “Everdur” type 
has high acid resistance and is used 
in and around sulphuric and 

| hydrochloric acid pickling  solu- 
tions, marine atmospheres and sea 
water. Its tensile strength is about 
20% under that of monel and it is 

| somewhat softer. Recommended 

| safe roads are about half those of 

| the preceding corrosion-resisting 
materials. 


Types of Slings 





HOW'S 
ROPE BU em 


Wall Walk-laid Manila Rope is “pre-sold” rope 
because it is favorably and nationally known and 
advertised from coast to coast. 


The Wall line is complete. Mill supply, factory, 
hardware, contractors, agricultural, marine, drilling, 
and transmission. A wide variety of sizes and types 
but only one standard . .. the highest. 


Wall distributors and dealers have the big advan- 
tage that lies in one source of supply .... with no 
divided responsibility. 


WALL ROPE WORKS, Inc. 
48 South Sc., New York City Factory: Beverly, N.J. 


Branch Offices 425 Decatur St., New Orleans, La. 

=i So. Chartes St., Baltimore, Md. 217 East Archer St., Tulsa, Okla 
123 So. Broad St., Phila.. Pa. 200 fance S$ e 

57 Commercial Pl., Norfolk, Va. = ‘ spare *. Houston, Texas. 
192 Broad St., Boston, Mass. 429 W. 14th Place, Chicago, II. 

1068 Russ Bidg., San Francisco, 1118-19 Berger Bidg., Pittsburgh, 
Cal. Pa. 


So to types of slings. First there 
are single sling chains with pear- 
shaped or round end links, with a 
link at one end and a hook at the 

| other, or with a link at one end and 
a grab hook at the other. Prob- 
ably commoner are double sling 
chains, with a round or pear- 
shaped link joining two even 
lengths of chain, each equipped 
with a hook. Less common are 
multiple-leg chains, with three or 
four, or even more, sling chains on 
the same ring. 

When two or more legs are used 
on a sling chain, the user has to 
be careful of the angle of the 
chains—for sling strength drops 
off rapidly as the hooks are sepa- 
rated. Be sure he understands 
this physical fact—or he may claim 
a dropped load is your fault. Here 
are the factors for multiplying safe 
loads for single chains of the type 
selected to get safe loads for double- 
leg slings: 

1 chain, 90 deg. to load surface— 

safe load x 1 
2 chains, 60 deg. to load surface 

safe load & 1.732 


2 chains, 45 deg. to load surface 


LONGEST ROPE WALK IN THE WORLD safe load & 1.414 
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chains, 30 deg. to load surface— cally—and have bad spots fixed. 
safe load « 1.000 3. On miultiple-leg chains, be 
? chains, 20 deg. to load surface— sure the load is equalized. 
safe load & 0.684 4. Be sure the sling can support 
chains, 15 deg. to load surface— the load at the sling-chain angle 
safe load & 0.517 used. 
2 chains, 10 deg. to load surface— 5. Don't permit impact or shock 
safe load « 0.346 loading. 
2 chains, 5 deg. to load surface— 6. Have iron sling chains an- 
safe load & 0.174 nealed periodically. 


: 7. Tell the craneman and hooker 
In other words, two chains at 30 bins 
oO: 


deg. to the load are only as strong ae ee = 

as one chain at 90 deg. to it, and “a — “ol ect 

wo chains at a 5-deg. angle to the ee 

load are only about a fifth as strong 

as that! d 
Now for a few parting words. 

After you sell sling chains, suggest 

these simple rules for their care: 


c. Protect sharp corners to avoid 
damage to chain and load. 
. Keep chains free of twists, 
knots, and kinks. 
Lift from hook centers, not 
from points. 
1. Don’t damage, overload or |. Distribute load evenly on all 
distort links or attachments. legs. : 
2. Inspect sling chains periodi- g. Inspect chains regularly. 





KEY GRAPHITE PASTE 


| On your next interview, TEE OFF with 
1 
\ 
| 


this famous product and put the order 
in the BAG. Here's why nationally ad- 
vertised Key Graphite Paste increases 
your sales and your profits— 


. It's a quality product that 
everyone needs, uses and 
wants. 


1 
2. When you start your sales 
talk with Key Graphite 
Paste you're sure to get an 
©. K. from the buyer. That 
means it's going to be much 
i easier to sell the rest of 
your lines. 
Good products build good 
will. Handle Key Graphite 
Paste and be sure of repeat 
orders. 


KEY GRAPHITE PASTE 
IS EASY TO SELL 


Point out these features about this fa- 
mous sealing compound. It's absolutely 
leak-proof against high pressure steam, 
gasoline, kerosene, hot and cold oily 
liquids, etc. It expands under heat, 
lubricates as it seals and leaves joints 
easy to disconnect and clean. Key 
Graphite Paste is economical to use— 
pound for pound it goes several times 
as far as ordinary pipe dopés and it 
requires only water for thinning. 


SWING fo this "tested and true" ap- 
proach on your next customer. You'll 
shoot a better score for the whole 
course and come out on the “long 
green”. 


2621-A McCasland Ave. East St. Louis, Ill. 





Four alloy-steel sling chains, with rings at one end, grab hooks at the other, work 
together to turn over a big welded press top 





MILL SUPPLIES @ JULY 10, 1939 129 

















a Eos 
i > 
‘ ‘ 
. | 


SOLD BY LEADING DISTRIBUTORS EVERYWHERE 























Portable Electric Saws Bench Grinders Portable Electric Sanders 
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WE COOPERATE WITH 
DISTRIBUTORS 


Throughout the pages of MILL SUPPLIES are announcements 
of manufacturers of industrial products who court favor- 
able cooperation of distributors. 


We wish to call the attention of all distributors’ salesmen 
and executives to the importance of checking these adver- 


tising pages for valuable sales tips and product information. 


MILL SUPPLIES is published exclusively for industrial distribu- 
tors and their salesmen. Manufacturers who advertise in this 
magazine therefore, are addressing their messages to the 
distribution industry alone... evidence of their desire to sell 
through and cooperate with distributors. Direct sellers never 
advertise in MILL SUPPLIES. 


It will pay you to read the advertising announcements in 
this Exhibit Section — as well as all others throughout the 
magazine. 
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YOUR CUSTOMERS 


And to help them buy from "Greenfield" 
Distributors, advertisements like these will 
appear—during July—in 


AMERICAN MACHINIST MILL AND FACTORY 


THE IRON AGE MODERN MACHINE SHOP 
MACHINERY STEEL 


THE TOOL ENGINEER 


“Greenfield” Distributors are loyal, hard- 
working, successful. To them "Greenfield" 
brings a genuine “fair deal” policy and 
every other help we know of, including con- 
sistent advertising, summer and winter, 
spring and fall, good times and bad. 


GREENFIELD TAP & DIE CORP. e GREENFIELD, MASS. 
Detroit Plant: 2102 West Fort St. 

Warehouses in New York, Chicago, Los Angeles and San Francisco 

In Canada: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ont. 


GREENFIELD 


ef, DIES DRILLS 
& SCREW PLATES 
@ PIPE TOOLS 
< REAMERS 
Dm. GAGES 


/auTORS 
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ACTIVE 
ITEMS!” 


“We've Got Something NEW To Sell!” 


HOUR ACTION 


IN! “Every abrasive user in 
my territory knows he can get out of a production 
jam on any abrasive need in just 48 hours — 
guaranteed! Other outfits want two or three weeks. 
Because they get that service when they need it, 
users are glad to play ball with AP and me even 


when they’re not in a jam! 


— AP’s exclusive, 
protecting abrasive package. For 
us jobbers, it’s ended the old-time 
nuisance of sandpaper-bales. To 
users, it ends dog-eared, wilted, 


torn, busted and crumpled sand- 


paper sheets. Every sheet gets there factory-new — 


to be used, not thrown away! 


“And there’s AP Engineering, 
to save real money for cus- 
tomers and build real good 
will for me. There’s AP Adver- 
tising, that’s reaching every 
important abrasive-using industry in the country. 
And for a real clincher, there’s a Free Trial Offer 
that’s a knockout for bringing ’em into line! ... 


Believe me, this franchise is really worth having!” 


No “order-taking" rut can lead you to fast turnover in abrasives. If you're the kind of jobber 
who's looking for a new story worth telling — a line that sells — send for the full details 
on the attractive AP Franchise! Abrasive Products, Inc., South Braintree, Massachusetts. 


ABRASIVE 


SOUTH BRAINTREE 


PRODUCTS 


MASSACHUSETTS 
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THE NAME THAT HAS STOOD note Oe vat 
FOR VALUE AMONG MECHANICS Ae 
WHO KNOW QUALITY eecee } ) Rs, 


UTICA has concentrated on fine tool making for over 40 
years—a specialized experience which is reflected in the 
superior performance of these tools in the hands of dis- 
criminating users. The name “UTICA” on a tool is assur- Be ie 3 (@eeeo ee eet 
ance of longer life and greater “Tool Mileage.” e ‘ . 4 “AGE: 
Distributors of the UTICA line profit from this high RG na § 

reputation and from Utica’s policy of trade protection 


. ecses *eeeet 
and cooperation. . 


\ DROP FORGE & TOOL CORP. new york 





QUICK 
TURNOVER 


STEEL 


PRODUCTS Makes this Quality Line a Favorite 
with Wise Distributors Everywhere ! 


@® A stock that stands still isn’t worth a dime... 
in fact, it's a waste of space, money and time. 


The Upson-Walton Line is just the opposite! Distribu- 
tors who have really pushed these products have 
found that they gather sales momentum . . . have 
learned that initial sales are soon followed by 
re-orders. 


That's why they keep large stocks of supplies bearing 
the famous “U-W” trademark on hand .. . ready to 
fill their customer's increasing demands. Yes. . . 
quick turnover is what has made this quality line 
the favorite of wise distributors everywhere! 


Our latest literature should 
be in your files. If you will 
drop us a line promptly, 
we'll be glad to include full 
information on our distribu- 
tor policy. 
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for your 


CUSTOMERS 
PROFITS for YOU 


For your customers Swiss Pattern Filing Jobs 
they should have the right files in order to 
produce the type of work required. 


With AMERICAN SWISS FILES OF 

PRECISION, over 2500 different sizes, 

shapes and cuts you give them the exact type of file required 
that will produce quality and help reduce filing costs. 


Their satisfactory performance have built thousands of repeat 
orders, brought profits to distributors and the 100% distributor 
sales policy behind them assures full protection to our dis- 


-REMEMBER 


AMERICAN SWISS PATTERN FILES are the 
only type we make. Our undivided attention to the 
manufacture of same assures the purchaser of the 
highest grade of Swiss Pattern File Produced. And 
we sell only through recognized distributors. 


NEEDLE FILES. KNURLED HANDLE 


Ae. 
Pre 
ex 


y uf » so A Le 
> Ban # ‘eee 


7 


Pheer 


7 e * 
files of Precision 
American Swiss File & Tool Co., Elizabeth, N. J. 
ALSO MANUFACTURERS OF MECHANICS HAND TOOLS AND KNURLS 
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A distributor’s salesman tells his experience selling J-M Packings 


4 D0 ONE 
SELLING JOB 


AND THE UNIFORM HIGH 
QUALITY OF J-M PACKINGS 
KEEPS CUSTOMERS SOLD 


THE P 


MEMO 10:— Mr e 


Glad you noticed the § 
j-u packings: 
ge11ing€ jov, 
* gniform nigh que 


a 


N ordinary office memorandum 

— but it sums up many profit- 

able experiences with the J-M 

line. Like many another success- 

ful salesman, Mr. Freer has 

found that the long, dependable 

life of J-M Packings keeps cus- 

tomers coming back . . . makes 
more sales. 

And that is only part of the 
story. The initial sale is easier to 
make because every packings user 
knows the Johns-Manville name. 
Steady advertising and merchan- 


AGE, STEELE 
Fred Pag?s 


teaay rise } 


Ce 
The answer is simp) 


na the packin 
lity keeps © 


pre sident - 


n ny 8ales “ 


gs do the rest. 


ustomers 801 


dising campaigns are constantly 
pushing the complete J-M line to 
every important buyer. Helpful 
advice on tough sales, service or 
recommendation problems is al- 
ways available from J-M salesmen. 
And there’s no need to worry about 
manufacturer competition . . . for 
the distributor’s interests are fully 
protected. 

Alert distributors all over the 
country are cashing in on the J-M 
line. They’re making more money 
. . . doing a bigger business with 
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1 do just = 
Their 


a for good 


JERRY FREER, one of the ace salesmen of 
The Page, Steele and Flage Co., New Haven, 
Conn. He's found J-M Packings offer a great 
opportunity for extra sales and profits. 


thoroughly satisfied customers. 
You’ll want full details. Write 
Johns-Manville, 22 East 40th 
Street, New York City. 





LAUGHLIN 
ee ae i BR 


When Selling WIRE ROPE cud CHAIN 





They don’t sell cars without tires—so why not 
build your wire rope and chain orders bigger by 
adding the fittings that every user needs? LAUGHLIN Drop Forged Wire Rope and 
Chain Fittings, for original installation and replacement, are dependable sales 
builders for any industrial distributor—as dependable as the forgings themselves— 
and that’s going some. 


We've just built a new plant which will enable us to give you the best values 
and finest quality in drop forged steel and bronze hardware on the market. The 
latest precision equipment, the finest electrical devices ... insure stronger, safer, 
longer lived fittings . . . while convenient warehouse stocks in the larger indus- 
trial centers insure prompt deliveries. 





Take this new way to easy, extra money by pushing LAUGHLIN Fittings HARD 
at every opportunity—which means on nearly every call. Our substantial adver- 
tising campaign now running in leading industrial publications and direct by 
mail will pave the way. 


Send for details—and a copy of our 1939 Industrial Hardware Catalog, if you 
do not have one. 











} 


. we - y ce ee el St mms aes Saye 7 am : 


THE THOMAS LAUGHLIN COMPANY 
a) tr OR 2 ie DD -« Mi? NE (1S) 
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-»-»-GOOD CUTTERS that are 











; eet | profitable for the distributor 
j : to sell because they are 
: profitable for customers to use. 








BS Brown & Sharpe Mfg. Co., Providence, R. I. 


B BROWN & SHARPE 
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MANUFACTURERS’ ADVERTISING IN FACTORY 









ny|Supports Distributors 
With Advertising in FACTORY 


The Fafnir Bearing Company considers its 
program of industrial publication adver- 
tising an important activity in supporting 
the sales efforts of its distributors. 







In discussing how the Fafnir Company 
supports its distributors, with industrial 


advertising, Mr. D. M. Davidson, Sales — 


Promotion Manager, says, ‘In considera- 
tion of the extremely broad group of di- 
versified industries which Fafnir is serving 
today, the fact that these ‘logical pros- 
pects’ seem to coincide remarkably 
closely with FACTORY's circulation, we 
believe is a testimonial to the effective 





ALS” 





ZZ 
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FACTORY appeals to plant operating officials who are 
in charge of management, production, and maintenance. 


Editorial emphasis is placed on such management subjects 
as employee relations, wage incentives, waste elimination, 
safety, foreman training. 


Among the production subjects are production control, 
cost control, time and motion study, plant layout, mate- 
rials handling, power transmission, electrical application, 
air-conditioning, welding. 


In the maintenance field typical subjects are organization 


and management of maintenance, building upkeep and 







“— 
\ — Ze 
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coverage of this publication." repair. 


FACTURY 


MANAGEMENT and MAINTENANCE: 





Plant Operating Officials 
are the men Industrial dis- 
tributors have to sell... 
and Factory has more sub- 
scribers among Plant Op- 
erating Officials through- 
out the manufacturing in- 
dustries than has any other 
business paper. 


A McGRAW-HILL 
PUBLICATION 


330 W. 42nd Street 
New York, N. Y. 


MEETING EVERY REQUIREMENT 
OF A““GOOD LINE TO HANDLE” 


— New tooth construc- 
tion (controlled serrations* ) of Nicholson, 
Black Diamond and McCaffrey Files assure 


easier, faster filing at lower cost. 


BEST KNOW — Millions of 
dollars have been spent to make these the 


three most popular file brands. 


—This company 
has always offered a clean cut distributor 


policy with full manufacturer cooperation. 


RVICE ENGINEERS — This com- 
pany’s skilled field engineers are always 
on call to assist distributors in solving 


industry's filing problems. 


ADVERTISING — The largest advertis- 
ing program devoted to files, consistently 


maintained to build sales for distributors. 


ALES AIDS — Nicholson provides a 
complete, well-rounded service to help dis- 


tributors in their own promotional work. 


\X HEN a distributor has handled one 
line for over 50 years it must mean 
that he considers it the best, he must have 


made money on it, and he must have been 
satisfied with the manufacturer’s sales poli- 
cies and cooperation. 

The fact that many leading distributors 
have sold the products of the Nicholson 
File Company for thirty .. . forty... fifty 
years ...and more .. . speaks for itself. 
Nicholson File Company, Providence, R. I. 
U.S. A. Canadian Plant, Port Hope, Ontario. 


* Patented 


A File for Every Purpose 
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PRODUCT 


Pillow Block 
Lift-Jack 
Cellophane Sealed Bits 


One Piece Rotor 
Portable Hand Lamp 


Constant Level Oiler 
Sludge Pump 
Chemical Feeder Machine 


Drilling and Tapping 
Machine 


Taper Cutting Die Heads 
Grinder 


Streamlined Vulcanizer 


Stacker Operating Control 
Air Trap 

Coupling Pin 

Bench Grinder 

Hand Marking Machine 
Power Hack Saw 


Portable Electric Drill 


Trolley Wire Guard 
Electric Fan 


Welding Gun 


Lubricating Valve Block 


Welding Electrodes 
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MAIN. FEATURE 






Designed for light-duty work 
Only slight handle pressure required 
Eliminates dangers of dampness 


High strength, full slots and uniform 
structure 


Housed in baked enamel steel 
container 


Visible oil supply tells when to refill 
Will handle up to 15 per cent of solids 
For water works, and filtration plants 


Easily converted into tapping machine 


Better controlled accuracy 
All castings of aluminum alloy 


Sturdy and designed for efficient 
operation 


Exceptionally easy to operate 

Immune to ordinary dirt troubles 

Can be applied with one hand 

Wheels come with balancing flanges 

Will roll mark up to 1}-in. long 

Will fit into any car or truck 

New grip gives greater drilling 
accuracy 

Protection from burns and shocks 

Heavy construction for plant use 


Sliding contact principle of current 
transmission 


Two to eight outlets per block 


Improved are control with less 
wandering 


MANUFACTURER 


Ahlberg Bearing Co. 
Lansing Co. 

Irwin Auger Bit Co. 
Fairbanks, Morse & Co. 


U-C Lite Mfg. Co. 


Trico Fuse Mfg. Co. 


~ 


Chicago Pneumatic Tool 
Syntron Co. 


Atlas Press Co. 


Geometric Tool Co. 
Hisey-Wolf Machine Co. 


Lake Erie Engineering Co. 


Lewis-Shepard Sales Corp. 
Armstrong Machine Works 
Lamson & Sessions Co. 
Baldor Electric Co. 

H. O. Bates 

Sales Service Mfg. Co. 


Speedway Mfg. Co. 


Manhattan Rubber. Mfg. Div. 
South Bend Air Products 
Progressive Welder Co. 
Farval Corp. 


Becker Bros. Carbon Co. 

















NEW PRODUCTS 


Pillow Block 


For light machine application 
















A new series of inexpensive, light- 
duty ball bearing pillow blocks has 
been put into production and are de- 
signed to make anti-friction efficiency 


WITH SALES POSSIBILITIES 


practical for many light) machine 
applications where the cost of ball 
bearings has heretofore been pro 
hibitive. “ED” pillow blocks consist 
of a specially designed single row 
bearing in a sturdy and neat die-cast 
housing. The ball bearing is assem 
bled to provide for shaft deflection 
and misalignment up to one degree. 
The seals are made of Neoprene. 
Standard shaft sizes are 4, 3, 3, 48, 
1, 1} and 1% inches.—Ahlberg Bear- 
mg Co., Chicago—Mit. Supp ies, 
July 10, 1939. 


Lift-Jack 
Weighs 44 lbs.; lifts 3,000 lbs. 
For economical handling a new 


lift-jack platform truck is recom- 
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mended. The lift-jack weighs only 
44 Ib., and is capable of raising 
3,000 Ib. distributed weight with only 





a slight handle pressure. The jack 
may be fastened to platforms from 
either side or from the front. Any 
number of platforms can be used 
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SELL 


COATED ABRASIVES 
MADE BY 


CLOVER 


HE Clover Color-Stripe 

line of Coated Abrasives 

represent the last word 
in efficiency and work value. 
Flint, Emery, Aluminum 
Oxide, Silicon Carbide and 
Garnet—supplied in sheets, 
rolls, belts and discs. 


Everything the woodworker, 
painter and metal-worker re- 
quires—and, of a quality 
and work-value rarely found 
and seldom equaled. 





Sell Clover Color-Stripe 
Abrasive Papers and Cloths. 
Your customer will see how 
much better they really are, 
once tried, and will never be 
satisfied with the ordinary 
kind. 


It's not the first sale but the 
repeat business that brings 
real profits. You get it with 
the Clover line. 


CLOVER MFG. CO. 
NORWALK, CONNECTICUT 


Also makers of the famous 


CLOVER GRINDING and 
LAPPING COMPOUNDS 











with a single jack. Platform is 
made of 1{-in. hardwood boards, 
bolted together.—Lansing Co., Lans- 
ing, Mich—Muitt Svuppties, July 
10, 1939. 


Cellophane Sealed Bits 
Positive protection against rust 


Modern merchandising has hit its 
stride in the bit business. This manu- 
facturer now packs its auger bits in 
hermetically sealed tubes of moisture- 





proof cellophane. Positive protec- 
tion like this guards the glistening 
finish of auger bits against the dan- 
gers of rust caused by dampness 
and handling. A red protective cork 
guards the cutting head as well.— 
Irwin Auger Bit Co., Wilmington, 
Ohio—Miv Suppties, July 10, 1939. 


One Piece Rotor 


Ability to withstand high 
temperatures 


A new one-piece centrifugally cast 
“Copperspun” rotor has just been 
placed on the market. The rotor 
winding is manufactured of pure 
copper. The rotor bars and end 
rings are formed in one-piece by 
pouring molten copper into a mold 
that encases the punched lamina- 
tion, stacked and held under pressure. 
Copper is poured from one end only 
as the entire assembly is spun at 
high speed. The opposite end ring 
is formed by material that has passed 
through the rotor slots insuring a 
fluid material during the casting 
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process. As a result of the cen- 
trifugal force, a tough, dense, duc- 
tile copper winding is produced with 
high strength, full slots and uniform 
structure.—Fairbanks, Morse & Co., 
Chicago.—Mitt Supp.ies, July 10, 
1939. 


Portable Hand Lamp 
Projects a powerful light ray 





Projecting a powerful ray over 
2,500 ft. a new electric hand lamp, 
No. 100, is powered by a nine-volt 
dry cell battery and may be equipped 
with an interchangeable floodlight 
lens to diffuse the same volume of 
light over a wide area. Housed in 
an all steel container in baked en- 
amel and available in red or black 
it presents a striking appearance 
with polished aluminum handle and 
chromium plated head. It is de- 
signed for use by fire and police 
department, public utilities, munici- 
palities, farmers and many industrial 
uses. Although the lamp is similar 
in appearance to lamp No. 411, it 
is powered by a different size re- 
placeable battery and is lighter in 
weight and lower in price—U-C 
Lite Mfg. Co., Chicago.—Mutu Svupr- 
PLIES, July 10, 1939. 


Constant Level Oiler 


One filling lubricates bearing 
for three months 





With unbreakable reservoirs and 
adjustment oil level features, a new 
oiler automatically maintains proper 
oil level in ring or ball bearings, 
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ROTARY 
FILES 


GROUND 


Strand %" 


FLEXIBLE SHAFTS 
and MACHINES 


HIGH QUALITY ONLY 


Your satisfied customers are 
those who have bought high 
quality machines. 


Sell them the “STRAND”. 


Not a cheap piece of material 
or cheap labor used in their 
construction. 


Thirty-five years in this indus- 
try selling the higher grade 
manufacturers. 





Ground Rotary Cutters 


N. A. STRAND & CO. 


5001 No. Wolcott Ave. Chicago 








Oil 
and 
Gasoline 


UTILITY CAN 


For TRANSPORTING — 
STORING — DISPENSING 





Flexible spout eliminates need 
for funnel. Convenient. Safe. 
Especially designed for use with 
air compressors, concrete mix- 
ers, and similar types of 
machinery. 

Distributors: write for 

complete information. 


EAGLE MANUFACTURING COMPANY 


Wellsburg, West Virginia 











| 


gear and pump housings. One fill- 
ing of the clear unbreakable reser- 
voir is sufficient to lubricate a bear- 
ing three months or longer, without 
attention. The visible oil supply 
tells at a glance when refilling is 
necessary. The réservoir is attached 
to the lower casting by the threaded 
spout. It is easily removable for 
convenient cleaning and refilling. — 
Trico Fuse Mfg. Co., Milwaukee, 
Hts —MILL Suppvies, July 10, 1939. 


Sludge Pump 
High lift capacity 








This 


air-operated 
sludge pump works on the ejector 
principle. 
through the air 
vacuum which sucks water through 


new portable 


flows 
creating a 


Compressed air 
inlet, 


the inlet until a float valve in the 
drum shuts off the air discharge. 
The air is then forced into the drum 
instead of out the air discharge, 
and the pressure thus created forces 
the water out of the water discharge. 
This gives a pulsating flow much the 
same as a hand pump. It has high 
lift capacity and will handle up to 
15 per cent of solids. Its applica 
tion includes mine shafts and winzes; 
coffer dams; pits ; 
construction jobs, ete. — Chicago 
Pneumatic Tool Co., New York City. 
—Miti Suppwies, July 10, 1939. 


caissons; sumps; 


Chemical Feeder Machine 


Equipped with noiseless 
electric vibrator 


Look over your territory for water 
works filtration plants and sewage 
disposal stations and then start push- 
ing this new vibratory dry chemi- 
cal feeder. The machine is made up 
of a dust-type cabinet incorporating 
a 3 cu. ft. supply hopper equipped 
with a noiseless electric vibrator to 
prevent any arching over and plug- 
ging in the hopper. The top of the 
cabinet is designed so that the hop- 
per can be sealed to an overhead 
chute coming down from_the chemi- 
cal room above. The machine is de- 
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f VINCENT 
HUNTINGTON 


Ymproved 


Grinding 
Wheel 
Dressers 


these features 
make selling 


PROFITABLE 


Distributors everywhere prefer 
to sell Vincent-Huntington 
Grinding Wheel Dressers and 
Cutters because they save cus- 
tomers maintenance and re- 
pair costs. The new type 
bushings will not turn and 
wear out the holes in the 
handle, —a new improvement 
available at no in- 
crease in price and 
greatly increases 
your sales opportu- 
nities. Complete in- 
formation available 








THE HANDLE 
— (dresser com- 
plete) made of a 
very fine casting, 
perfectly bal- 
anced, machined 


on our catalog ——securately,_and 
finish. 
New Type 
} Hardened 
Steel Bushings 


cre a new design to 
el minate turning and 
wear_ng out the bear- 
ing holes in the 
dresser. Pn revolves 
freely in bushing 
and cutters revolve 
in p.n insuring con- 
stant changing of 
relativity of cutters 
to each other which 
makes for better 
dressing and truing. 
Hardened 
Steel Pin 
on which cutters 
revolve is made 
from selected 
steel (carbonized 
and hardened) in- 
suring long life. 
Non-Burring 
Cutters 
all full size with 
18 TEETH. Milled 
from high carbon 
tool steel, scient f- 
ically heat 
treated by the 
“Vincent Process”’ 
to a uniform 
hardness, insur- 
ing long life. 
Vincent Cutters 
cannct burr or 
mesh even if 
washers are left 
cul. 
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THE 
VINCENT STEEL 
PROCESS CO. 


2434 Believue Ave. 
DETROIT, MICH. 
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Z AMERICAN MACHINIST 
. 330 WEST 42 no STREET NEW YORK,NY 


E. C. Sullivan, Manager 
Hunter & Havens, Inc. 
340 Capitol Ave. 
Hartford, Connecticut 


Dear Mr. Sullivan: 


Here are the names of some of the first men of metal-—working 
you must sell in Hartford -—- and here's what they think of American Machinist, 
first metal-working paper: 


J.J. BORRUP, Factory Manager of Pratt & Whitney Aircraft Corp. 
"Most of the tools and machinery on my original purchase list for equipping our 
first plant was specified from the pages of American Machinist. Your publica-— 
tion has given me much of my practical knowledge ... I couldn't be without it." 


H. GRANDAGE, Jr., Superintendent of Hart Manufacturing Co. 
"Your publication brings me important information." 


JAMES GIRLING, Superintendent of Arrow Hart & Hegeman Elec— 
tric Co. "I started reading American Machinist years ago and have followed it 
religiously." 


CHARLES B. COOK, Vice-President of Royal Typewriter Co. "We 
congratulate your fine magazine and want you to know that we think it well 
worthwhile." 


HARRY FOWLER, Assistant Shop Superintendent of Terry Steam 





Turbine Co. "I have read your publication since 1896, and it has been of great 
help to me." 

E.W. CLARK, Vice-President & Treasurer of Sigourney Tool Co. 
"I have been one of your 'fan' readers for over twenty years ... and I get a lot 
out ef 1%." 


As in Hartford, so also in Milwaukee, Syracuse, Los Angeles 
or Houston, or in any other metal-working metropolis of America, first men of 
metal—working the country over use American Machinist as their buying guide. 
Manufacturers you represent can help you most by advertising to metal-—working 
SB ctae. 


Yours sincerely, 


, a 
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signed for operation on ordinary 110 
volt, 60 cycle, phase a.c. power sup- 
ply —Syntron Co., Box D, Homer 
City, Pa—MILt Suppvies, July 10, 
1939. 


Drilling and Tapping Machine 
For high speed production work 





Here is a drill press that can be 
converted into a tapping machine for 
high speed production work. The 
tapping attachment is composed of 
a light-weight durable aluminum 
housing enclosing a three-point, bal- 
anced, heat-treated gear reversing 
mechanism which distributes. pull to 
three gears, minimizing wear and 
eliminating torsion. The drill press 
head is a heavy, well-braced casting 
—a strong, rigid, fully enclosed hous 
ing for the entire spindle- bearing as 
sembly comprising spindle, quill, 
spindle-driving unit, and feed con 
trol mechanism.—(ltlas Press Co 
Kalamazoo, Mich.—MIti Surrwirs, 
July 10, 1939. 


Taper Cutting Die Heads 
Tools of special alloy steels 


Wherever a stationary die head is 
employed sales opportunities are open 
for this new taper cutting die head 
This new die head offers better con 
trolled accuracy, greater lengths of 
taper and steeper tapers. Less powell 
is required as the chasers cut a taper 
thread just like a conventional die 
head cuts a straight thread. The 
tools themselves are made of special 
alloy steels, hardened and ground for 
accuracy and long life —Geometric 
Tool Co., New Haven Conn.—Mi11 
Suppwies, July 10, 1939. 


Grinder 
Easy to handle without fatigue 


Extremely light weight is the out- 


standing feature of this new grinder 



























CUNEO BUILT CATALOGS 


again recommended by 
the one who knows best 
—The Customer: 


“The catalogue is giving splendid results 
and we hear praises every day of its com- 
pleteness. It has made a good impression 
on our trade." 
THE PICKERING HAROWARE CO. 
Cincinnati, Ohio 
a 
"No doubt the fact that an estimated in- 
crease of over 50% in sales attributable 
to our new catalog issued six months ago, 
will be of interest to you." 
O. IBER COMPANY, CHICAGO 
* 
“| think it is a good job. If | can be of 
any help to you in this part of the country 
in getting some catalog business | will 
be glad to do it.’ 
HIGGINBOTHAM-PEARLSTONE HDWE. 
COMPANY 
Dallas, Texas 


Complete Information 


“Our salesmen are also much pleased 
with this new book which is so much 
easier to handle than our old one since 
the size has been cut down 33% % al- 
though many new lines have been added 
which were not shown in our previous 
catalog.” 
THE GEO. WORTHINGTON CO. 
Cleveland, Ohio 
& 
“The best and most economical catalog 
ever issued.’ 
BLISH, MIZE & SILLIMAN HDWE. CO. 
Atchison, Kan. 
& 
“The care you have taken to use the 
latest and up-to-date cuts makes this 
catalog the very best we have ever sent 
out to our customers." 
BARRETT-CHRISTIE CO. 
Chicago, Ill. 


about Cuneo compiled 


and printed catalogs on request.—No obligation. 


THE CUNEO PRESS, Inc. 


: 2242 GROVE sr. CHICAGO 


CATALOG SERVICE DEPT. - 





MEET INDUSTRY'S 
NEEDS WITH 


ADHESIVE TAPES 


INDUSTRIAL TAPE CORPORATION 


Industries are constantly finding new methods 
with greater use of industrial adhesive tapes to 
save time and money. 


The growing demand for the complete line of 
Industrial Tape Corporation adhesive tapes 
means increased business and year ‘round 
repeat profits to you. 


Consult our laboratory about any special 


hii. “i 
v 


tape probli No 





NEW BRUNSWICK, N. J. 
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Our selective 
distribution 

policy gives you 
real advantages 


The Fairbanks policy of giving 
distributors protected territory, 
eliminates competition. It means 
greater profit, as buyers go to 
one distributor in each territory 
when they want Fairbanks Valves. 
And the Fairbanks line is easier 
to sell because, in addition to our 
standard valves, you have the re- 4 
newable type which has a definite P 

’ 
} 





appeal to engineers interested in 
reducing costs. 

Fairbanks Renewable Valves 
eliminate the time, labor and ex- ‘ 
pense of removing non-renewable 
types from the line to replace 
worn parts, or paying for a whole 
new valve when only a small part 


is worn. i 
a a . . . . § 
The Fairbanks line is so com- q 

plete that you can supply prac- ; 


tically every need without carry- 
ing a stock of several makes. 
What’s more, we give Fair- 
banks Distributors the assistance 
of our salesmen and our exten- 


sive advertising in creating a de- iz 
mand, , 
Write for our proposition. : 








THE 
FAIRBANKS 
COMPANY 


Executive Offices: 
19 E. 4TH ST. 
NEW YORK 
Boston, Pittsburgh 
Distributors in 
Principal Cities 
Factories: 
Binghamton, N. Y. 
Rome, Ga. 








~~ 


Fairbanks 


euehaWAs 


and Iron Valves 
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which can be easily handled without 
any suspension for long periods with- 
out fatigue. The rotor, the only 
moving unit, operates on ball-bear- 
ings, which are double sealed against 
grit and dirt and carry a liberal sup- 
ply of lubricant. All castings are of 
special high tensile aluminum alloy 
with steel inserts forming the bear- 
ing seats. Comes in three capacities 
of 4, 1 and 14 hp.—Hisey-Wolf Ma- 
chine Co., Cincinnati, Ohio.—MIti 
Supp.ies, July 10, 1939. 


Streamlined Vulcanizer 


Modern styling and improved 
operation features 


rhe growing acceptance of design 
for appearance values in the heavy 
duty machine tool field, and the util- 
ization of professional industrial de- 
sign by engineering departments for 
modern styling and balanced correla- 
tion of operation features, is reflected 
in the clean cut lines of the new acra- 


plate vulcanizer. The factor of stur- 





diness was emphasized by enclosing 
the base, which contains the hydraulic 
unit and controls, in sheet steel, this 
theme being further carried out in 
the side plates of heavy rolled steel. 
The various operating controls have 
been allocated with a view to facilitat- 
ing operation, work being illuminated 
by a light incorporated in the projec- 
tion over the gauges. Gauge blocks 
are stored in a pocket under the table, 
readily accessible yet out of the way. 

-Lake Erie Engineering Corp., 
Cleveland, Ohito—Mut1tut Supp ties, 
July 10, 1939, 


Stacker Operating Control 


Operator may control machine 
from either side 


With control handles mounted on 
ball-bearings directly connected to 
the controller shaft, power operated 
stackers can now be controlled by the 
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operator from either side. Because 
there are no links or intermediate 
gears to set up friction and because 
of the large radius segment, control 
is exceptionally easy and little effort 
is required to operate the machine. 
In hinged stackers, the control is self- 
adjusting, as the cable is automatical- 
ly extended and taken up by a long 
spring within the controller handle. 
—Lewis-Shepard Sales Corp., 245 
Walnut St., Watertown, Mass.— 
Mitv Suppties, July 10, 1939, 


Air Trap 


For draining water from air lines, 
tanks, separators 





INLET 






VALVE SEAT 











Users of compressed air in all 
branches of industry will be interest- 
ed to know of the recent development 
of an automatic “snap-action” me- 
chanical trap for draining water from 
compressed air lines, tanks, separa- 
tors and after coolers. As shown in 
the diagram, the trap has a float 
connected to valve lever through a 
strip of spring steel. In the closed 
position, this spring is bowed down- 
ward. As water enters the body of 
the trap, the ball float rises—bend- 
ing and storing up energy in the 
spring. Just before the ball float 
reaches the top of the trap, the 
spring bends past dead-center and 
the stored-up energy snaps the 
valve wide open. In this position, the 
spring is bowed upward. As the 
water level drops in the trap body, the 
cycle is reversed and the valve snaps 
shut. It is this quick, forceful clos- 
ing that prevents pieces of dirt from 
getting lodged in the valve and caus- 
ing leakage. The capacity claimed 
by the maker is 1400 lbs. of water per 
hour at 125 lbs. pressure and 1000 
lbs. per hour at 250 lbs. pressure.— 
Armstrong Machine Works, 811 Ma- 
ple St., Three Rivers, Mich—Mit 
Supp ies, July 10, 1939. 


Coupling Pin 
Designed for trailers, tractors 
and implements 


Whoever hitched an automobile, 
truck or tractor to a trailer or farm 
implement has had difficulty with the 























coupling device. Often makeshift 
couplings have been used, resulting in 
damage to cars or risking uncoupling 
while in motion, endangering occu- 
pants of cars and trailers. And now 
a well-known maker of bolts and nuts 
announces a coupling device that is 
said to be fool-proof, shock-proof, and 
virtually unbreakable. Invented by 
an exasperated Texas farmer who 
had tried every other means to keep 
tractors and farm implements hitched 
safely, it was at first hand made and, 
of course, well made by hand forging. 
Eventually patented, the inventor 
brought it to the present manufac- 
turer who named it the Jay Coupling 
Pin. It is made of high carbon steel, 
heat treated, tough and cadmium 
plated to resist rusting. A tempered 
steel spring lock guard prevents re- 
moval or accidental displacement 
while traveling. It can be applied and 
removed with one hand.—Lamson & 
Sessions Co., Cleveland, Ohio—Mi1Lu 
SuppvigEs, July 10, 1939. 


Bench Grinder 


Shatter-proof eye shield and 
machine tool light 





Equipped with 7 by 1-inch wheels 
this, new bench grinder powered with 
5 hp. motor has a shatter-proof eye 
shield over each wheel and a machine 
tool light which may be swung over 
either wheel. Wheels come equipped 
with balancing flanges, permitting 
grinder to operate with a minimum 
amount of vibration.—Baldor Elec- 
tric Co., 43357 Duncan Ave., St. 
Louis, Mo.—Mu.t Supp.ies, July 
10, 1939. 


Hand Marking Machine 


For marking metal ferrules, 
rings, tubes, etc. 


Here is a newly developed hand 
marking machine built for marking 
metal ferrules, rings, tubes, and other 
cylindrical or tubular parts made of 
steel, brass, aluminum, nickel, silver, 
gold, celluloid, mica, or bakelite ma- 
terials. This marking machine will 
roll a mark into these materials up to 
1} in. long. For marking solid cylin- 
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VALLEY GRINDERS 


% Low upkeep cost 
% Economical, efficient performance 
% Complete satisfaction in service 


More than 20 years of painstaking research and manufacture have produced Valley 
Grinders, which are now accepted for their quality, accuracy, and performance through- 
out the world. Most large industrials know from experience what to expect from Valley 
Grinders and satisfied customers are your best assurance of profitable repeat business. 
Valley Grinders are powered by the famous Valley Ball Bearing Motors and protected 
by the Valley Guarantee. Specifications include heavy shafts, oversize ball bearings, 
wide wheels, and adjustable tool rests. Sizes from % h. p. Bench to 5 h. p. Pedestal 


models. 


Let us give you prices and details on special profit-making franchise 
for Valley Distributors. 





Valley Electric Corp. 


4221 FOREST PARK BLVD..© ST. LOUIS, MO. 

















Easier 


by 


merits 








telling the 
of their 
products to your 


best prospects in 
FACTORY. 


FACTORY has more piant 
operating official subscribers 
than any other business paper. 
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for cracking 
‘Hard Nuts’ 





You can always “crack” the toughest sales 
resistance with the right approach. Either 
it’s increased production, reduced over- 
head, or safety, but one of them will do 
it... and you can talk all three with 
the Schrader line. Your customers will 
see the possibilities of better efficiency 
and greater economy in the use of air in 
their shops. And as for sales, you'll get 
a high percentage, because in addition to 
other advantages, Schrader products are 
priced right. Remember, the experience of 
our air specialists and 
the facilities of our 
sales promotional de- 
partment are always 
at your disposal. 


THIS MONTH'S 
SALES SUGGESTION 


Schrader Hydraulic Pres- 
sure Gauges are adver- 
tised in Mill and Factory 
(June) and Industrial 
Equipment News and 
Factory Management and 
Maintenance (July). See 
age 6—catalog No. 305. 
Oopy on request. 


SOME OF THE OTHER ITEMS IN 
THE COMPLETE SCHRADER LINE 


AIR “KNOCK-OUT™ SETS Complete 


assemblies for discharging finished work. Adjust- 
able to all machines. 


PRESS SAFETY CONTROL. Protection 
against repeat action of press. Air operated. 
Eliminates need for clutch conversion on repeat- 
type presses. 


BLOW GUNS . Compact. Sturdy. Sur- 
pane few parts. Selective control of air flow. 
ever and button type. 








QUICK-ACTING COUPLERS. . . For inter- 


changing Air-driven Tools at convenient points. 
Like plugging into light socket. Air-tight when 
disconnected. 


AIR HOSE FITTINGS AND TOOLS . 
Complete assortment of Couplings, Adapters, Fer- 
rules and Tools for applying. 


Schrader 


266 U5. PAT OF8 


INDUSTRIAL PRODUCTS 


A. SCHRADER'S SON BROOKLYN, N. Y. 


Division ef Scovill Manufacturing Company, incorporated 
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drical pieces the part is dropped 
against two rollers which allow it to 
rotate as the marking die impresses 
the mark. Adjustments can quickly 
be made for marking in any position 





up to 1 in. from the end and for dif- 


ferent diameters and thicknesses of 
wall. Operation is accomplished by 
simply dropping the part onto the 
arbor (this arbor is furnished in va- 
rious interchangeable sizes) and 


marking is accomplished by a simple 
swing of the lever. When bolted to 
a bench or table the average operator 
can easily mark thirty or more pieces 
per minute like the one illustrated.— 
H. O. Bates, Elizabeth, N. J.—MIAr 
Supp.igs, July 10, 1939. 


Power Hack Saw 


Economical in operation 
and portable 





Electricians and plumbers will wel- 
this new bench model power 
hack saw which fits in any truck or 
car and takes up little room. It is 
35 in. long, 12 in. wide and weighs 
but 125 lb. Motor is 4 hp. and can 
be plugged in any 110 volt a.c. cur- 
rent light socket. Blade length is 10 
in. Two speeds are available by 
shifting belts on pulley. Vise swivels 
to 45 deg. A stand may be had at 
little extra cost bringing the saw up 
to 32-inch working height.—Sales 
Service & Mfg. Co., 3401-45th Ave. 
South, Minneapolis, Minn.—MIv 
Supp.ies, July 10, 1939. 


come 


Portable Electric Drill 


Weighs only 9% lbs. and operates 
at 500 r.p.m. 


The new 4-inch portable electric 
drill (Model 89) comes in a modern, 
racy, streamlined die 


cast case, is 
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SOLDERS 





For Every Purpose 


A 
100 per cent 
Service 
for Jobbers 





© The Gardiner Line includes: 
Acid and Rosin-Core Solders. 


Solid Wire Solders as fine as 1/32” 
dia. 


Bar, Triangular, Meter and Drop 


Solders. 
Copper and Brass Fitting Solders. 
Stainless Steel Solders. 
Babbitts (All Grades). 
Monarch Ball Metal Babbitt. 
Lead and Tin Pipe. 


Because Gardiner products are made 
by the most modern methods and in 
large volume, the lowest prices are 
assured. Because they set the highest 
standards of quality they build good 
will and repeat business. 
your inquiries at all times. 


We invite 








| 4833 So. Campbell Ave., Chicago, Iii. 











Give You Sales You Must Pass Up 
Without This Complete Line of 
Heat-Treated, Alloy Steel Screws 





Mines, textile plants, 
railroads—d ozens of 
new fields for heat- 
treated, alloy steel 
screws are open to you 
when you handle 
Mac-its! You can sell 
16 different kinds of 
standard items — hun- 
dreds of specials. More 
items mean more sales, 
bigger profits! 





DISTRIBUTORS! 


Write for details to 


Strong, Carlisle & Hammond Co. 
1392 West Third St., Cleveland, 0. 
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1s $0 


@ Staple products such as small main- 
tenance tools used in keeping up the 
efficient operation of large production 
tools must be replaced periodically. 
For example . . . grinding wheel 
dressers and cutters, mandrels, ete. 


To be certain of a constant flow of 
reorders for this sort of merchandise, 
a distributor must handle reliable, 
quality products. That’s why wise dis- 
tributors have found it profitable to 
push the Champion Line of tools 
that establish and keep customer 
confidence! 


Drop us a line today for our catalog. 
Champion Dressers 


The only make of 
dresser that runs 
in oil bearing! 
Correctly designed 
and easily oper- 
ated . . . built to 
outwear a dozen 
ordinary, cheaper 
dressers. 


7/,. WESTERN TOOL & MEG. Ce. 


Springfield, Ohio 

















SELL 


SHERMAN 
BARREL FAUCETS 





OUTSTANDING ADVANTAGES 
AND NO HIGHER IN PRICE . . 


@ long wear construction 
@ theftproof 

@ leakproof 

@ low cost 


Sherman Barrel Faucets are correctly designed 
to deliver without waste, a full, smooth 
stream. They are positive in action, provide 
an absolutely tight shut-off, end leakage, and 
minimize dripping. Suitable for fuel oils, al- 
cohol, kerosene, machine oils, turpentine, 
gasoline, water, thinner, etc. Sherman qual- 
ity construction assures years of dependable 
service for your customers. Here is your op- 
portunity for good profit margin and quick 
service on requirements. Send for bulletins 
and prices. 


H. B. SHERMAN MFG. CO. 
BATTLE CREEK, MICH. 














ultra-modern in appearance and 
weighs but 9} lbs. adding greatly to 
portability. It has a “new thing” in 
its combination breast and end handle 
design ( gripped cross-ways instead of 
in pistol fashion) which, it is claimed, 
greatly increases naturalness of grip 
and drilling accuracy by applying 
power directly behind, and in a direct 
line with, the drill point. Other me- 
chanical improvements include: a 
special wound, high torque motor 
that operates at 500 r.p.m. (spindle 
speed) and will not stall under a 500- 
Ib. thrust while drilling at capacity ; 
improved air cooling that assures 
long motor life; self aligning oil-less 
bearings; removable side handle for 
close quarters, and, sliding thumb 
switch.—Speedway Mfg. Co., Chi- 
cago.—MILv Suppties, July 10, 1939. 


Trolley Wire Guard 


Low cost of installation 





Designed to eliminate the possi- 
bility of mine workers being severely 
burned or electrocuted by coming in 
direct contact with the live trolley 
wire a new rubber trolley wire guard 
has proven itself important for safety 
in mines. The guard is so formed 
that when installed it assumes a 
natural shape that gives protection 
from the trolley wire when it is 
struck from either side. The rubber 
guard has a low cost of installation 
as it requires no special hangers and 
can be accomplished by one man.— 
Manhattan Rubber Mfg. Division of 
Raybestos-Manhattan, Passaic, N. J. 

Mitt Suprries, July 10, 1939. 


Electric Fan 


Magnetic starter and push 
button control 


Recently placed on the market is a 
new heavy-duty fan particularly ad 
apted to man cooling service in large 
plants. This unit is of extremely 
sturdy construction with frame of 
heavy welded steel tubing and rolled 
angle ring base. Powered by a ball 
bearing, fully enclosed motor with 
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.ARRO | 


EXPANSION BOLTS 


TOO + * 


HAVE UNUSUAL 


HOLDING POWER 


A uniform thrust design and 
deep, precision threading are re- 
sponsible for the holding power 
displayed by ARRO Expansion 
Bolts when they encounter shock 
or vibration. 


Add to this the fact that they 
are plated with cadmium to re- 
sist alkalies, acids and rust, and 
you can see just why they are so 
"saleable." 

For extra profits, stock this fast 
moving line which is sold only 
through jobbers . . . to protect 
your market. Send for your 
ARRO catalog and jobbers’ dis- 


count list today. 


ARRO EXPANSION BOLT COMPANY 
MARION, OHIO 








Sold only 
thru jobbers 



















Year 
"Round 
Sales 


SELLING 


McCULLOUGH 


Force Feed 


Lubricators 


Join the rapidly growing ranks of 
progressive Mill Supply Dealers 
who are making good, substantial 
profits selling McCullough Force 
Feed Lubricators. 

All industries are large users of 
force feed lubricators. Show them 
how to save on operating expense 
—sell them McCullough Force 
Feed Lubricators. They feed the 
right amount of oil in the right 
place at the right time. Easy to 
install and adjust—no draining— 
nothing to break. Get our de- 
scriptive bulletin for sizes and 
prices. 


McCULLOUGH MFG. CO. 


2632-2634 CENTRAL AVENUE 
MINNEAPOLIS MINNESOTA 

















THE 
FAMOUS 
ATLAS 

The Car Mover with 


COMPOUND 


LEVERAGE 
—k—k—k— 
Use the NEW ATLAS PERFECT 
SPURS. 


Sizes and types for all makes of 
car movers. 


—tk—hk_—hk— 
Appleton-Atlas Car 


Mover Corporation 
2947 No. 30th St. Milwaukee, Wis. 


formerly at Appleton, Wis. 
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adjustable motor supports. Equipped 
with magnetic starter and push but- 


ton control. The fan itself features 
unbreakable forged aluminum alloy 
blades; each pair of blades in one 
continuous forging. Furnished in 
capacities from 3,000 c.p.m. to 26,500 
c.p.m, and built to withstand the 
severest service—South Bend Air 
Products, Inc.—MIUu Supp .ies, July 
10, 1939. 


Welding Gun 
Extremely light in weight 





What is believed to be the lightest 


weight “pincher” type welding gun 
ever offered has just been announced. 
Hydraulic in operation, and designed 
for welding currents up to 50 kva, 
and welding pressures up to 1,000 
lbs., the new gun is built almost en- 
tirely of magnesium. As compared 
with conventional welding guns, an 
outstanding feature of the new light- 
weight gun aside from light weight 
is the use of the recently perfected 
sliding contact principle of current 
transmission. In the new gun, cur- 
rent is transmitted to electrodes di- 
rectly through the pressure cylinder 
and piston, the latter being built into 
the gun.—Progressive Welder Co., 
Detroit, Mich—MI.. Suppties, July 
10, 1939. 


Lubricating Valve Block 


For lubricating small machines 





A new system for lubricating small 
machines or a few bearings on larger 
machines from a single grease inlet 
has been developed. The new unit 
consists of a multiple measuring valve 
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block with a single inlet port and 
from 2 to 8 lubricant outlets per 
block. As many valve blocks as are 
necessary to lubricate all bearings on 
a machine can be installed and con- 
nected in series. The positive pres- 
sure lubrication of every bearing is 
accomplished by connecting a con- 
ventional type of hand or power 
grease gun to the grease nipple at 
the inlet port and moving the rotary 
valve handle. In one position lubri- 
cant pressure moves the valve pis- 
tons in one direction to deliver lubri- 
cant to one set of outlets. When the 
valve handle is moved to the opposite 
position, lubricant pressure moves the 
valve pistons in the opposite direc- 
tion to deliver lubricant to the other 
set of outlets. Movement of the tell- 
tale indicator stem attached to each 
valve piston, shows the oiler that each 
bearing has received its measured 
amount of lubricant—Farval Corp., 
Cleveland, Ohio.—Muitut Svuppties, 
July 10, 1939, 


Gate Control 


For operating single-leaf 
swinging gates 





Watch out for swinging gates! 
If you’re sales minded you will, for 
a new type electric operator for 
swinging gates has just been placed 
on the market. The model “Q” and 
“QR” operators are used to operate 
single-leaf swinging gates and in- 
clude an automatically operated lock 
bar which locks the gate when in 
the closed position. They are suit- 
able for standard wire mesh gates up 
to 14 ft. in width, 7 ft. in height 
or 1,000 Ib. in weight.—Barber-Col- 
man Co., Rockford, Ill—M1tu. Sup- 
pLies, July 10, 1939. 


Welding Electrodes 


Slow burning gives greater 
economy 


New “BBB” welding electrodes, as 
stated by the manufacturer, offer bet- 
ter economy since they are consider- 
ably slower burning. Arc control is 
said to be improved with less “wan- 
dering” and, since heat is thus in- 
tensified at the point of weld, there 
is less spread of high temperatures to 














Scola ama. | am 
OTTEMILLER LINE ~ 
] / and 
PULL 
BUSINESS 
YOUR WAY §& 


\ 





Lots of orders are be- 
ing placed all around 
you for cap screws, 
set screws, coupling 
bolts and studs. It's 
a steady, shipment-fiom-stock busi- 
ness which you can develop into 


BIG VOLUME through repeat orders. 


Why not pull this business your way 
by handling the OTTEMILLER LINE 
You'll 
have an inside track because the line 
is complete for all purposes, depend- 


of screw machine products? 


able in quality and right in price. 


Get details of our 100% DISTRIBU- 
TOR SERVICE. 


The Wm. H. 
OTTEMILLER CO. 


YORK, PA. 

















A PROFITABLE 
LINE TO SELL 


When you point out the distinct ad- 
vantages of Daggett Ball Bearing 
Pulleys to the user you will see what 
we mean by "a profitable line to sell.” 
Every plant wants to save on shut- 
downs—on power costs, on oiling time 
and you can help them. If you want 
a profitable line to sell DAGGETT is 
the answer. 


CHICAGO PULLEY: & 


SHAFTING CO. 


21 N. Des Plaines St CHICACO. ILL 





| . 
adjacent 








areas. The makers also 
claim that the new “BBB” electrodes 
stand up better at higher current 
densities, give increased penetration, 
and reduce heat at and 
above the grip by confining it more 
closely to the welding point.—Becker 
Brothers Carbon Co., 3450 S. 52nd 
Ave., Cicero, [ll—M1LL Supp ies, 
July 10, 1939. 
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SHIM APPLICATION CHART— 
A new chart that gives shim users a 
comprehensive survey of proved ap 
plications for shim stock has been an- 
nounced. The applications listed are 
Many 


methods 


arranged for easy reference. 
illustrations of installation 
adds value to the chart as a handy 
guide.—Laminated Shim Co., 
Island City, New York. 


Long 


PUMPS AND COMPRESSORS— 


Two bulletins recently issued cover 


| a new horizontal duplex dry vacuum 
| pump and a class O-CTE horizontal 


tandem motor-driven 
Each bulletin contains complete in- 


compressor. 


formation as to operation and con- 
struction with detailed illustration of 
each. 
New 


Chicago Pneumatic Tool Co., 
York City. 


MARKING DEVICES — Catalog 
No. 37, contains in its 84 pages com- 
plete information with many _ illus- 
trations of stencils, cheeks, dies, 
metal stampings, punch press prod 
ucts and many other metal stamp- 
ings, and tool marking 
Dic key-Grabler Co., 10302 
Cleveland, Ohio. 


devices. 
Madison 


Ave., 


WIRE ROPE—A little booklet 
entitled, “Life Hangs by a Thread” 
tells the story in the manufacture of 
wire rope and the part it plays in 
industry. Photographs taken right 
in the factory help give the reader 
a clear, understandable picture of 
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60% THIC R 
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KE 
THE CENT 


Cross Section, Taken at 
Frog, Shows Thicker 


Center Section Which Er- 
tends 


from 
Cutting 
Edge to Top 
of Socket. 


; A HOG 
Y FOR WORK 


RAZOR-BACK 
— the Only Shovel 
with a BACKBONE 


Guarantees more service per 
dollar than any other shovel 
on the market— replaces 24 
different types and grades 
with one grade, one type of 
shovel. Lists at $15.00 a dozen. 
Write for details. 


THE UNION FORK & HOE CO. 
Columbus, Ohio 


Makers of Quality Tools for Over 40 Years 











ELECTRIC HOISTS 
CRANES { 
CHAIN HOISTS 
TROLLEYS + WINCHES 


Write for our new "Bulletin 6161." It's 


full of hoist and crane information 


and model installations. 


ROBBINS & MYERS, Inc. 
HOIST & CRANE DIVISION 
SPRINGFIELD, OHIO 


FANS #¢ MOTORS ¢ HOISTS © CRANES 
Founded 1878 








COLLIS 


| 





SLEEVES ... 


. . - SOCKETS 
Standard Type 
and 
Use-Em-Up Type 























Carbon Steel Hardened 
also 
High Speed Steel Inserted Point 














MAGIC TYPE CHUCKS 
AND COLLETS 
DRILL CHUCK ARBORS 


We are prepared to handle all 
regular and special requirements 
of your customers. Prompt service. 


hae COLLIS COMPANY | | 





CLINTON, IOWA 














v 
NEVERBREAK 


CHROME BELT LACING 


Covers a wide variety 
of uses - - - Makes a 
multitude of Sales 


e NEVERBREAK has great 
tensile strength — 400 pounds to 
4 inch lace. Heat resistant—it 
was subjected to 240° F. for 60 
consecutive hours and retained 
tensile strength of 325 pounds. 
When wet it dries back to orig- 
inal softness and pliability. 


Also Indian Tan and Raw Hide 

Leather, Leather Shoe Laces, 

Leather Aprons, Hand Leathers 
and Special Items 


e Let us help you get those 
special leather jobs which de- 
velop from time to time. 


A 


CALIFORNIA TANNING CO. 


1905-7-9 Shenandoah Ave. 
St. Louis, Mo. 











wire rope manufacture —Mac Whyte 
Co., Kenosha, Wis. 


DRILLS AND REAMERS—A 
strikingly illustrated cover leads the 
way into complete illustrations and 
listings of all types of drils, ream- 
ers, screw extractors, counterbores 
and interchangeable punches manu- 
factured by this firm. Listings of 
all affiliated types of tools, have been 
grouped so that there are no unne- 
pages to leaf through.— 
Whitman & Barnes, Detroit, Mich. 


cessary 


SPECIAL BEARING — Just a 
year ago, this firm introduced a new 
bearing called “Ledaloyl”. It’s re- 
ception was such that the bearing 
became a stock proposition and the 
firm now is distributing a catalog 
dealing exclusively with the “Leda- 
loyl” bearing, which can now be sup- 
plied from stock in over 300 indi- 
vidual sizes.—Johnson Bronze Co., 
New Castle, Pa. 


INDUSTRIAL PAINT—Uses and 
recommendations for “Rust-Oleum” 
an industrial paint that is rust-pre- 
ventative and decorative in one coat 
is the subject of a new booklet re- 
cently issued. The paint comes in 
all including aluminum and 
is designed for a great many uses. 
Rust-Oleum Paint 1928-32 
West Grand Ave., 


colors 


Corp., 
Chicago. 


PUMPS, COMPRESSORS, DIE- 
SEL ENGINES—Several folders 
have been issued with complete speci- 
fications, including photographs, de- 
scriptions and drawings of pumps, 
compressors and diesel engines in the 
past few weeks. They are as follows: 
Bulletin W-s41-B4, heavy duty cen- 
trifugal pumps; Bulletin 
C-1100-2, horizontal duplex type re- 
frigeration Bulletin 
W -360-B2, centrifugal brewery mash 
pumps; Bulletin L-611-B8, single 
cvlinder, single stage feather valve 
Bulletin W-321-M3A, 
deep-well pumps ; Bulletin S-500-B5E, 
vertical four-cycle diesel engines; 
Bulletin H-850-B56, full-diesel drive 
portable Sulletin H- 
850-B52, gasoline engine driven port- 


process 


COMPTessors | 


compressors ; 


compressors, 


able compressors; Bulletin S-500- 
B36, vertical, four cycle diesel 
engines; Bulletin W-321-B13, tur- 
bine drive centrifugal pumps, and 


Bulletin W-341-B5, centrifugal heavy 
duty pumps.—Ilorthington 
Pump & Machinery Corp., Harrison, 
Be Fs: 


process 


WATER CONDITIONING—Three 
new bulletins have recently been is- 
sued on various phases of air condi- 
tioning. One _ bulletin, 
Water Softeners for Oil 


MILL SUPPLIES @ JULY 10, 1939 


“Portable 
Drillers” | 








You Win More Customers 
That Last—with 


OHLEN - BISHOP 
CHROMSAWS 


No. 7 Combination 
Chromsaw. Highly 
efficient for 
either crosscut- 
ting, ripping, 
or mitering. 
Operates on 
. less power, 
and is very 
easy to refit. 





URNISH your customers with 

OHLEN-BISHOP CHROM- 
SAWS—steel of special analysis 
for the job demanded; temper and 
toughness that insures long, profit- 
able performance; accurate toothing for fine precision 
work. They will come back for more—bringing with 
each sale a welcome increase over your usual profit. 





Chromsaw Bands. Carefully hardened and tempered to 
give the maximum toughness. No hard or soft spots. 
Very flexible. 


We Sell Ohlen-Bishop Saws 
THROUGH DISTRIBUTORS ONLY! 


OHLEN-BISHOP CO., Columbus, Ohio 


Manufacturers of Fine Saws Since 1852 








for the re-orders 


that mean profit 
4 
4 TASGON 


sud the original rust solvent 


. @ 





LUBRI- 
TASGON 


the penetrating 
lubricating oil 





Most users order these two products time 
and time again because of the better job 
they do as a result of the unique Tasgon 
principle of colloidal penetration. Tasgon 
quickly loosens rusty nuts, bolts and fit- 
tings. Lubri-Tasgon carries a rich lasting 
lubricant to every moving part. Profit mak- 
ing items for hundreds of mill supply 
houses from coast to coast. Write today for 
information about prices, discounts and dis- 
play material. 


SAMUEL CABOT, Inc. 


1413 Oliver Building Boston, Mass. 





















f F 
FF LINE 


Furnished for all 
types and makes 
of Car Movers. 
Made of fine 
tool steel cor- 
rectly heat 
treated. 


Car Movers for Every Need 


L 


POWER KING . . 
for heavy duty in mines and cement mills 
NEW BADGER NO. 5... 
for usual and ordinary car moving jobs 
BADGER NO. 9 .. 
for cars with low brake beams—efficient for 
usual car spotting 
ADVANCE SAFETY CAR WRENCH 
for dumping hopper bottom cars 

















The Advance Car Mover Co., Inc. 
Appleton 


CANADIAN ADVANCE CAR MOVER CO. 
WELLAND, ONTARIO, CANADA 


; 


Wisconsin 





S 
QystOer aw 
q 





Help your custom- 
ers to economize— 
sell them Economy 
Screws. Potential 
sales become reali- 
ties with good profit and repeat business when 
you sell Economy Products. They are precisely 
made, threads clear and sharp, and special 
heat treating gives them strength and dura- 
bility. 

Hollow Set Screws, Socket Head Cap Screws, 
Headless Set Screws, and Stripper Bolts are 
available in neat packages or in bulk. Use 
our special screw machine products service 
too. Send us your orders—they'll get prompt 
service. 


ECONOMY MACHINE PRODUCTS CO. 
5100 LAWRENCE AVE. 
CHICAGD, ILL. 





















tells of the application, operating 
principle, sizes and capacities of units. 
Another, “Conditioning Water for 
the Paper Mill’ presents a copy of a 


talk presented by Eskel Nordell, be- 


fore a gathering at the Southern 
Paper Festival in Savannah. The 
third bulletin is called, “Zeolite 
Water Softening” and shows the 


manufacture and 
ater 
West 


mining, processing, 
applications of 
Permutit Co., 

New York City. 


softeners.— 


42nd St., 


Ww 


330) 


SWITCHBOARDS — Small-plant 
and industrial a.c. switchboards are 
described in a new leaflet recently 
released. The switchboards are 240 
and 480-volt, three-wire, 60-cycle, 
three-phase ungrounded. This line 
of small capacity panels is adaptable 
to small generating plants, lighting 
service, industrial and mining appli- 
cations where low cost is of prime 
importance The panels are designed 
especially for control of small gen- 
erators, incoming and outgoing 
feeder lines and transformers. Book- 
let is titled descriptive data 31-133.— 
Westinghouse Electric & Manufacur- 
ing Co., East Pittsburgh, Pa. 


REFRIGERATION PRODUCTS— 
Water regulators, gage sets, ammonia 
shutoff and line valves, dehydrators 
and strainers are all shown in catalog 
No. 5. A cut-away drawing and 
phonograph gives the reader an exact 
idea of each product. Specifications 
and description complete the mate- 
rial on each item.—Cyrus Shank Co., 
Chicago. 


GALVANIZING POWDER — \ 
folder tells galvanizing 
powder to restore a permanent pro 
tective surface to metal products and 
equipment that has been removed or 
damaged during assembly operations 


new of a 


such as welding, forming, bending, 
riveting, threading, abrasion and 
fabrication. Printed in colors, at 
tractive photographs show its many 
applications and how it is applied.— 
American Solder & Flux Co., Phila- 
delphia. 


INSULATED CABLES—A new 
booklet contains data on the applica- 
tion and advantages of “Okolite” in 
sulated cables for high voltage cir- 
cuits, comparative curves of the 
operating efficiency, greater load 
carrying ability and moisture-resist- 
ance. Additional data is given on 
installation methods, tests and avail 
able designs. The bulletin illus- 
trated.—Okonite Co., Passaic, N. J. 


1s 


FLEXIBLE METAL TUBING— 
\ new 24-page catalog illustrated 
with 75 up-to-date pictures and charts 
the many types of 


covers seamless 


MILL SUPPLIES @ JULY 10, 1939 








JAEGER "BANTAM" 


(World's Champion 
Light-Weight Pump) 
in a class by itself for porta- 


bility and performance —a 
pump your customers need and 


will buy — 
Aluminum Alloy 


$g500 or Semi-Steel 


F.0.B. Factory Complete 
with Engine 

Fastest automatic priming 
small pump on the market — 
tremendous capacity for its 
size — ruggedly built with %-1 
H.P. ball bearing engine or 
electric motor that operates 
from light socket. Distributors 
are making big sales — winning 
new customers. Open territory. 
Write for details. 


The Jaeger Machine Co. 


501 Dublin Ave., Columbus, Ohlo 











PROVEN 
QUALITY 


Rubyfluid has _ established 
recognition and acceptability 
among plant superintendents 
and operators. They know 
that this inexpensive fast act- 
ing Flux gives them a strong, 
neat durable result without a 
lot of fuss or mess. You sell 
your customers proven qual- 
ity and satisfaction 
when you sell Ruby- 
fluid. 





WRITE FOR 
CATALOG SHEETS 
Rubyfield is packaged in 
all desired sizes. Acid or 
Rosin Core in 1, 5, 20 lb. 
spools. Paste 2, 4, 8 oz. 
and | lb. cans. Flux 3 oz. 
cans to 55 gal. drums. 
Ruby’s Stainless Steel 
Flux in pts., qts., gals. 


RUBY 


CHEMICAL Co. 


76 McDOWELL ST. 
COLUMBUS, OHIO 











BELT HOOKS 


have the patented blue aligning card 
that locks hooks in position—prevents 
hook loss from handling—prevents waste 
of short card ends. 

Only ARMSTRONG-BRAY has a com- 
plete line with both WIREGRIP Belt 
Hooks and STEELGRIP Flexible Lacing 
(for heavy drives and conveyor belts) 
as well as couplings and hooks for round 
belting, and lacing machines (vise and 
bench types). 

Here is a line that misses no sales, that 
includes the correct lacing for every job. 
Here is quality that assures complete 
satisfaction and repeat business. It's the 
logical line to carry. 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
step 310 Loomis Ave. 


a KS Chicago, U. S. A. 


Write for new 
catalog sheets 











MECHANIC'S 
STANDARD 
NO. 32A TORCH 
One Quart Capacity for Gasoline 
BUILT FOR HARD USE 


Gives definitely superior service on the job 
where performance counts. 





ADJUSTABLE FLAME CONTROL 


Produces a smooth intense flame of large 
volume which can be reduced to a small 
pointed flame. 


Bronze Burner — Biunt Control Needle 
Removable Jet and Cleaner Tip 
Steel Lined Veins to Retard Carbon 


BRASS TANK - - HIGHLY POLISHED 
Bottom filler. 


CLAYTON & LAMBERT MFG. CO. 


DETROIT, MICHIGAN 





| flexible metal tubing and its applica- 


tion in industry. The catalog contains 
complete discussions on the proper | 
use of the product 
steam, liquids, gases; 


for conveying 
controlling vi- 
bration; connecting misaligned and 


| moving parts, and the part that the 


| ranging 


| vious 


seamless feature plays in product 
design. There are also complete en- 
gineering data and_ specifications, 
with simple installation  rules.— 
American Metal Hose Branch, Amer- 
ican Brass Co., Waterbury, Conn. 


BELTING BIOGRAPHIES — A 
36-page booklet describing the com- 
pany’s complete line of transmission 
and conveyor belts represents a nov- 
el and interesting method of eata- | 
loging the company’s belting prod- 
‘ucts, in that instead of merely cata- | 
loging the various belts in convention- 
al style, ‘Belting Siographies” 
shows case histories, dramatically il- 
lustrated. These depict installations, | 
large and small, and in industries | 
from the manufacture of 
spaghetti to heavy mining and in- 
dustrial operations.—United States 
Rubber Co., New York City. 


ROLLER CHAIN—This new eata- | 


log, over a third larger than the pre- | 


issue lists and deseribes the 
firm’s complete line of single and 


multiple strand roller chains, sprock- 
ets and specialties, It is printed in 
attractive colors and profusely illus- 
trated with application photographs. 
Over 30 pages of engineering data 
will be helpful to maintenance men. 
Baldwin-Duckworth 
Springfield, Mass. 


( hain ( Orp., 


AIR RECEIVERS 


line of 23 standard 


A complete 
air reeeivers is 
described in a new folder now being 
distributed. These are 
available for maximum pressures of 
125, 250, 350 and 500 Ibs. 


receivers 


Inge rsoll- 


Rand Co., 11 Broadway, New York 
Caty. 
PLASTIC COATINGS — Corro- 


sion-proof, sprayable, plastie coat- 
ings for conerete, metal and wood is 
the subject of a recently issued book- 
let. 
tion, some ideas on the uses of, and 
the application procedure for vari 
ous types of “Amercoat” cold-applied 
resistant plastic coatings.—A mercoat 
Sales Age ney, Pac ific Blird.. 
Huntington Park, Cal. 


In its twelve pages is a deserip- 


905 


COMPRESSORS—-A new 16-page 
catalog presenting this firm's com- 
plete line of “Utility” stationary air 
compressors for industrial appliea- 
tion has been announced. Operating 
data, detailed specifications and_pie- 
torial design features are ineluded.— 
Schramm Ine., West Chester, Pa. 
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ter TRIPLEX | 


Cap Screws 
Make Money for You : 


i = .- 
ft mao 


They speed assembly, banish misfits, give ; 
customers insurance against breakage. Here’s 3 
a cap screw of fine steel, strong, uniform, 
accurately threaded. Shaved heads, washer 
faced, full finished—they look their quality, 
protect your judgment in buying them. 
Shipping service geared to your needs. Send 
for free samples and prices, today. 


THE TRIPLEX SCREW COMPANY 


5307 Grant Avenue Cleveland, Ohio 


IPLEX | 


CAPVAND SET SCREWS, BOLTS AND NUTS : 
Millions Sold—Used in Every Industry , 

















The Outstanding New Belt ; 
for the Food Industries 





Cash in on your share of the belting 
business in the ten-billion-dollar-per- 
year food manufacturing industry by 
selling “Foodtex,” the new belting 
developed especially for conveying 
wet or dry food products. 

In a short time “Foodtex" has be- 
come the favorite belting in packing 
plants, canning factories, bakeries, 
and many other food processing 
4 plants. The secret of its success lies 
in its odorless, tasteless and water- 
proof covering, which can be washed 
clean with water as frequently as 
necessary, without the slightest 
danger of shrinkage or rot. 


Investigate “FOODTEX”’ Belting 
It sells easily ! 





































BALATA & TEXTILE 


V | CTO R BELTING COMPANY 


53 Park Place New Y 














ork 
345 W Hubbard St Ch 


FACTORY 


1g0° 








Easton, Pennsylvania 
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MARKETS! 


THERE ARE MANY FOR 


LOWELL'S 
HERE'S ONE 








FOR TIGHTENING 

LAG SCREWS 
SELL A 
LOWELL AND 
YOU SELL 
SATISFACTION 
AT A PROFIT 


THEY STAY SOLD 


This is proven by our 70 years of 
wrench building. If Lowell's were 
not dependable reversible ratchet 
wrenches the trade would have 
discovered it long ago. 


REMEMBER 


There is nothing just like 
Lowell Wrenches 


LOWELLWRENCH CO. 


WORCESTER MASS. 


RED RATCHET 
WRENCHES 























backfires 


The Manager’s Page... a meeting ground for discussion of problems 
common to distributors and manufacturers 


the fog of misunderstanding which may exist between the two 


seeking to dispel 








B“Who, Mr. Distributor, is the real 
‘sucker’ when you accept and pass on a cut 
price on any given commodity?” 

The speaker was a manufacturer. He had 
just gone through the very unpleasant job 
of reducing the resale price on his prod- 
uct 20 per cent to meet competition. 

The situation came about something like 
this: One of his competitors had gone to 
his own outlets with the statement that he 
simply had to have more volume, and that 
he was reducing his price to them by 20 
per cent and authorizing them to pass it on. 

Thoughtlessly, perhaps, his distributors 
had run merrily around the territory quot- 
ing 20 under the going price. 

Naturally, news of this kind travels fast. 
Every salesman has some buyers who will 
give him the “lowdown” on a price situa- 
tion. 

At the end of a week, all manufacturers 
had been forced to meet the cut. The mar- 
ket was stabilized once more but with what 
result? 

All of the manufacturers and their dis- 
tributors were getting approximately the 
same volume in units but all were receiving 
20 per cent less in dollars. 


® If we were all selling chewing gum for 
six cents and were able to reduce the price 
to five cents, it is highly probable that the 
total consumption of chewing gum could be 
increased more than enough to offset the 


reduced dollar return. But, in general, the 
reduction in price of industrial supplies will 
not increase the total amount used. 


#We most certainly are not advocating 
holding prices at uneconomically high 
levels. On the other hand, we do feel that 
the sacrifice of normal profit in order to 
gain an increased share of the total volume 
of a particular item is silly strategy which 
can only turn out one way—decreased vol- 
ume and profit for everyone. 

You may well ask, “What the devil can 
the distributor do about it if the manufac- 
turers in any particular field start a price 
war?” 

Only this: If each distributor approached 
with a price-cutting scheme would ask his 
manufacturer whether the cut was being 
made because of lowered manufacturing 
costs or whether it was simply a sacrifice 
of profits in order to gain a greater share 
of the business and, if the latter, the distri- 
butor would point out the weaknesses in the 
logic, we believe that many unnecessary 
losses would be eliminated. 


® You may contend, with some logic, that 
the determination of price is the manufac- 
turer's prerogative, but remember, if he is 
foolish enough to make an unjustified cut 
in dollar return, you are going to take the 
licking right along with him and to a 
slightly greater degree. You thus have the 
right, even the obligation, to battle him on 
this point. 

It is our firm belief that when all distrib- 
utors adopt this attitude, profits in the en- 
tire industry will be materially increased. 


Jim CHANNON 
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